


Read:—“Juvenile Automobile Show Brings Profits and Publicity” 
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Now is the time to. 


Cash in on Freezer Sales 











The Auto Vac sells at a higher price 
than most freezers. It sells higher 
because it costs more to make and be- 
cause it is well worth the additional 
price, in economy of operation and in 
the time it saves. 


























You can sell several Auto Vacs 
while you are selling one of the old- 
style crank freezers, because it looks 
so much more attractive and will ap- 
peal to every housewife and to every 
husband in a way that other freezers 
will not. If you have not already 
stocked the Auto Vac send in your 
order today. 


Write us for copy of 
Success Sales Plan. 


Auto Vacuum 


Freezer Co., Ine. 


220 West 42nd St. 
New York, N. Y. 
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Auto Vacuum [ce Cream Freezer ) 
Self Freezing-No Cranking-No Ke-cing 


as second olass matter May 22, 1913, at the Post Office, at New York, under the Act of March 3, 1 
Advertising Index, Page 142 Editorial Index, Page 63 
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The Osgoods are elected 


There isn't anything formal about it, 
but it means that the group of six or so 
that lead in all things social at Westfield . 
have accepted them unqualifiedly. Mrs. 
Osgood enjoys the people immensely— 
and the dinners they give each other from 
time to time. But her pleasure is not 
without its anxious moments, as she 
plans the dinner she is soon to give for 
this “inner circle.’’ ‘“Iwelve people are 
more than she has ever entertained. Let’s 
see, what silverware will she need? More 
than mere half-dozens of things! And 
she lacks bouillon spoons and individual 
salad forks altogether. 















Heraldic 
Individual 
Salad Fork 


- = Coffee Set 


Why not sell Mrs. Osgood 
during Silverware Week? 


The advertising of 1847 Rogers Bros. Silver- 
plate in leading publications has been concen- 
trated so as to make Silverware Week, May 12- 
17, a big opportunity for you to cash in on the 
interest awakened in the minds of the many 
Mrs. Osgoods who should be your customers. 
Your windows should tell these Mrs. Osgoods 
that the silverplate in which they are inter- R 
ested can be obtained at your store. During 2 
Silverware Week feature 


1847 ROGERS BROS. - 


SILVERPLATE 


We know our advertising has 
made a deep impression on the 
buying public. This is your 
time to profit by this interest. 
Remember that many Silver- 
ware Week purchasers may 
become your permanent cus- , 
tomers. ' 


INTERNATIONAL SILVER CO., MERIDEN, CONN. 





_INTERNATIONAL_SILVER_CO. 
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VAUGHAN & 
MANUFACTURING COMPANY 


HARDWARE AGE 


The tremendous demand for V & B Drop 
Forged Steel Planes—the only unbreakable 
planes manufactured—so far surpassed our 
expectations that delivery has been difficult. 


We are glad to announce that we are now 
able, thru increased manufacturing facili- 
ties, to make prompt delivery, in either 
smooth or corrugated bottoms, of numbers 
903, 904 and 905 V & B Drop Forged Steel 
Planes. : ; 


Drop forged from a solid bar of V & B 
Supersteel—finished in light gray—trade- 
marked in etched gold—and furnished with 
vanadium blade and walnut handles—they 
are distinctly fine tools. 


The sales possibilities on these unbreakable 
planes are obvious. Place your orders to 
assure immediate g now ! 


BUSH 
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And Now Immediate Delivery 
On Drop Forged Pianes! 
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(Makers Of ' Fine TFoots 











2114 Carroll Ave.~ 


wr Chicago, lll, U.S.A. 

















ATEVER the circuit that is built or 
bought, the radio enthusiast knows that 
Eveready Radio Batteries are the ones to put 
pep and power into it, for whatever radio paper 
he reads, in it he sees Eveready advertising. 
Large space each month tells the Eveready 
story. In addition to the leading national 
publications, fourteen radio publications, four 
scientific magazines and two boys’ papers are 
used monthly. Full pages appear in the ma- 
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—one of a series of advertisements now 
appearing in radio and general publications. 


jority of the periodicals and there are double- 
page spreads in the three most important radio 
papers. 

The power of the printed page plus the 
natural vim of the batteries themselves make 
quick turnovers and lively profits. 


Ask your jobber. 


Manufactured and guaranteed by 


National Carbon Company, Inc., New York—San Francisco 
Headquarters for Radio Battery Information 
Canadian National Carbon Co., Limited, Toronto, Ontario 
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Akin SilverSteel Saws: 


To My Fellow Hardware Dealers” 


i, f Eid ; JOHN J. DREESEN, JR., 












: Winner, 
4 j 4713 Forsyth Ave., 
bis East Chicago, Ind. 


Mr. Dreesen certainly has the right idea on sell- 
ing merchandise. An article which is not worthy 
of a money back guarantee should not be sold to 
a customer. If the manufacturer will not guaran- 
tee his goods to you, why should you guarantee 
them to the trade? Atkins Silver Steel Saws will 
make new friends for you. 


E. C. Atkins & Co. THE WINNING LETTER 


Indianapolis, Ind. ? 
Gentlemen: 


I have recommended Atkins Silver Saws to my fellow dealers because they make warm | 
friends out of customers. 

The Atkins Saw bears a money back guarantee. It is not an easy matter to make a car- 
penter change his mind about the kind of a saw he wants; although most of them would 
like to try new brands with the hope that they would find something a little better than the 
kind they have been using. But they do not want to take any chances! They do not want 
to finance the experiment. 

And here’s where the guarantee makes the sale! When the customer feels that he can 
try this other brand of saw on the money-back guarantee of the dealer, he not only places 
more confidence in the Atkins Saw, but immediately increases his confidence in the dealer. 

They never return the Atkins Saw! 

They do return, however, for other merchandise and the dealer will realize that they are 
better friends because they now have something in common—*“The Atkins Saw.” And every 
dealer knows that when he has once made a friend out of a customer it’s easier to do busi- 
ness with him, and much more pleasant. 


Very truly, 
JOHN J. DREESEN, JR. 


A FEW POINTERS ON ATKINS 
PERFECTION GRASS HOOK 


This is the season of the year when you should have a good stock of 
Atkins Perfection Grass Hooks. The handle being offset, saves the 
knuckles from coming in contact with the ground, and this construction 
makes it a quick seller. It should not be compared with the cheaply 
constructed grass hooks and sickles of other makes. Write your nearest 


source of supply, 
E. C. ATKINS & COMPANY 





Established 1857 “The Silver Steel Saw People’’ 
Machine Knife Factory Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
BRANCHES: 
Atlanta Minneapolis New Orleans San Francisco Seattle Paris, France 


Vancouver, B. C. Sydney, N. S. W. 


VAAANNNSSNISWN: “4.7 KINS ALWAYS AWE AD? A111 1 
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HERE isn’t a hardware store, no matter 

where located, that can not profitably use 
and sell most of the tools in The Bridgeport 
Line. 


Nail Pullers, Box Openers, Screw Drivers 
in boxes or on display stands, Pliers, Tire 



















Tools, Scrapers, Valve Lifters, Crate Open- , 
ers, etc.—All of them fully guaranteed. ; 
Their good reputation plus Bridgeport : 
quality make them easy to sell. 
Order through your jobber. If he can't 
supply you, write us direct. 4 
§ 

4 

biog a = | 


t Ko eT e dd 


000 mae ate 


“a : - 
f | x 





- TRADE MARK~ 





THE BRIDGEPORT HARDWARE MFG. CORP. 
Bridgeport, Conn., U.S. A. 
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The name “KIDDIE” is a registered trade name and is the exclusive | 
property of the H. C. WHITE CO., when applied to juvenile vehicles. | 
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3 Kiddie-Pedal-Kar 
S De Luxe 
AQ Universally acclaimed 
San and sought after 
“2 ze CS SO ai BR ara i > 2 ti RR a Se 
ice > , $ ‘Z 
a A PEER in name and quality and of humble price (ry 
No. 154, list price $6.00; No. 155, list price $7.00. : 
SIZES—Made in two sizes to meet wide STEADY FRONT END—Long bearing of 
age range. "0 post prevents wobble. 
STRENGTH— WHITE”’ substantial con- OVERSIZE TIRPS—Extra large and of 
struction in every part. long wearing quality . 
EASY RUNNING—Ball bearings in front, nd " 
roller bearings in rear. TROUBLEPROOF—Nothing to get out of 
SAFETY—Dise wheels. No spokes or pro- order or break down. 
jections to injure child. FINISH—“‘*WHITE”’ superlative finish 
HOUSEBROKEN—No sharp corners to in- baked enamel in red and old ivory; 
jure furniture. Rubber pedals and hand highly polished nickel steering gear and 
grips. cranks. 
We also manufacture KIDDIE-PEDAL-KAR Regular, list prices $4.50 and $5.50, 
H. C. WHITE COMPANY, North Bennington, Vt. 
“KIDDIE-KAR” and “KIDDIE” Vehicles 
TRADE MARK TRADE MARK 
a) New York Sales Office—Fifth Avenue Building St 
oe e) tS. 
| _ On these pages of 


WHITE’S “KIDDIE” FAMILY ALBUM 


will appear each month items of. interest to dealers about the various members of White’s “KIDDIE” Een, of Javenile \ Vehicles. 
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Arcade Files 


--ethe work they do will bear 
close scrutiny 


WHEN the workman puts it 
squarely up to the boss --- 
explaining that he used ARCADE 
Files, the boss will know the filing 
equipment in his shop is O. K. 


ARCADE Files are money savers 
in busy machine shops. Your 
turnover will prove it to you. 


ARCADE FILE COMPANY 


ANDERSON, IND. 


Owned and Operated by NICHOLSON FILE CO., Providence, R. I. 
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When ‘a customer asks for rope, do 
you have to “‘sell’’ it to him, or does 
he buy it on sight? Does the rope 
you carry have some distinctive fea- 
ture about it that makes your cus- 
tomer recognize it as good rope? 


A mark of individuality goes a long 
way towards making sales. People 
often buy a product because of a dis- 
tinctive feature which assures them 
of high quality. 


H. & A. “Blue Heart’? Manila Rope 
has such a mark of quality —that 
quickly-recognized blue thread 
marker in the center between the 
strands. This sure identification of 














Sell rope that sells itself 


dependable rope not only makes it 
easier for you to sell the first time, 
but gains permanent customers for 
you as well. 


It is a guarantee of rope spun from 
pure, long manila fibre by skilled rope 
makers, rope that will wear longer 
and deliver without fail the strength 
you have a right to expect. 

You can depend, too, upon H. & A. 
‘‘Red Heart”’ Sisal Rope, spun from 
pure sisal fibre by’ the same skilled 
rope makers. 

Build a permanent rope business in 
your territory with the well-known 
H. & A. brands. 


The Hooven & Allison Company 


Spinners of fine cordage since 1869 


Xenia, Ohio 
Mills: Mills: 
Xenia, Ohio North Kansas City, Mo. 
Cincinnati, Ohio Covington, Ky. 








rt” Manila Rope 


Trade-Mark Reg. U. S. Pat. Office 


© 1924, The Hooven & Allison Company 
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1 Naw covert onars Blue Chimney Bumers 
2 Greater “seeen ~=— Lower “cost 

4New "es Dean 45 New “tno Shelf 
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in worlds | 
most Popular Oil Stove 


Improved 1924 Blue Chimney New Perfection 
introduces an era of faster cooking and still 
greater economy and convenience in moder- 
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ately priced oil stoves. 


He RE is an oil stove, adequate for 


every cooking need the year 


around. Quicker in heat, ample in 


capacity, complete in equipment — yet 
it sells at a moderate price. 


Moreover its low fuel consumption 
makes it the most economical oil stove 
in the world to use. 


Backed by the world. wide preference 
of four and a half million housewives 
who today use New Perfections — en- 
hanced in value by its greater speed and 
manynewconveniences—thisimproved 
Blue Chimney New Perfection opens 
broader fields for profit to dealers 
everywhere. 


Its spectacular announcement only last 


fallis being followed up by even greater 
advertising effort this year—big space— 


a dominating list of magazines and farm 


papers—largely in color. 

Just as New Perfection stoves and ranges 
have set the pace for year-’round sales, 
so new Perfection advertising is sus- 
tained throughout the year. 


Unequalled Values at Every Price 
No matter what price your oil stove 
prospects want to pay you can now sell 
them a C. M. P. Company stove with 
the full assurance that you are giving 
the utmost in cooking satisfaction, to 
be found anywhere at that price. 


If you haven’t the C. M. P. Co., “complete 
line” catalog write us today. 


THE CLEVELAND METAL PRODUCTS CO., 7100 Platt Av., Cleveland, Ohio 
Branches in principal cities—warehouses at convenient points. 
In Canada write the Perfection Stove Co., Ltd., Sarnia, Ont. 


New Blue Chimney Burner,Faster—More Economical 





The remarkable increase in cooking heat and the greater 
fuel economy of this new burner, are due to its new double- 
wall, double-draft construction. 


The picture above shows how the EXTRA volume of air 
drawn in through the small holes around the chimney, is 





converted into an ADDED ring of intense cooking heat. 


This quicker cooking cuts down fuel consumption. 














HARDWARE AGE May 8, 1924 


el & WireCompany’s 


AMERICAN WIRE 


NAILS 


SPIKES, STAPLES, TACKS 
Perfected shape and 
pointing. True to 
length and gauge. 


Showing Amoesican Wise Hoops. HOT GALVANIZED NAILS 


adapted to all slack cooperage. 


und Gur Glenn datalenees. —ZINC COATED 
purpose and 


WIRE = 


The finish 
Arrow BALE TIES 


_— TELEPHONE AND TELEGRAPH 


WIRE MESH REINFORCEMENT 
meytiswteee §=BARBED: 
immediate pops. Ellwood Glidden Zint Insulated 


larity. Ex ‘s n- American Glidden 
hater eeaeas Ellwood Junior FENCES: 


The easiest Fence 


Post to sell. Baker Perfect American Royal 
Waukegan Anthony National 


American Special Ellwood he 
Lyman The widest advertised and best 


known. 


American Ste 








for every 








Stocked in our warehouses everywhere, affording quick delivery. 
WE STAND BEHIND DEALERS FOR PROMPT QUALITY 
SERVICE. 








Write us. Get our selling plans, literature and advertising matter. 


Chicago New York Boston Cleveland Pittsburgh Denver Dallas 
U. S. Steel Products Co.: San Francisco Los Angeles Portland Seattle 
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1864 SIXTIETH ANNIVERSARY 1924 


TACKLE BLOCKS 


LOW PRICES 





HAVE STIMULATED BUSINESS 


Union 3° Blocks 


For Manila Rope 


Fig. 8 Fig. 602 


S AMSO STEEL BLOCKS FOR WIRE ROPE 


CARGO HOISTERS 
Send Us Your Specifications for Special Blocks 
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Our 37 Years’ Manufacturing Experience Is at Your Service 





We Carry a Large Stock 
and Are Shipping Promptly 


LOOK FOR 





Fig. 143 


MANUFACTURED BY 


UNION HARDWARE COMPANY 


TORRINGTON, CONN., U. S. A. 


New York Office: 151 Chambers Street 
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The four-color page 
reproduced here ap- 
peared in the April 
issue of 


Span te FET PONE tind mis 0 
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Architecture 
Arts & Decoration 









é af dei ; Country Life 

‘S ‘fi you will find a home-lover who steadfastly Garden Magazine 
X ‘4X refuses to consider that there can be any 

A “minor details” in home: construction— House Beautiful 


* who has devoted as much thoughtful care 


vcgerbaiesd Rene Arg itil csigael House & Garden 


? eT ee ee eT te ae ee TER ae ee 
cetily ate Fabia Ride ik LPR es 0 asst Sing 


XK Roosevelt builders’ hardware as to the choosing of 
si a ‘appropriate furnishings. ‘ 
That Russwin Hardware is used throughout re 3 
thousands of such homes is a tribute to the ° 
beauty of Russwin designs — and to the 
“To Russwin-ise . public faith in the name Russwin which 
/s to Economise — 


for over eighty years has been a guarantee 
Se & nudged ate of trouble-free service and absolute security. 





USSWIN dealers have found this distinctive hardware a money 
maker and a creator of friendship among customers. 


But as Mr. and Mrs. Homebuilder are led by the distinctive | 
Russwin advertising to regard this hardware as something more than 
a necessary part of the “working equipment” of a house—and as 
their appreciation of “the Economy of the Best” increases, so will c: 
every Russwin dealer see his hardware business and his hardware ? 
profits steadily growing. 





Russell & Erwin Manufacturing Company 


The American Hardware Corporation, Successor 


New Britain, Connecticut 


New York Chicago San Francisco London 
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The Patterson-Sargent Company 


Cleveland Chicago New York Kansas City St. Paul 
Detroit Long Island City Boston 
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Machine Screws 
Stove Bolts 
Tire bolts 
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American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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In the Saturday Evening Post, May 17th 
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Get the upper hand 
on trouble - with a 
Walworth Stillson 


SURE ¢@rip and a couple of turns — or a good 
strong pull — will fix more than half of the 
household jobs you're ever likely to tackle. But 
don’t fuss round with a wrench that holds on just 
long enough to let you bang your knuckles when 
it slips off. Start in raght with a Walworth Stillson. 
The shape of the thing you're fixing doesn’t matter 
a bit. It may be square and stubborn, round and 
slippery, or six-sided and rusty. Just get hold of 
it with a Walworth Stillson and the rest is easy. 
You'll be surprised at the way these loosely 
adjusted jaws suddenly lock tight when you pull 
down and the teeth take hold. This locking grip 
and the leverage of a Walworth Stillson wrench 
put more brute strength into five fingers than any 
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4 other tool can give you. 

t You'll find you can do all kinds of emesgency 
5A jobs with a Walworth Stillson that you've never 
ee thought of trying to handle with other wrenches. 
a (In working on polished brass or nickel it’s a good 
’ idea to slip a piece of cloth between the jaws to 
* prevent marring the finish.) And if the standard 
3 10-inch size isn’t just what you want for your car 
ae and around the house you can get other sizes of 
iy genuine Walworth Stillson wrenches ranging from 


6 to 48 inches at almost any hardware store or 
motor accessory dealer's. But be sure you find 
Dan Stillson’s own diamond mark on the head of 
the wrench before you take it home. 
























Stillson ‘Tatentice Wrench 


Wor 23.000 items 

MANUPACTUMING COMPANY nm 
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Will they find these displays 
\——@ in your store? 
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2 10-1men Welworth Stillson wrenches ttings 


The Walworth carton of 10-inch 





full page advertisement in the May 17th 








wrenches and the Walworth display 
stand are quick reminders. 


If one is on your counter and the other 
is in your window they’ll double the 
selling pull of every Saturday Evening 
Post that’s read in your neighborhood. 
That’s why we are calling special atten- 
tion to these displays in the forthcoming 


Saturday Evening Post. 


Walworth advertising works for every 
hardware dealer in the country who 
carries genuine Walworth Stillson 
wrenches. But it works twice as hard 
for the merchant who uses the 10-inch 
wrench carton and the full-line display 
stand to push his sales. Your jobber has 
them—ask him. 


WALWORTH MANUFACTURING COMPANY, Boston, Mass. 


Chicago—Cleveland—Glasgow—Kewanee, I11.—London—New York—Philadelphia—Portland. Ore, 
San Francisco—Seattle—Youngstown. Plants at Boston, Mass. and Kewanee, III. 


WALWORTH INTERNATIONAL COMPANY, NEW YORK, Foreign Representative 
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SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 
Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes . 
a Dull Gray Finish throughout. ; 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 


















































































































































































































































12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 

No. 34 guage warp 
18 Mesh, No. 34 guage filler 

No. 35 guage warp 


Our other Brands Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 


Wickwire Brand Hex Nettings 


Galvanized Before or After Weaving 


Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 


CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 1873 INCORPORATED 1892 
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y Another Big Profit Maker © 


for the Sunbeam Dealer 
A “Whole House” Heating Device that Sells on Sight 


Here’s a Sales Opportunity you cannot afford to miss. 


i) 
_~ 
e 


2, 


Think of it! This remarkable heater will replace two or three 
stoves and heat from five to seven rooms with one-third the 
fuel. No basement required. Read the whole story inside. 


ela! ey 
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The Most Remarkable Heating Device 


It Heats by a New Method 


Here is a most unusual heating device that repre- 
sents wonderful sales opportunities for you. It will 
sell because of its attractive appearance and because 
it heats by a new and novel way. It’s entirely unlike 
a stove, in appearance and in the way it operates. 
It heats by circulation instead of radiation. Just 
look at the illustrations below and you will quickly 
see the difference. 

















It CIRCULATES the Heat 
Instead of Radiating It 


Because the Sunbeam Cabinet Heater heats by 
circulation it heats a much larger space than any 
stove. It will heat every room in the five to seven 
room house thoroughly and comfortably. And it 
gives healthful heat, too. It ventilates as it heats. 
It’s Warm-Air Heating, the most healthful form of 
home heating. 





Study the illustrations on this page and you will 
appreciate why the Sunbeam Cabinet Heater will 
replace two or three stoves and save one-third of the 

N fuel at the same time. This new heating device is so 

[ é Bac lietiees =———=——)_~— designed that it draws the air from the floor, through 

—~" large openings in the base, warms it thoroughly as it 

Front view of the Sunbeam Cabinet Heater — passes the heating elements and finally sends it out 

EES ae SEE ne ie Oe at the top, circulating it into every room in the house 
—a greater use is made of the fuel consumed. 


This new method of heating is clearly shown by the 
illustration at the left. But the new heating method 
is not the only advantage of the Sunbeam Cabinet 
Heater. Carefully read the eleven outstanding ad- 
vantages listed below. 


Eleven Outstanding Advantages 


. Circulates the heat instead 7. Is easily set up and easily 

BP nag acorged = its of radiating it. kept clean. 
1 $ 1s ° ° 
shown lV o een . Heats five to seven rooms. 8. Provides safe heating for 
volume of air is thus i i 
idiied és’ Win aon . Burns either hard or soft the children. . since, 
level and carried up coal or wood. 9. Is dust and gas-tight in its 
between the scientifi- . Takes the place of two or construction. 
cally designed casings : 
shown in the illustra- three stoves. 10. Provides abundant heat at 
tion opposite. . Takes up little space; re- low cost. 
quires no basement. 11. Comes completely assem- 
. Is attractive as a fine piece bled ready to connect 


of furniture. with flue. 


SUNBEAM 


CABINET HEATER 























RR 
Ever Offered to the American Public 


It Heats the WHOLE House 


Think of the selling advantages you will have 
with a movable type of heater that will heat the 
whole house or other building in which it is used. 
‘One-third saving in fuel’’— is another big sellinz 
point. And the fact that it takes the place of two 
or three stoves is another. All of the outstand- 
ing advantages are selling points that you will 
surely appreciate. Its attractive appearance is 
something that will appeal to every housewife. 





It Requires No Basement 


Think of the houses in your locality without 
basements and the new houses that will be built 
without them — then you will have a still better 
idea of the sales possibilities of the Sunbeam Cabi- 
net Heater. A basement is made unnecessary. 
Here you have a Warm-Air Heating plant, so 
attractive that it adds to the beauty of any room 
in which it is placed. 


It’s as Sturdy as a Furnace 


On this page are shown some of the important 
construction details of this wonderful heating 
device. Its heating parts are built like those of a 
Sunbeam Furnace. It is so substantially and 
solidly built that it will last for years. 


The Sunbeam Cabinet Heater is the result of 
years of study and research in the Sunbeam 
Laboratory of Thermal Research. Some of the best- 
known heating engineers in the country designed Cross-section view of the Sunbeam Cabinet 
this heater and conducted exhaustive experiments Heater showing perfected construction details. 
with it, until every test proved it to be a perfect 
heating plant. Then and only then was it placed 
on the market. 





Every part is scientifically designed and con- 
structed. The grate, fire-pot and all heating parts 
are made of ‘‘Sunbeametal’’— a perfectly devel- 
oped furnace iron with unusual strength and heat- 
resisting power. 


Built by the Largest Makers 
of Heating Equipment 


The Sunbeam Cabinet Heater is made by the 
° . ° Three-quarter view of Side view of heatinz 
largest makers of heating equipment in the world. heating unit. unit. 
The complete resources of this great organization 


have been utilized in the production of this won- The Sunbeam Cabinet Heater comes to you 
: : completely assembled and ready to set up. 
derful heating device. 


SUNBEAM 


CABINET HEATER 


























he Sunbeam Cabinet Heater 
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Ghe Sunbeam Cabinet Heater | 











Every thing in Advertising 
to Help the Dealer Sell 


A personal letter service, which includes 
the writing, addressing, signing and stamp- 
ing of the letters is an important part of 
Sunbeam service. Many unique selling 
plans are also furnished. This includes sales 
portfolios, engineering service and many 
novel selling helps. Nothing is left undone 
to help the dealer get the largest share of 
the heating business in his locality. Hun- 
dreds of dealers in every part of the country 
have demonstrated the wonderful sales 
possibilities of the Sunbeam Cabinet Heater. 


Look at the Saturday Evening Post 
advertisement shown above. This is only 
one of the many ways in which we are help- 
ing Sunbeam Dealers. This advertisement 
and many others will appear in the Post 
and the Country Gentleman. Innumerable 
local advertising helps are also furnished 
the dealer. Local newspaper advertise- 
ments, signs of every kind, window dis- 
plays, advertising cards and mailing liter- 
ature of every type are given tothe dealer 
in liberal quantities. 


CABINET HE 
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Pes This new heating method is revolutionizing Take advantage of this great Sunbeam Cabi- 
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the heating business. Progressive dealers net Heater merchandising plan. Here is a real 
opportunity for you to establish yourself as the 


/ 
Sy Sunbeam Dealers with profitable results and leading heating dealer in your locality. We 


Qo 
RZ are now tying up with the Post advertising have a time payment plan that will enable you 
shown above. to start selling atonce. Use the coupon below. 


7 € 
/ SUNBEAM 
‘ CABINET 49) HEATER 
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everywhere have established themselves as 








The Fox Furnace Co. Largest Makers of 
Elyria, Ohio Heating Equipment 








THE FOX FURNACE CO. ELYRIA, OHIO. 


I am interested in this big profit-maker —- the Sunbeam Cabinet Heater. Send me 
at once your complete merchandising plan. 
Name. 
Address__ 
City and State 
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HARDWARE AGE 


The Right Wrench 


for the Job! 


Many wrenches cannot grip the 
fittings for the size pipe for which 
they are intended. A 14” wrench, 
for instance, should take 114” pipe. 
Most wrenches, however, do not 
have large enough jaw space to 
grasp firmly anything larger. 


One of the most popular features 
of Henry & Allen wrenches is that 
they are made with a full size grip, 
and take not only the size pipe for 
which they are made but also many 
standard fittings for that size. 


This means a lot to men who use 


wrenches continually. It means only 
one wrench for a given job. And the 
strength of that wrench will be more 
than equal to what any good me- 
chanic will expect of it. 


Just as plumbers and garage men 
like to use them, hardware men like 
to stock them. 6” to 14” in individ- 
ual packages. 10” household size in 
individual containers, six to a litho- 
graphed counter carton. Easy to 
handle! No Wrapping! 


Ask your jobber or write us for com- 
plete facts. 


Henry & Allen, Auburn, N. Y. 
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HARDWARE AGE 


EQUIPMENT. 













F INSTALLED BY Alsou 























Makes the 
Cash Drawer Ring! 


Hardware Dealers all over the United States are doubling 
their weatherstrip business by carrying “Economy” in stock, 
a strip that will really sell. 








Economy All Metal Weatherstrips have no competition. They 
sell at the same price as the cheap, temporary strip and can 
be easily installed by anyone without removing the window. 
It does away with storm windows and saves 25% to 40% 
of the coal bill. This strip is guaranteed a lifetime because 
it is all bronze and will not rust. Keeps out dust, dirt, drafts, 
rain and snow. It can be applied to all doors with equal ease 
and effect. 


Our Special Sales Plan with Advertising Leaflets make sales 
easy. These leaflets may be inserted in all outgoing mail for 
Sales Promotion. Hardware Jobbers and Dealers are fur- 
nished with small sample windows completely equipped with 
‘Economy’ for display purposes, and to assist their salesmen. 


Complete Equipment in Each Carton 


Economy All Metal Weatherstrips are easy to stock. Complete equip- 
ment in every carton for each door or window, including instruction 
sheet and nails. No waste ends. 

The Economy comes in two sizes of windows, 36” x 36” x 36” and 
42” x 42” x 42”, and two sizes of doors, 36” x 84” and 42” x 84”; 
the carton containing equipment for 36” window retails at $1.89 and 
42” window at $2.21; carton containing equipment for 36” door retails 


at $2.01 and 42” doér at $2.14. 


Subject to regular jobber discounts. 


Do not wait any longer. Now is 
the time to put in that order for 
Economy All Metal Weatherstrips. 


Sager Metal Weatherstrip Co. 
162 W. Austin Ave., Chicago, Ill. 


SAGER METAL WEATHERSTRIP CO. 5-8-24 
162 W. Austin Ave., Chicago 


[J] Send prepaid 1 box Economy Metal Weatherstrip size y+ Man + Phy + containing 
24 cartons, complete equipment for 2 doz. windows. 

4 : . 36"°x36"x36” . 
{[] Send prepaid 6 cartons, size 42"%42”"x49"” complete equipment for 6 windows as 
a sample order. 


[1 Send full information with samples. No obligation whatsoever. 
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Anyone Can Install 
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HARDWARE AGE 


The Next 75 Years 


NOTHER BIRTHDAY. We are 
seventy-five this month. 
Our seventy-sixth year we begin with grati- 
tude—gratitude for the good will that has 
been given to us. 


Manufacturing plants we have—finished 
and unfinished stocks we have—working 
capital we have—a loyal organization we 
have—allsuch as you wouldexpect to findin 
the greatest business of its kind in the world. 


But our largest asset—our most valued 
possession is good will. 

Good will can not be measured. It can 
only be acknowledged. 

This acknowledgment we make gratefully 
to all who believe as we believe that “good 
buildings deserve good hardware”: to the 
public which has bought our products — to 
those architects, contractors, hardware 
dealers and carpenters who know Corbin 
hardware, use it and speak well of it. 


HE next seventy-five years promise great 

things. This nation is a nation of build- 
ers. It is a lover of fine architecture. Beauty 
in all things is sought increasingly. Things 
that endure are valued more and more at 
their true worth. This nation—founded to 
endure—its permanence proved—is com- 
mitted to all things that reflectan admirable 
national life, now and to come. The world 
is watching us. 
In the next seventy-five years P.& F.Corbin 
sees its humble part to play. It is this—to 
keep pace with the nation and its aspira- 
tions—to contribute all that lies in its power 
to the beauty, serviceability, comfort and 
endurance of the public buildings we occupy 
and the private homes we live in. 


To this contribution we pledge ourseives. 


P.& F.CORBIN sgt NEW BRrramn 
The American Hardware Corporation, Successor 


NEW YORK CHICAGO PHILADELPHIA 
© 1924 P. & F. Corbin 
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for APCO 
is CROW] N G: 








EQUIPMENT 
FOR FORDS 





—— Low priced : 


any ford Car ~ 











The Merchandiser is FREE to you. And there’s 38% profit for you in 


every Assortment No. 1 you sell during May and June! 
from your jobber—TODAY. 





Get “the story” 





APCO Assortment No. 1, with the 
big metal lithographed Display Mer- 
chandiser here shown, is smashing 
sales records for dealers who are 
featuring it—all over the U. S. A.! 


The Assortment Includes the Follow- 
ing APCO Items: 


3 No. 9 Horn Buttons 

5 No. 138 Horn Buttons 

3 No. 30 Crank Case Arms 

1 No. 20 Windshield Cleaner 

2 No. 60 Oiling Systems 

3 No. 12 Glass Oil Gauges 

3 No. 36 Fan Belt Guides 

2 No. 40 Dash Oil Gauges 
10 No. 21 Radius Anti-Rattlers 
10 No. 51 Steering Anti-Rattlers 
4 No. 43 Steering Column Braces (Black) 


3 No. 42% Steering Column Braces 
(Polished) 


1 No. 11 Rear Wheel Brake 


Apco Manufacturing Co. 


Factory and Main Offices: 
Providence, Rhode Island 


APCO BRANCHES 


APCO Mfg. Co., 1438 Michigan Ave., Chicago, Ill. 

APCO Mfg. Co., Export Office, 130 West 42d St., New 
York Oity 

APCO Mfg. Co., 2005 E. 15th St., Kansas City, Mo. 

APCO Mfg. Co., 224 Peachtree St., Atlanta, Ga. 

Canadian Factory, APCO Canadian Co., Ltd., 3150 
Jeanne Mance St., Montreal, Canada 

Southwestern Office, M. L. Martin, 2006% Commerce 
St., Dallas, Texas 
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“Look, Bill! We can get a 


Schrader gauge and valve parts here! 


These motorists do not need toask whether ment of Schrader merchandise, amounting 
this store sells Schrader Tire Gauges. They to $23.50 at the new low dealer’s prices: 


199 









see a Schrader Silent Salesman on 
the counter. 

The Schrader Silent Salesman is 
a familiar sign to motorists every- 
where. It attracts attention, in- 
creases your sales and keeps your 
Schrader stock handy. It is the 
sign of a “‘live”’ dealer. eee 

Every motorist needs Schrader 
tire valve accessories. Extensive na- 
tional advertising is increasing the 
demand. That is why you should 
have a Silent Salesman and the ac- 
cessories it contains. 


10 No. 1561 Tire Pressure Gauges 
2 Angle Foot Gauges 
150 No. 4000 Valve Insides (metal boxes) 
75 No. 880 Valve Caps (metal boxes) 
15 No. 3751 Dust Caps with No. 3752 
Bushings (large) 
15 No. 3751 Dust Caps with 
No. 3753 Bushings (small) 
5 No. 3751 Dust Caps only 
5 No. 2070 Dust Caps 
2 No. 8263 Valve Repair Tools 
1 No. 4790 Star Wrench 
2 No. 2815 Pump Connections 


| Send an order to your supply 

You can get one of these Display Qe house now, and get your Dis- 
Containers FREE by placing an  qisshowsthe back ofthesi: Play Container free. Be pre- 
order with your regular supply house [Wiidiietecmtens Nee pared for the biggest auto- 
for a No. 5000 Schrader Silent Sales-  SatyVipsasupsivetiie, mobile season, which is just 


l 
man, containing the following assort- ters circulars, booklets for fi starting. 


A. SCHRADER’S SON, Inc., Brooklyn, N. Y. 


Chicago Toronto London 








rader 


Makers of Pneumatic Valves Since 1844 


Tire Valves - Tire Gauges 
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Two Famous Old Landmarks— 
The PLYMOUTH ROCK 


and 


The COES WRENCH 
-1620- 


The landing of the Pilgrims laid the foundation 
of the first definite settlement in this Country— 
a pioneer adventure of recorded success. 


-1841- 


The first Adjustable Screw Wrench was placed 
on the market, establishing a foundation for a 
justly famous product. Its introduction welded 
the name of “Coes” forever into the basic prin- 


ciple of screw wrenches. 


The standard recognized quality has created a con- 
stant demand for the best. Coes Wrenches to the 
Hardware Dealer are what the Plymouth Rock was 
to the Pilgrims. If you carry them you'll know why. 





Coes Wrench Co. 
Worcester, | Mass. 


: Selling Agents 
J. C. McCARTY & CO., 29 Murray Street, New York 
JOHN H. GRAHAM & CO., 113 Chambers St., New York 
FENWICK FRERES, 8 Rue de Rocroy, Paris, France 
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No. 160 
Iron Clad 


[ce Balance 


No. 10 
D Handle 
Ice Cutter 


Ice Tongs 
New York 
Pattern 








Sell 
CHATILLON 


Ice Scales and Tools 


Ice scales and tools, as a rule, are 
handled very roughly. They are 
piven little care, and are expected 
at the same time, to give complete 
satisfaction. 


However, dealers are quick to 
realize that strong construction 
means long wear under rough 
usage. That is why they prefer 


‘Chatillon Ice Tools. 


They are made of best obtainable 
material, with careful attention to 
detail and wearing qualities. 


Ask your jobber about Chatillon 
Ice Scales and Tools, or write 
to us direct for illustrated 
literature. 


JOHN CHATILLON & SONS 


Established 1835 


85-99 Cliff Street New York City, N. Y. 





Soe 


No. 100A 
Spring 
Balance 





No. 62 
lce Pick 





Ice Saw 
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Eight out of every ten— 


of your best customers are regularly reading the advertising of 
Stanley Four-Square Household Tools. 


Have you a copy of the Sales Aid Book S-205 telling how you 
can tie-up your store directly to the next advertisement in — 






The Literary 
Digest 


June 21 








The Saturday 
Evening Post 


June 1 


STANLE 


NEW BRITAIN, CONN.,U.S.A. 


THE STANLEY WORKS — THE STANLEY RULE & LEVEL PLANT 
NEW YORK « CHICAGO + SAN FRANCISCO: LOS ANGELES * SEATTLE 
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The Supreme Heating Achievement 


The Monitor Radiator with Smoke and 
Cleanout Collars Cast in One Piece 





Side view 
looking 
down on 
Radiator. 


E perfection of this Monitor radi- 

ator with smoke and cleanout col- 

lars cast in one piece is the result of 

many years of research. Large sums 

of money and untiring devotion to an 

ideal have made possible the achieve- 
ment. 


This one-piece construction absolutely 
eliminates smoke, dust and gas leaks 
from this source, thereby providing 


the biggest selling feature offered to 
the trade. Easily installed—no bolting 
of collars required. 


Other important improvements are in- 
corporated in the New Caloric and 
Monitor Furnaces; expansion front, 
one-piece base ring, reinforced shaker 
handle, etc. An unusually simple and 
effective financing plan for time sales. 
Send for folder H. A. and attractive, 
low prices. Some territories still open. 


THE MONITOR FURNACE COMPANY 


105 Years of Service 


CINCINNATI, OHIO 








MONI 


PIPE FU RNACES 
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INCH 
60 INCH 
54 INCH * = 


INCH 


42 INCH 


- Poultry 
- Netting 


The magnifying glass reveais great evidence of strength and 
durability. You should examine the double reinforced hinge 
joint, which makes the fence stiff and rigid, yet elastic, 


Farm fence principles carried over into U. S. Poultry Netting construction have 
given to the trade the very type of netting necessary to economic construction and 
long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 
ness to U. S. Netting not found in any other type. Top rail and baseboard are en- 
tirely eliminated and fewer posts are required. These are final and determining 
factors in reaching full cost to the consumer. 


U. S. Poultry Netting is supplied in both 1 and 2-inch mesh, 
galvanized before and galvanized after weaving, and is now 
furnished in both 19 and 20 gauge wire. 


Don’t, through force of habit, order just poultry netting but insist upon U. S. 
Netting. Jobbers in your territory can supply you, and will be only too glad to give 
complete information. They have long since seen the value of U.S. Poultry Netting 
as an account opener and trade satisfier. 


Satisfied Dissatisfied 
Customers Customers 
are an are a 


Asset Liability 





U. S. Poultry Netting is easily unrolled—can be measured and cut off quickly— 
it lays flat, holds its shape well and gives satisfaction. 


Indiana Steel & Wire Company 


: Muncie, : : : Indiana 
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Every skater applauds 
Alumos superiority 


The dealer profits as 
Alumo Sales rapidly grow 


Atumos represent an opportunity for 
sales and profits such as the skate busi- 
ness has not seen in many years. 


Alumo Skates are made and sold by a thor- 
oughly reliable company—the same people 
who control the patents of Kryptok Glasses, 
with which they have made one of the out- 
standing merchandising successes of the past 
ten years. 


Among skaters everywhere there was a de- 


mand for Alumo Skates long before Alumos 
were invented and patented. 


In three years sales have increased so re- 
markably that a large new factory has just 
been built to make enough Alumos to go 


around. 


The dealer is reaping his profit just as he 
always does when a new article of great 
merit, fully protected by patents, and meet- 
ing with the instant approval of consumers, 
comes on the market. 


Points of superiority that 
build sales 


l Alumos are different—an entirely new 3 Alumos are strong—practically inde- 
* type of skate, designed and built on an * structible, because of the selected ma- 
entirely new principle. The fine steel terial and extremely accurate patented 
runner and aluminum body are insep- construction. 
arably molded together in one oper- 
ation. oO 


2 Alumos are light in weight—the only 
* aluminum skate. Markedly reduce 
weight on skater’s feet, making skating 
easier, faster and less tiring. Made of 
aluminum alloy that will not rust and 
takes a permanent finish. 


Alumos are durable—no rivets or joints 
to collect rust, loosen or come apart. 


Alumos are fast—scientifically de- 
signed to give greater speed. 


adh 


6 Alumo Skates are sold only on Alumo 
* Skating Shoes—Alumo Skating Shoes, 
stylishly cut on original patterns, are 
made on lasts formed to fit exactly the 
curvature of the scientifically shaped 
heel and sole plates of Alumo Skates. 
A combination wonderfully comfort- 

OEE 79F aR ENS women. able and heretofore unobtainable. 

Models: Racing, Hockey 


and Arena. Finishes: 7 Alumos are advertised. Well-planned 
Pomeat ene nar * advertising is run at the height of the 
selling season to reach consumers. 


-Send for catalog 


Hundreds of dealers already know the pos- 
sibilities for profit in Alumo* Skates. 
They have made money with them. So 
can you. Get complete information for 
yourself. Ask your jobber about Alumos 
or write direct to us today for a catalog. 
This puts you under no obligation to buy. 
The catalog will be sent to you by return 
mail, postage paid. 














Alumo Skates riveted to 
Alumo Skating Shoes are 











INTERNATIONAL DEVELOPMENT CO. 
Sole Owners of Alumo Skate Patents 
Malden, Mass. 


Hockey Model, Alumo skate, satin finish, on man’s, 
ALUMO skating shoe. 


Alumo Skates 
and Skating Shoes 
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Y You Make More profit ‘A 
on Satisfactory Merchandise | 


=. Royal Cleaner gives complete 
satisfaction. Women who own 
Royals sell Royals to their friends. We 
know this because every day dozens of 
owners send us the names of new pros- 
pects. These names we forward to our 
Dealers who make the sales and pocket 
the profits. 


And the Royal dealers keep the profit 
they make—they do not have to pay it 
out in servicing and “making good.” One 
dealer who sold 861 Royals in a little 
over two years claims that he has been 
called upon to service only five of them 
so far. (Name on request) 


We are just completing a new factory 
unit, all are in position to talk business 
to a few good dealers—dealers who pre- 
fer to sell good merchandise at a good 
profit and at the same time build up per- 
manent business and customer good-will. 


You will find the Royal sales franchise 
pays net profits. Write. ~ 


The P. A. Geier Company 
540 East 105th St., Cleveland, Ohio 


Manufactured in Canada by 


CONTINENTAL ELECTRIC CO., LTD., 
Toronto, Ontario 
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YARDSMOR 





















REG. U.S. PAT. OFF. 





Gives You Extra Profits Because 


It Gives Golfers Extra Yards / 





PEERLESS YARDSMORE Spoon 
Driver has white inserts 
Brassie has green and white inserts 





PAR YARDSMORE Spoon 
Driver has blue and white inserts 
Brassie has green and white inserts 








MAKE RECORDS WITH (* 





ARCGREGSS 


o>) MACGREGORS. 


day tn O 
Tor“ 


One thing which golfers are striving for more than any- 
thing else these days is distance. 


Tell them about a club which will give them a few extra 
yards—show them the new MACGREGOR Yardsmore, and 


you’ve made a good bunch of sales. Dealers everywhere 
are hanging up new sales records this season with this latest 
MACGREGOR achievement—made in three designs as 
illustrated. 

The highly resilient Yardsmore Inlay carries a real wallop. 
The inserts are screw threaded—they can’t loosen. Other 
patented features include Solid Aluminum Backs and Key- 
stone Brass Sole Plates. 

[f you haven't a stock of these clubs, order now—they’ll 
help you make greater profits. And another thing; check up 
your entire stock of golf goods today—be sure you’re “all 
set” for the greatest golfing year in history. 

If you don’t sell MACGREGOR goods now, write us 
today for our proposition and General Catalog. 





THE CRAWFORD, McGREGOR & CANBY CO. 
ESTABLISHED 1829 DAYTON, OHIO 








GO-SUM YARDSMORE Spoon 
Driver has blue and white inserts 
Brassie has green and white inserts 
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standard of manufacture have been reflected in each 
Smith and Wesson arm. Seventy-one years of unfaltering 
adherence to an ideal have built for Smith and Wesson 
revolvers the merited reputation of SUPERIOR. 


SMITH &¢? WESSON 


pees 1853 the same skill in craftsmanship and high 


Manufacturers oj Superior ‘Revolvers 


SPRINGFIELD 
MASSACHUSETTS 


Catalogue sent on request. 


Address Department N. 











No arms are genuine Smith & Wesson Arms unless 
they bear, plainly marked on the barrel, the name 


SMITH & WESSON, SPRINGFIELD, MASS. 


Western Representative: 


Andrew Carrigan Company, Rialto Bldg., San Francisco, Cal., Los Angeles, Cal., Seattle, Wash. 
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Right on the Threshold of Big 
F Selling Months 


ON’T put off another day getting ready to sell Hardware Dealers—Read what this retailer has to say 
more outdoor furniture than you ever did before. about the profits and satisfaction in handling Gold 
With the first warm days of May, everyone will Medal. 


be thinking about vacations. Chicago, April 7, 1924 


Gold Medal Camp Furn. Mfg. Co., 
_ Thousands are going to camp, and Gold Medal Fold- Racine, Wis. 
ing Furniture will be in big demand. It was a fast Gentlemen: 


seller in 1923. It will break all records in 1924. We have handled your line for a great many 
years and we have seen you grow from a small to 


a large concern and we are pleased to be able to say 


Gold Medal gives you the kind of value you like to 
offer. Everything is in its favor—appearance, durabil- 
ity, convenient compactness and lightness. That’s why 
it has been the leader in its line for over 32 years. 


You can make unusually attractive window or interior 


to you that in those many years of association, we 
have always found that you applied the Golden Rule 
to your business methods and further, that the mer- 
chandise that you produced has always been of superior 
quality. We have no hesitation in telling our cus- 
tomers that when they buy a Gold Medal product 


they will be satisfied. 
(This dealer’s name sent on request) 


displays with Gold Medal. And the big national adver- 
tising campaign now running in The Saturday Evening Now is the time to secure your stock and put our 
Post on this famous folding furniture will make every- _sales-building plans into operation. Write at once and 
one want to buy. find out how we co-operate. ‘ 





Quarter Page Ad in 
The Saturday Evening Post 
MAY 24 


Display Gold Medal on This Date 


GOLD MEDAL CAMP FURNITURE MFG. CO. 
1706 Packard Avenue Racine, Wisconsin 


| “Gop MEDAL” 


TRADE MARK REG. 


FOLDING FURNITURE 


For 32 Years the Recognized Standard 
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Just Tell Him 


“Its a Janesville!” 


F some of you old boys 
could listen in on some of 
the Huck Fins of the neigh- 

borhood in conference, you’d 
learn something to your ad- 
vantage. 


“‘Janesville” is a name men- 


tioned with the same degree of 
respect their fathers show to 
articles of quality like Cadil- 
lacs and Country Clubs; “the 
ole wagon” of the boy is 
prized and boasted of, too, for 
its speed and its very great 
durability. : 


The Janesville is a KNOWN QUALITY to 


Boys, so tell him you sell Janesvilles. 





Note: 


make spot deliver- 


ies! 


Jobbers can 


Janesville Products Co. 


Janesville, Wisconsin 
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The MOTOR BOAT—" Miss America” 
—a miniature speed boat fitted with 
brass spray hood, capstan, propeller. 
steering wheel and positive acting rud- 
der. Hull is of solid mahogany. Guar- 
anteed non-sinkable. A powerful en- 
cased spring drives the boat a distance 
equal to a city block. 


























Toys That Sell on Sight! 


HE MENGEL LINE is aliveline. It wagon,isthe kiddies’ favorite. And mother’s, 
moves fast. It pays you quick, steady too. Mengel plywood wheels can’t scratch 
profits. polished floors—and they are unbreakable. 

Bright colors make Mengel Playthings ir- All Mengel wheel toys have these Mengel 
resistible to both grown-ups and children. plywood wheels. That's why they last so 
Sturdy, rugged construction makes them long. And one of the many reasons why 
sensible toys to buy. they sell so well. 

There’s the Mengel Motor Boat. What There is a beautiful catalog that will show 
boy—or father for that matter—could pass it you the complete Mengel Line—Bye-Bye- 
by? Its everlasting boy appeal hurries it off Byke, Pedal-Byke, Rock-A-Tot and the other 
your shelves. It is a real seller. tested favorites. They mean more sales for 

Trail-O-Wag, the baby sized, giant strong you. Write for the catalog today. 













Mengel Trail-O-Wags 
The finest wagons made. Locked 
body corners; long-wearing, ply- 
wood wheels. Beautifully fin- 
ished in two color combinations. 


THE MENGEL COMPANY 
INCORPORATED 


LOUISVILLE, KY. 





No. to 
New York Office and Showroom, No. Length Container 
Fifth Ave. Building = 7 mg : . 
440 18 in. 6 
443 21 in. 6 
444* 21 in. 6 
446 24 in. 6 
447* 24 in. 6 


*These have rubber tires and steel axles, 
others plain ply-wood wheels. 











4449 KORDA RAN ERS 














The Bye-Bye-Byke 
Different from any other similar toy. 
Note the triple-pronged handle and the 
safety steering device. Made to prevent 
buckling or tipping over. Foot-rests save 
child’s shoes. Choice of red wheels and 
clear seat or blue wheels and blue seat. 


No. to 
No. Size Container 
102 2 4 
103 3 4 
104 4 2 


To Help You Sell 


Mengel Playthings 


BIG national advertising campaign 

hitched to snappy, attractive numbers. 
That’s how we help you sell Mengel Play- 
things. 

Look at the big national magazines listed 
below. All of them will carry Mengel ad- 
vertising—much of it full pages in color. 

This advertising reaches the toy: buyers 
that make up your customers. More than 
that, it will bring new customers into your 
store if you display Mengel Playthings. 

It is a selling force that will keep you from 


having Mengel Playthings on your shelves 
after Christmas. It makes Mengel Play- 
things nationally known, all- year - round 
sellers. 

Many dealers will cash in on this Mengel 
advertising. Be oneof them. Write today 
for details of the Mengel Plan. 

Ladies’ Home Journal Good Housekeeping 

Pictorial Review Harper's 

Century Scribner’s 

World’s Work Atlantic Monthly 
Review of Reviews 


THE MENGEL COMPANY 


INCORPORATED 
LOUISVILLE, KY. 


NEW YORK OFFICE AND SHOWROOM, 
FIFTH AVE. BUILDING 





Mengel Playthings 
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em ne ~The World’s First 
Twin-Motor Locomotive for O-Gauge Track 


Another Example of Lionel Leadership 
in Miniature Electric Railroading 


HERE is the boy who can resist this 
wonderful Lionel T'win-Motor repro- 
duction of the famous New York, New Haven 
and Hartford electric locomotive— 
A new electric locomotive for O-Gauge track 
that has more powerand is more like the real 
thing than has ever been produced before. 








tional opportunity for increased sales and 
greater profits. 


Also Don’t Overlook This New 
Single-Motor O-Gauge Locomotive 


Here is a splendid new Single-Motor Loco- 
motive, and there are still other new models 


It has two headlights; each described in our catalog. 


with an individual switch; nick- 
eled pantagraph, whistle and 


One look at these beautiful miniature loco 
motives tells the story of Lionel leadership. 


journals; polished brass window 
frames, ventilators and side 
panels; model compressed-air 
tanks; and the new Lionel Auto- 
matic Couplers. 


Think of the thousands of boy 


They have gone beyond the toy stage and 
captured the hearts of American boys by giv- 
ing them trains that are “just like the big ones”, 
and sell at— 


Lowest Prices in Lionel History 
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owners of O-Gauge train outfits 
who have been adding more 
cars, more track—just waiting 
to get a locomotive with the 
power of this new Twin-Motor 
Lionel. 






And notice that again Lionel a 
is ahead—giving dealers addi- = 


The LIONEL CORPORATION 


48-52 East 21st Street, New York City 


Western Coast Representative 
M. Sweyd, 180 New Montgomery Street, San Francisco, Calif. 


“Standard of the World Since 1900” 


ELECTRIC TOY 
4 Maltivolt Transfarmers 





The LIONEL 
AUTOMATIC TRAIN 
CONTROL 


A marvelous display feature 
that holds the crowd spell- 
bound. Stops and starts trains 
automatically. Works con- 
tinuously without attention. 
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THE TRUTH ABOUT THE 
PORK RIND LURE 


In the late nineties I learned to cast a wooden minnow, but owing to their 
crudeness, large size and multiplicity of hooks I quickly laid them aside, and 
for many years following I used a small white enameled No. 3 Skinner spoon 
with a live frog. (I always killed the frog before casting it, however. ) 





. 


As frogs were not always obtainable, I then commenced to use a strip of 
pork rind attached to the curve of the hook with a small sinker forward to 


give it casting weight. 

While I got some fish with this outfit I found that there was a vacant space 
between the spinner and the pork rind that made the deception apparent to 
the fish. | 

It was then that the BIG IDEA OF THE PORK RIND MINNOW was con- 
ceived. 

I figured that if one could make a unit of the entire lure, starting in and 


having a continuous whole from the front of the spinner to the end of the 
pork rind strip it would fool fish that would not fall for the other crude outfit. 


[ found that by attaching the pork rind strip directly and rigidly to the body 
of lure that the vibrations of the body were more effectively communicated 
to the pork strip and gave it a violent wiggle, otherwise unattainable. 


I was granted basic patents on a lure with flexible strip rigidly attached to 
the body of the lure and I am the only one who can legally use this 


construction. 





For the past nine years I have concentrated all my efforts in perfecting the 
Pork Rind Minnow, and testing them out in actual fishing, until today they 
take first place among all angling lures. Thousands of anglers use nothing else. 


AL. FOSS PORK RIND MINNOWS are well advertised—an indisputable 


proof of their real worth, because only articles of real merit can be advertised 
continuously with profit. 


We have created a big demand for these lures and pork rind strips. The 
business is there for you. Are you cashing in on it? 


“The mills will never grind with the waters that have passed.” 


Let’s go! 


AL. FOSS 19 Winter St., Cleveland, Ohio 
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How to Get 
This New Display Rack 
FREE 


ERE is a new Daisy display rack that will coax the 
dollars right out of the boy’s pockets. 

















It is one of the handsomest signs a dealer ever put in his 
window or his store. Lithographed with life-like accu- 
racy, in eleven colors, it shows the famous Daisy Boy, 
and displays three Daisy models in a way that simply 
rivets the attention of the boys who see it. 


It is.the best way any dealer can tie up with our big 
national advertising campaign, and the results will show 
very quickly in the cash register of the dealer who uses 
it. 


This new Daisy Silent Salesman goes free with every 
dozen Daisy Air Rifles that you order from your jobber. 
Simply let us know, when you order that you want this 
display rack as soon as you can get it. 


We give below an assortment of one dozen Daisy Air 
Rifles that our experience has shown will move quickest 
from the dealer’s shelf. You don’t have to choose just 
this assortment. Make up your order from any dozen 
you want (Daisy Pop Gun not counted) and the display 
will be yours. 











Make up your mind to get some of these Daisy profits. They 
are both sure and quick to the dealer who will take advantage 
of our cooperation. 


DAISY MANUFACTURING CO. 
Plymouth, Michigan 


Che ie fe 


Pacific Coast Branch: Southern Representatives: 
Phil. B. Bekeart Co., Managers Louis Williams & Co., 
717 Market S8t., 28 Noel Block, 
San Francisco, Cal. Nashville, Tenn, 


We recommend the fol- 
lowing assortment for the 
dealer who wants to order 
a dozen Daisy Air Rifles 
“to see how they will 
go.”” The new display 
rack will be sent free with 
this assortment. 

Cost Sell For 


Three No. 11 $4.00 $6.00 
Three No. 12 3.00 4.50 
Two No. 3 4.00 6.00 
Two No. 30 3.34 5.00 
One No. 25 3.33 5.00 
One No. 40 3.33 5.00 





$21.00 $31.50 
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FIRE ARMS 


Illustration from Colt natjonst 
impressiveness of this prot.ction 
series 
















DIAGRAM OF 
COLT GRIP SAFE- 
TY, ONE.OF THE 
FEATURES THAT 
AUTOMATICALLY 
protects COLT 
OWNERS AGAINST 
ACCIDENT. BE PRE- 
PARED TO EXPLAIN 
THIS TO PROSPEC- 
rivE CUSTOMERS. 
THEY WILL ASK 
ABOUT IT. IT’S A 
COLT “TALKING 
POINT’’ 


eA re you in a position to profit from the Colt 
national advertising? Among the millions of 
magazine readers now being impressed by the need of 
COLT protection are your townsmen, your neighbors. 
Do they know you carry Colt protection? Have at 
least one sample Colt Revolver or Automatic Pistol on 
hand. Tell your jobber to supply you. Then write us for 
assortment of attractive folders and how to use them. 


COLT’S PATENT FIRE ARMS MFG. CO., Hartford, Conn. 
Pacific Coast Representative 
Phil. B. Bekeart Co., 717 Market St., San Francisco, California 
































“Pioneer Line” 


;— Vehicles for Childre 


GET your share of the children’s vehicle business. 
Push your wheel goods. Get them out on the floor. Put 
them in your windows. Advertise them in your paper. 





Make your store a magnet for the 
children. Show the ‘Pioneer’? Line. The 
line that “Sets the Pace” in design, 
quality, finish and attractiveness. 


Children are clamoring for Autos, Velocipedes, Coasters, 
Tot Bikes, Hand Cars and Scooters. Parents are looking for 
quality vehicles. Let them know you have the “Pioneer” 
Line—the quality line. 











Gendron 
Display Rooms 


Kaufman Levenson &- Co. - 
7 ED 17th St., N. Y. City 


Lynn & Rutledge 
605 Equitable Bldg., St. Louis Mo. 


W. J. Reilly & Co. 
51 Portland St., Boston, Mass. 







If your stocks are light, fill in at once—get in 
touch with your Gendron jobber immediately. Profit 
by the demand for children’s vehicles—show and sell 


oserat ° a Geo. E. Dalton Co............. 747 Ware- 
the “Pioneer” line. house St., Los Angeles, Calif. 
Geo. E Dalton Co ................ 180 New 


Montgomery St., San Francisco, 
alif. 


The Gendron Wheel Co. 


729 Superior Street Toledo, Ohio 


Geo. E. Dalton Co. ......Room 703, 
1731 Arapahoe St., Denver Colo. 
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“The Lucky Dog Kind” © 
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always come back 





Chev 
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“—— uct , VK NYONE can say that certain 

3 well-known ball players use 


a particular brand of glove 






















7. ar but they cannot all prove it. Read 
Pr ppl Mayr ads pon? a this letter. of Scott's. [tis just one 

sat sl of hundreds in our files. 
wittenet heh on or The older players have long known 
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pteve 0s Sees, Pawel the value of D&M GOODS and 
 & A si ade a they pass the tip along to the 

of te Aarik Learke youngsters just breaking into the 


ff; oe — xe / : big leagues and so it goes down 
| 3 TZ pity ong Dopo through the minor leagues, semi- 
















Diba . bard Suge net # professional and high school teams 
ome wi Be Peppa io to the sand-lot artists. 

OLedie wed td Glas 6 907 db face In this way, D&M GOODS are 
A Aaabwrn, Pm deaud Op” 3 Maspr gaining in popularity every day. 











loth 
an Every dealer carrying the D&M 


LINE will tell you that business 
is good. Are you one of them? 
This is If not, send today for catalog and 
EVERETT SCOTT’S dealers’ price list. 
GLOVE 
It is just one of the 
PROVEN SELLERS 
in the 
D&M LINE 7 




















When you sell 
SPORTING GOODS 
you are selling HEALTH 
which is the foundation 
of success and good 
citizenship 





The Draper-Maynard Co. 
—— PLYMOUTH, N.H.U.S.A.——] 


CURLEY-BATES COMPANY CANADIAN BRANCH 
45 SECOND STREET, SAN FRANCISCO | 363 ONTARIO STREET 
PACIFIC COAST REPRESENTATIVES | | MONTREAL 
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Priced 
for a Quick 
Turnover! 


HE lid is off! The new golf 


season is upon us! 





Scores of new courses—hundreds, 
yes, thousands of new golfers. 


And what new golfer wants to play with 
old, cast-off clubs? Or, for that matter, 
what golfer, old or new, does not desire 
“something new’ for his bag this spring? 


Yet, in the formative period of their 
game they do not want to make a big 
investment in golf equipment. The 
Burke COLUMBIA and STANDARD 
grade clubs are just what they are looking 
for, because they combine low cost with 
unquestioned quality. 


Feajure these clubs in your sales. They 
not only will increase your immediate 
business and show good profit, but will 
make satisfied golf customers who will 
come back for other supplies. 


With the increased facilities of our new 
plant we can give prompt deliveries. 


BURKE 


“LUBS - BAGS - BAL* 





Write today 


for catalog and prices 








THE BURKE GOLF CO., NEWARK, OHIO 
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Good Enough for Uncle Sam 


“To remove the powder fouling, use a cleaning 
rod long enough to clean from the breech; 
Hoppe’s Powder Solvent No. 9; rags about 1% 
inches square, of thin flannel or any other soft 
material.” 


That is the instruction given in the U. S. Small 
Arms Firing Manual, for the Regular Army and 
the Organized Militia, and used by the National 
Rifle Association. 


Standard and Reliable 


For more than 20 years Hoppe’s Nitro 
Powder Solvent No. 9 has stood alone 
in keeping rifles, shotguns, pistols and 
revolvers in best shooting and resale 
condition. Removes all acid residue, 
leading and metal fouling, and prevents 
rust. 

Keep Hoppe’s No. 9 on display always 
—get it from your jobber. Write us for 
free Dealer Helps. 


FRANK A. HOPPE, Inc. 


For more than 20 years the Authority on Gun Cleaning 
2314-H N. 8th Street Philadelphia, Pa. 
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Thoroughbred” 
Line 
All Toddler 
Toys have the 
“right stuff” 
built intothem. They are toys that 
parents endorse, children love— 
and the dealer approves because 
they match his standard of quality, 
are easy tosell and turnover is quick. 


os Our New Special 
Cl cAssortment Policy 
|| This meansthat dealers buy ONLY 
what their special market calls for. 


No danger of overstocks. Profits 
right. 











Write for our new 


four-color catalogue. 














a Ex. MANUFACTURING CO. 





ie 7 





302 Indiana Street Oshkosh, Wis. | 
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lishermen-llunters-lourists Sportsmen 








This ring type burner, an exclusive 
Kampkook feature, produces a 
spreading uniform flame which does 
not scorch in the center. 





The quickly detachable tank ts an- 
other patented, exclusive feature. It 
1s a great convenience in filling. No 
funnel required. 


“~*~ 
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These ads, shown in miniature, and many others appear in such 
publications as The Saturday Evening Post, Literary Digest, 
American Magazine, National Geographic, Field and Stream, 
Outers’ Recreation, Outdoor Life, etc. 


Kampkook is the universal camp stove, the per- 
fect stove for all outdoor cooking. Its simple 
construction, its reputation for dependable service 
under all conditions which have made Kampkook 
the choice of more motor campers than all other 
camp stoves combined, plus years of dominant 
national advertising, make Kampkook the prof- 
itable camp stove for you to sell. 


We are supporting Kampkook dealers with the 
biggest publicity campaign ever undertaken on 
any camp stove. Are you cashing in on your 
opportunity? A post card request will bring you 
information on how you can tie up directly with 
Kampkook advertising and Kampkook demand. 
It will also bring you business producing sales 
helps. 


Kampkooks are made in four sizes retailing at 
$7.50 to $15.00. Any leading jobber can supply 
you. 


American Gas Machine Company, 


Inc. 


Albert Lea, Minn. New York, N. Y. 











% 
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Kampkook No. 3. Most compact 


and most popular size. Sells at 
50. 


In circle above, No. 4. America’s 


fines: camp stove. Sells at $11.00. 





Kampkook No. 10, three burner 
size. Sells at $15.00. All models 
may be had with folding stand which 
elevates stove to kitchen stove height. 
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Metal Bottom 


o for the 
name and the red 
tag” 


| 924 Model 


0) BOviem- an delet eels ahem le asele: Be 
he first glance are sold without loss 
time t golfers wh ete w.’’ The new mode! 
Burr-Key Go i Bag 
Equipped with the 
IMPROVED BURR-KEY 
Adjustable Handle and Metal Top 
* Thelal 


2. *. a a 
ale by Dealers Only 


b, Nationa! Ad verlising ( ampaign 


R. H. BUHRKE CO. 
4 l lerton Avenue -. Chic 


bs VW ds Mar ifactur 
Toronto and W 
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Raise -“ Kiddies 
ée kb Wheels aa 


JUVENILE— 
Automobiles 
Velocipedes 


Coaster 
Wagons 


Express 
Wagons 
Scooters 
Pedal Cars 
Hand Cars 
Trieycles 
Doll Cabs 


Ask 
Your 


Jobber 


The 





York and Chicago Toy 
Fairs endorse our state- 
ment that the American 
Line was the hit of the 
Children’s Vehicles Exhibit. 


profitable line to handle. 


0 





















Our Popular 
XRE Model 
for Little Tots 


With the 


American 


SERVICE 


Always 
Firat ' 


with 
Distine- 
tive 


Features 


— 


“Known Around the World”’ 


Visitors at the New 









American Line is the 
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KoKoMo Skates with their self-con- 


tained ball bearing 
frame construc- 
tion and the 
“rocking - chair” 
movement are the 
best “buy” on the 
roller skate mar- 
ket. LOOK 
FOR THE RED 
DISC. 


It’s a Fact That 
KoKoMoS Will 
Increase Your 

Skate Business! 


The dealer who sells 
KoKoMo Skates is as- 
sured of a quick turn- 
over. They are con- 
sistently advertised and 
every boy or girl in- 
stantly recognizes their 
many superior points. 


Fact 






wheels, the truss 





America’s 
Firet Choice’ 


Write today for the KeKoMo Catalog on 
roller and ice skates, games and toys. 


KOKOMO STAMPED METAL CO., KOKOMO, _IND. 





1 Kokomo] 
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Gratilying-Very Gratifying 


HE re-orders on the Irwin Home Set, show 
that “quality merchandise, properly dis- 
played, sells itself.’’ 


The number of these sets sold has seta record. 


The Home Set consists of six Irwin Mainbor 
Auger Bits, 62-T, in sizes, one-quarter, three- 
eights, one-half, five-eights, three-quarters and 
one inch, displayed in the Irwin Borcase. 


In this set good bits and a good box are com- 
bined into a piece of merchandise that sells. 


We want you to see this Home Set. Fill 
out the coupon, asking for our proposition. 


ThelRWINBit 


REC. US. PAT. OFF 


























THE IRWIN AUGER BIT COMPANY 
WILMINGTON, OHIO, U.S. A. 


The largest manufacturers of wood-boring tools in the world. 
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In selling bits by the set you 
gather at one sale the margins, 
which are scattered over several 
sales of single bits. ' 
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THE IRWIN AUGER BIT CO. HA 


5-83-24 





Gentlemen:— Please send me: 
SB Your proposition on the Home set. 


a Discount sheet showing net prices of the 
Irwin Line. 


Name . 





~~. 


Fe ieee 


Street __. 
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AP LINKS 27d 
COLD SHUTS 
a ie. i 


HEREVER chains are used 
there is a constant need for 











“Aces” kasi Lift Rad Gree Style: alow mass connecting links to join lengths 
eer dey of chain and for making attach- 
ments. Be prepared to supply the 


users of chain with “Acco” Lap 
Links and Cold Shuts. 


“Acco” Lap Links and Cold 
Shuts are as sturdy and reliable 
s “Acco” Chain itself, because 
they are manufactured from the 
same high grade steel. 











- Made in_ standardized - sizes, 
ale in all sizes from 3/16 Inch te xa. “Acco” Lap Links are furnished 
either with end open or side 
open; bright finish unless other- 
wise specified. , 





Write for details of the full line of 
‘“Acco” Reliable Repair Links, 
Lap Links and Cold Shuts. 


No. 3, for connecting and repairing conveyor 
and dredge chains; made in ali sizes from 
4 inch to 2 inches inclusive. 


American Chain Company, Ine. 


BRIDGEPORT, CONNECTICUT 


In Canada: DOMINION CHAIN COMPANY, LIMITED, Niagara Falls, Ontario 
District Sales Offices: ; 
Boston Chicago New York Philadelphia Pittsburgh San Francisco 
Largest Manufacturers of Welded and Weldless Chain for All Purposes and Makers of the famous WEED 
Automobile Accessories 
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Wake Up with a Smnile! 


ll THE NEW HAVEN CLOCK CO’S 
“True ime Tellers 


NEW LINE of improved thin model alarms, with convex glass and new dependable 
movements of simple construction; each a tested TRUE TIME TELLER before it 


leaves our factory. 


Ti-Tan .. . $6.00 Tom-Tom . . $3.50 
Tidy-Tot . . . $3.50 Tat-Too . . . $3.00 
Tat-Too Jr. . $3.00 ai. Tell-Tale . . . $2.25 
Also furnished with Radium Dial $1.00 extra 


| 

| A set of artistic figures of the True Time Tellers Family are reproduced in colors on the 

| clock boxes and can be used in making very attractive window displays. Each clock is | 
| tagged with resale price. | 
| 





Ti-Tan, Radium® Tat-Too Jr. Tat-Too 


The New Haven Clock Co., New Haven, Conn. 


BRANCHES: 
New York San Francisco Chicago 
Toronto, Canada 
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The late 
President Roosevelt 
said: 


“The First Duty of Every Man 
is to Carry His Own Weight” 


A good piece of friction tape will also per- 
form this fundamental duty. In fact it is one 
of the simple experimental tests by which 
good tape can be identified. An 8 oz. roll of 
friction tape should be supported by a loop 


of the tape itself as shown in the picture. 





As the loop gradually pulls out, note the fila- 
ments formed by the friction mixture and see 
how reluctantly they separate as the weight 
finally breaks their hold. These filaments 
are the very life of the tape. 

BULL DOG Friction Tape has been subjected to severe 
laboratory tests which we shall describe from time to 
time, but there are many simple tests which every tape 


user can make for himself without laboratory apparatus, 
and this test of carrying its own weight is one of them. 


BULL DOG 


FRICTION TAPE 





Made by BOSTON WOVEN HOSE AND RUBBER COMPANY, Cambridge, Mass. 
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Tell Your Customers 


that in putting up screens it 1s not necessary to have them 
disfigured later by streaks of rust coming from the heads of 


the tacks used. 


They can buy Atlas RUSTLESS Tacks and avoid this. 
They will be glad to accept your advice and thank you. 


ee eee 
Rustless Tacks Rustless Tacks 
Aeroplane Japanned Aeroplane Japanned 
Golden Eagle Brass Golden Eagle Brass 
Plated Plated | 
Plymouth Rock Copper Plymouth Rock Copper 
Plated Plated 
—_— 








Tacks for every purpose 


ATLAS QUALITY 





ATLAS TACK CORPORATION 


Fairhaven, Mass., and St. Louis, Mo. 
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WORLD’S HIGHEST GRADE OIL RANGE 





ws 


No. 603-L Vapo Oil Range 
Three burners and left Oven 





No 603 Vapo Oil Range 
Three burners 


Why shouldn’t you 
profit from them? 


HAT these Vapo oil ranges are making a tre- 

mendous hit with dealers all over the country, 
is not surprising when you consider their high grade 
construction and unrivaled performance. 


If you have an oil stove department to which you 
wish to attract more than ordinary attention, we 
suggest that you get lined up with Vapo. 





Write or wire for quick action. 


made from 
THE VAPO STOVE COMPANY, Lima, Ohio 


kerosene 






No odor 
No wicks 
No noise 
No soot 
No smoke 


Nothing to 
smart the 
eyes 
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Pilot Tools 
Lead the Way to Increased 


Sales and Profits 





Pilot No. 12 Hand Drill 


Chuck is three-jaw type, spring 
jaws. A very handy hand drill for 
radio and a hundred other uses in the 
shop or home. 

Sells across the counter for dollar 
and a half. 


The Hand Drill and 
the Hack Saw Frame 
are representative 
Pilot Tools, combin- 
ing sturdy quality and 
low cost together with 
distinctive features 
that put them in a class 
by themselves. 











Pilot No. 21 Handle Adjustment Hack 
Saw Frame 


Patented construction so that it is 
impossible for the nut to pull out of 
the handle and the parts are held 
together when the blade is not in 
place. 

Sells across the counter for half a 
dollar. 


Place a trial order for Pilot Tools with your Wholesaler—if he 
cannot supply you, write to us for a copy of our complete catalog 
and quotation sheet which we will cheerfully send you. 


Consolidated Tool Works, Inc. 


296 Broadway, 


New York 
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OMBUSTION in any Dietz 
Lantern is so_ perfectly ad- 
justed that radiance of light is 
maintained continuously while 
the lantern is burning. 





There is no trace in any Dietz Lantern 
of that very common fault where radi- 
ance becomes gradually weaker and 
weaker after the lantern has been burn- 
ing for a time, because imperfect combus- 
tion has created smudging vapors within 
the globe that cut down the light. 


No other kerosene lanterns equal Dietz 
Lanterns in sustained lighting power. A 
Dietz Lantern assures your customer the 
most dependable and powerful light of 
which a kerosene lantern is capable and 
the utmost in structural quality and good 
looks. 


R. E. DIETZ COMPANY 


NEW YORK 


Largest Makers of Lanterns in the World—Founded 1840. 
Output Distributed Exclusively Through,the Jobbing Trade. 
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| “THE First 
/ Trap ORDER. 
’ Putting ting his famous - 
traps on a merchandis- 
: ing basis was first sug- 
to Mr. New- 
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A Page from When, in the year 1848, the Oneida Community 
Trap Hist ory located near the Oneida Indian Reservation in Cen- 

tral New York, they found there an interesting 
character. His name was Sewall Newhouse, a trapper of fame, with an 
inventive mind and a mechanical skill that was extraordinary. He made 
his own traps—moreover he made traps for the Indians and his product ; 3 
had already become locally famous. 2 2 Se “ <6 4 



























When the “Community,” industrially inclined, began looking about for ee , Be es ‘ 
some article to manufacture, Newhouse traps caught and held their ) | ie 
attention. Mr. Newhcuse had already joined the organization and the 
making of traps was commenced on a larger scale. They sold well and 
the business soon warranted the purchase of machinery. Since then the 
growth has been steady and today the Oneida Community, Ltd., is the 
oldest and largest manufacturer of game traps in the world. 


Those Calls for For years you have had calls for Newhouse traps, 
the “Good Old but the prices were high and jobbers did not carry 
complete stocks. Now prices are lower and you 
can give an order to your jobber for any. New- 
house Traps with assurance that you will get just what you order. You 
will find that there are many trappers who still want “the trap that has 


Newhouse”’ 


no rival.’ 






ONEIDA COMMUNITY, LTD. 
Oneida, N. Y. 


Manufacturers of Game Trupe in the World 














Oldest and Largest 








“Jumpin-sassafras!—five 
ears of corn to one stalk.” 


Just like planting Dazey 
Churns in your store— 


they do sure yield sales. 
Sell one Dazey—and five 


more go quick. 


The way they cultivate 
sales and harvest profits, 
makes ordinary churns 
look like a crop-failure. 


---OVEY 


LVAD AS a 


coo sesame rnnsennscnnecteessranseemenmanncensccrtenmecccnscstttits 








This is one of the Dazey dealer sales helps, provided 


without cost, on request. 


This three wing display is beautifully lithographed in 


- ' 7 ‘7 . +7 | 7 
four colors. and witli increase | Jazey ( hurn Sales wherever 


+ | | 


> 8 ;, , ' ; ' 
it is used by adealer. Sizes over all, 27 inches high by 


. | 
50 inches iong, 


Increase YOur l Jazey ( -hurn 


play. Send for one today 
| . 










sales with this beautiful dis- 


no charge. 





Dazey sales do grow. 


Over two million have 


been sold by dealers. 


wae 


A regular “bumper” in 
profits for retailers every- 
where. 

The sale of one Dazey spreads the news, 


and sales sprout all over a community. 
And sales have spread so fast that the 


Dazey is now the largest selling churn in 


the world. 


All Sales Made Through Dealers Only 


The success of dealers with the Dazey 
has been supported by a never-varying 
policy of distributing through regular 


jobbers and dealers. 


This policy has made it possible for dealers 
to reap the profits of greater sales on the 
fastest selling product of its kind. 


Have your jobber supply you. 


We furnish folders, movie slides, electro- 
typed ads and window displays. Write 
for them—no charge. 


DAZEY CHURN & MFG. CO. 
Carter and Warne Aves. . St. Louis, Mo. 


PRINTED IN U.S.A. 


EY CHURNS 
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ARTHUR S. HARDING CA. 


48 GROVE STREET 
West SOMERVILLE, MASS. 


April 17, 1924. 


Mr. C. v. English, 
New Englend Manager, 
HARDWARE AGE, 

425 Park Square Bldg., 
Boston, Mess. 


Dear Mr. English: 


I was very much pleased cn returning the 
other day from a four weeks' trip, to find that during my 
absence Mr. Harding had made arrangements for a year's ad- 
vertising contract. with HARDWARE AGE beginning with the 
April 24th issue. 


While I was away, I called on the whole- 
esle hardware and mill supply trade in Buffalo, Cleveland, | 
Toledo, Detroit, Chicago, Milwauwee, Duluth, Minneapolis, 
St. Paul, Des Moines, Omaha, St. Joseph, Kansas City, St. 
Louis, Indianapolis, Louisville, Cincinnati and Pitts- 
burgh. 


The purpose of this trip was primarily to 
secure information, and one of the questions I asked par- 
ticularly of the hardware jobbers was, which of the trade 
papers we might use for advertising to the greatest pos- 
sible advantage of both the jobber and ourselves. With 
very few exceptions, the paper mentioned first, by men in 
all of these cities, was HARDWARE AGE. This information 
was embodied in the reports covering my investigation in 
each of theee eities, which were forwarded to the office, 
and it was on the basis of these reports that Mr. Harding 
decided to go ahead with the advertising without waiting 
for my return. 


I thought you would be pleased to learn 
that. the results of my investigsetion checked with your 
statements to me in the past. 


Very truly yours, 
ARTHUR S. HARDING COMPANY . 


wer Lettre: 


Sales Manager 
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A Good Name for a Good 
Line of Sandpapers 


Chiet Rutt Sturt 


WAUSAU ABRASIVES C0. 








Send for This 
Book 


It is full of inspira- 
tional sales ideas that 
will help The Man 
Behind the Counter 
win the good will and 
trade of mechanics. 












ASY to say, easy to remember 
and is always greeted with an 


approving smile. 


Call it ““Ruff-Stuff’’ when you 


sell it—it will help make the buyer 
recall where he bought it—and 


come for more. 


Sandpaper is a little thing in 
itself; but it can be made a trade- 
magnet to attract and hold valu- 
able trade in a multitude of good- 


/ 


profit lines. 


Your jobber no doubt carries the 
line. If not, write us, giving his 


name and address. 








WAUSAU ABRASIVES COMPANY 


1017 Harrison Blvd., WAUSAU, Wis., U. S. A. 


Branch Houses 


WAUSAU ABRASIVES CO. 


Chicago St. Louis 
Detroit Cleveland 
New York Los Angeles 





SPRAKE SALES CO., INC. 


Los Angeles San Francisco 
Portland Denver 





Pacific and Mountain States 










— 
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YOUR 
“NATIONAL” 
CUSTOMERS— 





—are those that always specify 
“National” when purchasing 
Builders’ Hardware. They will 
now be putting up Screen Doors 
and naturally will specify Na- 
tional Screen Door Sets, to be in 
keeping with other Quality “Na- 
tional” hardware. Can you fill 
their order? It’s worth every 
Dealer's effort to keep ample sets 
in stock. 


If your stock of National Screen 
Door Sets is low, you can replen- 
ish it promptly—for National 
Ships Your Order the Same Day 
It Is Received. Direct from Fac- 
tory to Retailer—no Middleman 
—this explains why National is 
more profitable. 


The popular No. 90 Screen and Storm 
Door Set is included in the National 
Complete Line of Screen Hardware 
listed and illustrated in our Catalog. The 
Catalog means profits for you. Write 
for it today. 


NATIONAL MFG. CO. 


Sterling, Illinois 
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No. 90 Screen and Storm Door Set 


This Combination Screen Set is the most durable 
and practical set on the market. The hinges are of 
steel, sizes 3” x 214”, loose pin type. It is not neces- 
sary to remove any screws when taking down the 
door. An offset hinge can be obtained by removing 
the pin and reversing one leaf. 


The neat pull is 414” long and made of steel. No. 3 
Perfect Spring, with loop ends, hook and eye and 
the necessary screws are included with each set. 
Packed complete in a neat carton all ready for the 
customer. 


A Sample Set mounted on a neat display board 
supplied upon request—this attractive way of show- 
ing the complete set will stimulate your sales. Re- 
quest it with your next order. 

















ational 


Builders’ Hardware 
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New York, May 8, 1924 


The Neck of the 
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If the retail sales- 
man fails to function 
the whole flow of 
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SAM PLING— 
Why It Is Done and How To Do It 


BY FRANK MAPPES 





May 8, 1924 


EDITOR’S NOTE.—This is the fifth article of a series by Frank Mappes which 
discusses the hardware dealer’s problems of store arrangement, store manage- 
ment and merchandise display. The next instalment will appear in the May 22 


issue of HARDWARE AGE and will be on “Mark-ups and Turnover.” 


reading, so don’t miss it! 


HEN all is said and done, it 
is “showing the goods” that 
produces sales. 

If that is true, why not show the 
goods in a fixed, permanent manner, 
so that it requires no special nor 
specific effort on the part of any in- 
dividual of the sales force to do that 
which is obviously required, every 
time he waits on a customer. 


The “Companion Sale” 


Many people go to a store with a 
definite want in mind. To such, it 
seldom occurs to the clerks to call 
attention to something else they 
would possibly need, and in that way 
make a “companion sale.” 

The clerk, even with the best of 
intentions, seldom can suggest the 
right article. There are some items 
with which companion sales are 
easily made, but they are exceptions 
rather than the rule. No one will 
deny the possibilities of selling some- 
thing else when a customer buys a 
quantity of paint. It does not re- 
quire a knowledge of psychology to 
conclude that you have a prospect for 
the sale of putty, and therefore a 
putty knife, as well as a brush to 
apply the paint, and so on. 

The hundreds of customers who 
come in daily for items not so easily 
suggestive of companion articles are 
prospects for the purchase of goods 
of which no one thinks. Bringing 
the entire stock of merchandise to 
their attention through a system of 
display sampling will many, many 
times produce sales that would other- 
wise never have been made. 


Sampling That Sold Goods 


An incident that goes far toward 
proving the above contention hap- 
pened in a store in Ohio during a 
visit of a hardware man from In- 
dianapolis. The store had. just been 
completed with new fixtures and lay- 


out, and was sampled to a superlative 
degree. 

The visiting merchant was very 
much impressed with looks and: ar- 
rangement of the store, but was in- 


clined to question the. value of the . 


returns for the investment. He had 
with him two of his best salesmen 
who also coincided with his views—if 
anything they were a little more pes- 
simistic. While they were talking 
with the manager, a customer came 
in, saying he wanted to buy an auger 
bit. This was immediately produced 
by the manager who called the cus- 
tomer’s attention to his possible need 


of a brace, screw driver, chisel, plane, _ 


nails, hammer, hatchet, etc., to no 
avail. Having paid for his purchase, 
and received his package, he started 
to go out, and when near the front 
door he noticed a display of levels 
fixed to a panel. Stopping to look 
them over he called out, “I have been 
thinking of buying a level for a long 
time, but always forgot when I went 
to a hardware store. Seeing them dis- 
played here with prices in plain 
figures helped me to remember.” He 
also saw a steel square on the ad- 
jacent panel which he bought. 

Despite the manager’s efforts to 
suggest companion items, he was un- 
able to mention the right ones, but 
seeing them displayed, their need 
suggested itself to him. He came in 
to buy a 45 cent auger bit, but see- 
ing the merchandise properly sampled 
created the sale of a $1.50 level and 
a $2 steel square. ‘ 

Suffice it to say that the visiting 
merchant and his two employees were 
“sold” on the sampling system and 
went home and “did likewise.” 


Creating the Desire to Buy 


If the merchandise is sampled with 
the idea of show alone, it falls short 
of the principles of sampling, and 
assumes only the function of decora- 


‘ 
Lo? 
j 


It’s worth © 


tions which might appeal to the ar- 
tistic. The real reason for sampling 
is to show the merchandise in such 
manner that will create desire, and 
through desire, sales. ©- 

Fancy figures, such as fans, cir- 
cles, diamonds, triangles, stars, etc., 
may be used in windows trims, but 
should not be indulged in for the 
purpose of sampling for direct sell- 


-ing. Straight perpendicular lines 


must. be maintained in order to get 
the best results. * Comparisons and 


‘selections are more easily made when 


uniform straight lines are presented 
to the eyes of the customers. They 
have the opportunity of comparing 
sizes and kinds and seeing them side 
by side makes it an easy matter to 
do this. 


Show All Kinds and Sizes 


Every size and kind of an article 
miust be shown in order to get max- 
imum results. It is not good prac- 
tice to show one of a kind, believing 
that the customer can select the type 
and then give the size he wants. Take 
for instance a line of screw drivers. 
A customer may know that he wants 
a 5-in. screw driver, but seeing a 
range of sizes from 2 to 8 in., per- 
mits him to determine more ac- 
curately if it is really the one best 
suited for his needs, and it frequent- 
ly happens that he buys two to do 
the particular job. 

The accompanying illustration is 
an example of a well-planned and a 
carefully executed job of sampling. 
Note the files arranged in groups 
and sizes, in what is termed “pipe 
organ alignment.” A customer simply 
mentions files, then he is escorted by 
the clerk to the display and is told 
“everything we carry in sizes and 
kinds of files are sampled here.” 
Does not that speak a volume? Could 
he tell a more complete story? It is 
only then necessary for the customer 
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HE illustration at 

the right shows the 
way in which sampling 
for direct selling should 
be done. The various 
items shown are ar- 
ranged in groups and 
sizes in a way which 
makes it easy for the 
customer to pick out 
the article he desires. 


to select what he wants if it is to 
be found in the store. If what he 
wants is not sampled there he need 
not waste his or the clerk’s time. The 
same should be true of pliers, snips, 
etc., or any other line of goods. 

Oh! the shameful waste of time to 
both customers and clerks in stores 
where the goods are hidden away in 
shelves and bins. 

If we were to stop at the point 
where we can truthfully say “every 
one is sampled there,’”’ but have made 
no provision to quickly produce the 
desired article from behind the panel 
door, our job would be only half 
done. The other half is to.key the 
sample to the stock so that by using 
a key number on the sample tag 
which ties in with the number on the 
stock, it is a simple matter to locate 
the various items wanted. 


Locating the Stock 


The best practice is to have draw- 
ers or shelf boxes back of the panel 
doors for the stock. These drawers 
should be numbered with large plain 
figures so that they may be easily 
located, commencing at the upper 
left hand corner with No.1 and con- 
tinuing on down until every drawer 
in the section is numbered. 

When putting away the stock, two 
or more items may be put in the same 
drawer if partitions are used. A side 
cutting plier and a slip joint may be 


put in the same drawer, but it is ad- — 


visable to have the items as much 
different as possible so that should 
they by carelessness get mixed, the 
items cannot be mistaken for one 
another. 

It must be remembered that the 
drawer simply shows a riumber on 
the face thus (51). When two or 
more articles are put in different sec- 
tions of the same drawer the second, 
third and fourth sections are repre- 
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sented by the fractions 4, %, % or 
decimals if preferred. Therefore, if 
6 in. slip joint pliers are placed in 
the second section, the key number 
on the sample tag would be (511%) 
in the third section (5114) and so 
forth. The clerk in order to locate 
the pliers would simply pull out 
drawer (51) and.from the second 
section produce the article and hand 
it to the customer. 

Where there are no drawers, the 
same method may be used in connec- 
tion with the original containers or 
manufacturer’s boxes. The numbers 
should be put'on the reverse end of 
the box so as to do away with the 
need of consulting the labels. All 
the information necessary should be 
shown on the sample tags. It is ad- 
visable to arrange the boxes in ac- 
cordance to size so as to present some 
uniformity. In this way all boxes of 
nearly the same size can be placed 
together, irrespective of what the 
contents are, providing the items are 
shown on the same panel. 

This method will serve to eliminate 
much of the time lost in seeking 
items from original boxes by read- 
ing the labels. 


Selling the Samples 


Many déalers make the mistake of 
refusing to sell the samples when the 
stock is exhausted. There is no valid 
reason to show an item and then re- 
fuse to hand it over to a customer 
who is willing to buy it. The prin- 


ciple of sampling is to show all the 
goods in a manner that creates de- 
sire. When you tell a customer 
“everything we carry in the line is 
sampled there,” and then tell him 
that for some reason or other the 
particular one he asks for or selects 
is an exception, you are inconsistent. 
On the other hand, if the sample is 
the last one and is removed and 
handed over to the customer, the re- 
maining ones represent every one 
you carry at that moment and the 
next customer sees just that many 
and no more. 


Part of the Stock on Hand 


The samples are simply a part of 
the stock on hand and should not be 
carried on the books as a fixed asset, 
but should be included in the mer- 
chandise inventory, which is a cur- 
rent asset. 

Another factor in favor of selling 
the samples is the fact that the space 
left acts as a flag and reminder to 
reorder. Showing the “outs” in this 
way will be an urge to get busy on 
stock fill-ins. 

Tools and other small items should 
be fastened to the panels with wire. 
No. 18 or 19 soft copper wire has 
been found very satisfactory, owing 
to its flexibility. Black annealed wire 
of the same thickness will answer if 
the copper wire is not available. The 
wires should be placed near the ex- 
treme ends of the sample in order to 
assure a measure of rigidity. 
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Supporting strips about 5/16 in. 
thick and about 1% in. wide, painted 
to match the‘ color of the covering 
material of the panel, will prevent 
the samples from sagging and get- 
ting out of alignment. Tags may be 
mounted on these strips as has been 
done with the pliers shown in the 
illustration. 


Make ’Em Hard te Remove 


No tools or small articles should be 
sampled in a manrer which permits 
removal without trouble. It would be 
possible to have newer and bright- 
er samples if clips or other means 
for temporary sampling were used, 
because samples could be sold and 
new ones put in their place with 
little trouble. The advantages would 
be offset materially, however, by the 
tendency to sell but not always re- 
place the samples. The “fixed sample” 
method is found to prevent this 
_ tendency, because it is easier to get 
the item from the drawer or box 
than it is to clip the wires. This 
assures permanence of the samples 
as long as the selling stock is on 
hand. 

If the rule of sampling everything 
in stock is carried out, when the last 
one is taken from stock, the sample 
is still on the job to create desire. 
That desire can only be appeased 
when the sample is removed and 
placed in the hands of the customer. 


Keeping Samples from Rusting 


The question is frequently asked, 
“How do you prevent the samples 
from rusting?” The method I have 
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successfully used. is to apply a thin 
film of oil of any of the various 
brands usually seld in’ hardware 
stores, before mounting the samples. 
This prevents finger marking while 
the: work progresses. After placing 
the panel in position the remaining 
oil is wiped off with a piece of 
chamois or clean rag. Putting a 
little of the oil on in this way once 
or twice each month. will preserve 
bright tools indefinitely. _ 

Some people use lacquer as a rust 
preventative. This is not a good prac- 
tice because when the sample is sold 
the customer has difficulty in remov- 
ing the coating. 

An argument that is most fre- 
quently used against fixed sampling 
is the deterioration of samples.. This 
is easily overcome by going to the 
shelves and bringing down several 
boxes of wood chisels or auger bits. 


The number of finger marked and | 
‘turing efficiency we lose in distrib- 


rusty ones in the boxes usually 
silences any further argument. 

Then the psychology of going to 
the trouble of taking off a sample 
for a customer. It’s a rare bird 
who under the circumstances would 
ask you to take off something from 
the price because the article is slight- 
ly shopworn. 

I have figures to prove that in 
stores where the system described 
herein has been used consistently, 
the sales of clerks exclusively selling 
tools and small hardware has in the 
course of one year almost doubled, 
both in the number of people waited 
on and the amount sold. 

While the cost of doing business 
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has been steadily creeping upward 
very little effort has been expended 
to offset this by increasing the effi- 
ciency of the clerks by mechanical 
means. Experts have voiced opin- 
ions, wise or otherwise, as to the 
causes of the increased costs. Some 
have blamed faulty bookkeeping, 
others blame slow turnovers, still 
others attribute it to slow collections, 
etc. While all these have marked 
bearing on the increased costs, it 
must be remembered that stores 
where the average number of work- 
ing hours are about two-thirds of 
those of a decade or so ago, I doubt 
very much if an hour’s work today 
in a retail hardware store produces 
any more results than it did then. 
One sage recently voiced his opin- 
ion in the following trite remark: 


Lost Motion in Selling 


“What we make up in manufac- 


uting inefficiency.” He might have 
put it “wwe have eliminated lost mo- 
tion in making goods, but we have 
not kept pace in the methods of sell- 
ing them.” 7 

The retailer owes it to his com- 
munity to equip his store in such 
manner as to make it easier and 
without any unneccessary loss of 
time to serve his customers. 

One of the things toward doing 
this is to display and take care of 
his merchandise so as to reduce to 
a minimum the time required to 
wait on trade. 

The system described in this ar- 
ticle will do just that. 
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THE MERCURY BOILER 


HE General Electric Company recently announced the perfection of the 

so-called mercury boiler by W. L. R. Emmet, its inventor. The new boiler 
is said to be a marvel. It is about 50 per cent more efficient than the modern 
steam turbine, which, in turn, is about 40 per cent more efficient than the best 
reciprocating engine. Furthermore, the boiler, with its vaporizing equipments, 
occupies one-third the space taken by the equipment it supersedes. 

Modern merchandising has its up-to-the-minute power equipment, too. Its 
mercury boiler is turnover, which can make it possible for a retailer who makes 
an initial investment of only $1,000, but who makes a complete stock-turn daily 
and reinvests daily to do such a business that he would have nearly $20,000 to 
invest on the first day of his second year, though he had been doing business 
on a net margin of only 1 per cent. 

It is turnover which can teach merchandise that shelves are not places to re- 
pose as in a warehouse, but are rather hurdles for them to hurriedly jump over. 
It is turnover which cannot operate on the kind of goods which habitually stay 
on the shelves for upwards of a half year, compelling the payment of their 
share of rent, insurance, interest on invested capital, clerk hire and the almost 
endless list of items which go to make up overhead. Have you the mercury 
boiler of merchandising in your establishment? It requires less store space 


* than the selling machinery it supersedes. 
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Juvenile Autanedivdle Show 


Brings Profits and Publicity 


sters are just as keen about the 

“flivvers” and the “Packards” 
which they push with their own feet 
as their dads are about the newest 
models of automobiles on the market, 
you should have been present at the 
annual Spring Juvenile Auto and 
Vehicle Show held by Wolf; Kubly & 
Hirsig Co., hardware dealers of 
Madison, Wis., on Friday and Satur- 
day, March 21 and 22. 

Young America literally took pos- 
session of the store during the two 
days of the show. The entire second 
floor was cleared of everything but 


Ki vou don’t believe that young- 


wheel goods and toys. Pedestals and 
stands were arranged around the 
room and each was draped with velvet 
and roped off just like a “grown- 
up’s” automobile show. Then the 
merchandise was placed on the stands. 
Other items were arranged for the 
convenient inspection and use of the 
youngsters. The entire room was 
decorated with flags and bunting so 
that not a single show note was miss- 
ing. In fact, it was a complete re- 
production of a big automobile show 
in miniature. An added feature was 
the giving away of a $35 toy auto to 
the winner of a contest. 


When Saturday night came, the 
room was jammed to such an extent 
that Louis Hirsig decided to give 
away the car to the winner an hour 
before the advertised time because he 
was afraid of some casualties to the 
children who packed the entire store. 
When the number of the winner was 
announced it was found that he was 
not present, so Mr. Hirsig told them 
that his name would be announced 
in the local papers and that every- 
body should look for the notice. 

Monday morning, bright and early, 
chubby little Master Lawrence Fitz- 
patrick, eight years old, walked into 





The illustration 
at the right 
shows a section 
of the juvenile 
vehicle depart- 
ment of Wolf, 
Kubly & Hirsig, 
Madison, Wis. 








Above we _ see 
one of the dis- 
plays featured 


by this firm dur- 
ing the kiddies’ 
auto show. It 
was a real sale- 
producer 
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Mr. Hirsig’s office with a yard wide 
smile on his face and handed him 
the winning ticket. Of course, he 
had to pose while the newspaper man 


HARDWARE AGE 


in this line, outside of Christmas 
sales, is not to be considered lightly 
by any retailer. ; 

There would be no use trying to 




















Another corner of the toy department. 


Kiddie cars for the youngsters, carriages 


jor the girls and bicycles for the older boys 


took his picture and then he proudly 
drove his trophy home. 

Well, say what you please about 
the cost of giving away as fine a toy 
automobile as money can buy, but 
Mr. Hirsig was more than pleased 
with the results for every youngster 
in Madison knows now where to buy 
scooters, automobiles and toys. 

Mr. Hirsig tells of a father who 
came into the store one day to buy 
a wagon for the small son. The man 
told him that he had tried to buy the 
wagon at another store because it 
was a little cheaper but the young 
man of the family had put his foot 
down and insisted that he would 
have none other than one from Wolf, 
Kubly & Hirsig’s, and, furthermore, 
he would have only the one he had 
chosen there. 

When a hardware dealer is able 
to get his wheel goods and toy lines 
before such a great number of users 
in a community it is no wonder that 
the line pays a good profit. the year 
‘round. A volume of $9,000 a, year 


Smith 


T takes a mighty little thing 


sometimes to get people to come 
to your store. The Smith Hard- 
ware Co., Keokuk, Iowa, made ar- 


rangements to ive t daily 
les Gx érn-- 


weather report . 
ment weather bureAu.*#A° small tin 
holder was fastened to the front 


tell this firm of hardware dealers 
that toys sold only at Christmas time. 
Especially when they have had to 
send in five orders since Christmas 
for toys which retail at from $5 to 
$6 each. Mr. Hirsig says, “Every 
day is somebody’s birthday and if 
people know you have things for the 
youngsters they will come to you. 
Furthermore toys help build up 
sales in other lines and it always 
means additional business when you 
are able to get more people into the 
store.” 

Nearly 4,000 children registered 
at the Juvenile Auto Show and this 
means several thousand potential 
customers. What a mailing list this 
provides! This show has been suc- 
cessful in other years, but each’ new 
one increases both in local interest 
and in point of sales. 

Newspaper advertising was aned 
to bring the youngsters to the store. 
Window ‘displays. .with announce- 


ments in the windows informed ‘all 


those who passed and the combina- 
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tion of the two taxed the standing 
room of the two floors of the large 
store. One of the windows, which 
is illustrated herewith, shows . how 
full of interest a display of this mer- 
chandise can be made. It is no won- 
der the youngsters jammed the 
place during the show. 

Due to the crowds it was impossi- 
ble to take a picture during the show, 
but the two other illustrations show 
what the stock of toys and wheel 
goods looks like in this Madison 
store today. - School] vacation time is 
coming and the stock is there to take 
care of the youngsters during the 
summer months. 

Mechanical toys, electric trains, 
steam shovels, dump trucks and a 
big case of dolls are kept spic and 
span the year ’round. Of course at 
Christmas time, this entire floor is 
filled with toys. But, during the 
year, wheel goods receive the greater 
amount of attention. The doll bug- 
gies for girls of all ages, the steam 
shovels for the youngsters in the 
sand piles, the kiddie cars, veloci- 
pedes and skooters for the toddlers 
and then the automobile and bicycles 
for the larger children—they are all 
there. 

Mr. Hirsig is as big a boy in spirit 
as his best boy customers. Although 
he is past president of the Wisconsin 
Retail Hardware Association, the 
Madison Rotary Club and many other 
organizations he knows the young- 
sters’ ideas and: ideals and perhaps 
that is the reason he can sell wheel 
goods and toys during every month 
in the year. There is one thing cer- 
tain and that is every youngster in 
Madison knows where he wants to 
make his purchases but there is a 
serious question to be solved and that 
is—what is Mr. Hirsig going to do 
with the. ‘crowds , that will attend his 
next Juvenile Auto Show? Perhaps 
the Governor will give him permis- 


gion to erecta .circus tent on the 


state house lawn; which is directly 
in front of ‘the store. 
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HE golf links in the northern 
an of the country will soon 

be open. Those in charge are 
preparing the ground, buying grass 
seed, large rollers, power mowers, 
hole cups and flags. Players are 
polishing clubs, dusting bags, 1n- 
specting balls and dreaming of 
miraculously low scores to be made 
this year. 

The J. M. Waterston Co., Detroit, 
Mich., has an all year golf depart- 
ment. Charles Taylor, who is in 
charge of this section, is an all 
round athlete, professional basket- 
ball player and an enthusiastic and 
capable golfer. In the colder months 
business slackens in this line and 
the department is condensed into a 
corner of the sporting goods sec- 
tion. Every spring, however, it as- 
sumes its full size, stretching along 
the wall for about 20 ft. 


Sells Complete Golf Sets 


This company has found a very 
responsive market for golf gooas— 
particularly complete sets. These 
sets consist of a big, driver, brassie, 
mid-iron, putter and mashie and two 
fifty-cent balls. The set is priced at 
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Getting the “Long Green” 





with Golf Equipment 


$13.95, representing a saving of 25 
per cent as compared to the total 
price if each piece was bought sepa- 
rately. The J. M. Waterston Co. 
sold over 500 of these sets last year. 
The customer has the option of 
taking a niblick in place of one of 
the wooden clubs. 

It takes no longer to sell this set 
complete than it would to handle any 
other single sale in this department, 
therefore this merchant allows a 25 
per cent discount but actually saves 
six-sevenths of his selling cost, which 
fully compensates him for the dis- 
count given. Small newspaper ads 
help stimulate sales for sets. A cut 
showing the set is used, copy is 
brief and to the point; items in- 
cluded are listed at full retail price 
and the special offer of $13.95 stands 
out boldly in comparison with the 
full price, which is one-third higher. 

The beginner finds Waterston’s 
golf set exactly suited to his purse 
and his needs. Without this sales 
suggestion, the novice would fuss 
about, acting upon more or less poor 
advice of friends, and spend much 
more money without the satisfaction 
that he had the right equipment. 

















The man who wants an extra set for 
friends or to keep in his car finds 
this inexpensive outfit a good buy. 

Subsequent sales in balls, higher 
priced bags, special clubs, knickers, 
shoes and other goods prove the 
wisdom of the made-up set. The 
customer finds his first purchase 
satisfactory, becomes a better player 
and comes back to Mr. Taylor for his 
more expensive outfit. 


A Well-Assorted Stock 


Waterston’s stock is well assorted. 
He usually keeps about one gross of 
Sunday bags on hand. This is the 
cheap canvas slack bag which sells 
for $1 or $1.50. He also has a gross 
of better bags with straps and metal 
bottoms. These range in price from 
$4 to $40. Preference in bags 
seems to be centered around those 
with the 5%-in. bottoms. Leather 
bags which run high in price are not 
as popular as they were. At holi- 
day time, however, the store finds 
the leather bag active as a Christ- 
mas gift item. 

Clubs are bought in 1000 lots, to 
sell at $2.50 and $5. A few fancy 
clubs selling from $6 to $15 are kept 


A section of the golf de- 
partment of the store of 
J. M. Waterston, Detroit, 
‘Mich. This department is 
flexible and expands or 
contracts according to the 
season of the year 
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in stock for the more expert and 
fastidious golfer. 

Mr. Waterston and Mr. Taylor 
each use the special sets when play- 
ing. They frequently have the op- 
portunity of demonstrating’ the 
value and worth of this outfit to 
players or to those on the side lines 
who are beginning to feel the golf 
bug in their veins. 

The Waterston golf department 
is on the second floor, the first being 
devoted to hardware, tools and radio. 
This appears to be a very fine ar- 
rangement, as the average purchaser 
of clubs wants to deliberate a few 
minutes, swing the club and feel it 
for “spring and heft.” A large, full 
size mirror is placed at the head of 
the golf section so that the buyer 
may note his form and swing. This 
appeals to the personal vanity and is 
a great help in selling high-priced 
clubs to expert players. The swing 
looks good to him and therefore the 
club is just the thing he needs. 

A runner rug flanks the golf club 
racks. This is used for trying 
clubs. Taylor puts a practice ball 
(soft cotton or hollow rubber) on 
the rug and permits the customer to 
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try a swing. No harm is done, as 
the ball only goes a few feet. 

Knowledge of the game has been 
very helpful to this merchant and 
his sporting goods man. In selling 
the higher priced clubs you find 
yourself doing business with very 
good players. Mr. Taylor feels that 
he must have a good talking ac- 
quaintance with all the clubs and 
show an almost reverent attitude 
toward the finer grade equipment. 
This gives the buyer confidence in 
both the man and the goods: 

Mr. Taylor believes that the hard- 
ware merchant in the smaller cities 
can cultivate the cooperation of the 
local “‘pro,” who is usually unable to 
make suitable credit arrangements 
with manufacturers yet comes in 
close contact with many players. 
The “pro” could act as agent or 
salesman for your golf department 
—but you handle the money. 

The Waterston store also carries 
knickers, shoes, golf sweaters and a 
few coats. Mr. Taylor encourages 
all prospects to “try a real good 
club.” It may be a driver or mid- 
iron. The customer may be in for 
golf balls and Mr. Taylor sells him 
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another club. It is interesting to 
know that only one club has been 
damaged out of many thousand dem- 
onstrated by the sales force and by 
the customers themselves. 

Observation proves that to every 
seven clubs sold one bag is sold in 
this department. In addition to the 
500 sets, Mr. Taylor sold $1,500 
worth of balls, $2,000 in clubs, $250 
in bags and roughly about $750 in 
shoes, sweaters, knickers and coats 
last year. 

The repair parts business is also 
worthy of consideration. This store 
made about $1,200 last year in this 
kind of work. This includes leather 
grips, binding thread and new 
shafts for clubs. 

Waterston’s formerly had a driv- 
ing net in its golf department, but 
lack of space prevented its continu- 
ance as a feature. This net worked 
wonders and drew crowds at noon 
time and all through the afternoon. 
Many women came in the mornings 
to try out clubs and bought them 
and the net soon paid for itself. Mr. 
Taylor says if you have room for a 
net get one and cash in on it.: 


$2,000 a Year in Mantle Clocks 


EARLY every store has sume 

“pet” department which in- 
volves little extra effort, and yet 
turns in a handsome profit. The 
Garver Hardware Co., Des Moines, 
Iowa, considers its clock department 
a “pet.”” Around Christmas time as 
many as one-half a gross of mantel 
clocks are sold. The sales for the 
year on mantel clocks run around 


x 


A typical display of clocks of the Carver Hardware Co., Des Moines, Iowa. 


$2,000 and the profit is not to be 
sneezed at. 

There is nothing in the hardware 
store that will continually sell itself 
except a very few staple items which 
are used daily. A little attention and 
some attractive displays turn the 
sales from zero to the profit side of 
the ledger. The Garver Hardware 
Co. does not put away the mantel 


t 
bt | 


prices here 


clocks left after the holiday rush is 
over. Every so often the firm fea- 
tures a clock display in the window 
and there are always several models 
to be seen on the counters of the 
store. When people in Des Moines 
think of mantel clocks they naturally 
think of the Garver Hardware Co. It 
is also well to note that each item is 
priced in large figures. _ 
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The customer finds a wide range of styles and 
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Jimmie “Sells” the Boss 


on Dealers’ Sales Helps 


By D. J. WITHERSPOON 


Mr. Llew S. Soule, editor 
Hardware Age, 
Dear Sir: 

This leter has a good idea in it an’ 
i am riting it like I wuz told to by a 
fella from your HARDWARE AGE who 
comes in to the store the other morn- 
ing to see the boss on auto acces- 
sories, when he wuz out. While the 
fella was waiting for the boss to 
show up, he seez me playing mum- 
blee-peg by myself on the counter, 
an’ edges up to me confidential like. 
“Hello, kid,” sez he. ‘‘How’s you find- 
in’ things these warm spring morn- 
ings. I notice you don’t ’pear to be 
too busy” 

“You can’t judge a man by ap- 
pearances,” I shoots back lookin’ 
kinda hard at his hat. 

“Hum—you got abnormal powers 
of observation,” sez the fella. 

“You got them yourself,” I shoots 
back. I didn’t know just what he 
meant by “abnormal powers,” but I 
figures that maybe the fella is like 
a floor—full of dirty cracks—an’ I 
didn’t want him to put something 
over on me. “When. you come in,” 
sez I, “I wuz busy thinkin’ ’bout this 
here hardware business.” 


“Write to the Editor,” Sez He 


“Lissen,” sez he, “if you think so 
much about the hardware business, 
supposin’ you rite out both your 
thoughts in a letter to the editor— 
we might run it—who kin tell.” 

Of course, I sorta hesitates an’ I 
tell him when it comes wielding the 
quill I ain’t no Hamp Williams or 
Saunders Norvell. But he sez, rite it 
out in your own crude way, and 
maybe some day you'll be famous or 
an editor,or somepin. 

oe ,” thinks it over, and sez: “‘Be- 
ing,an é@ditor might not be so bad. 

Does they make good money ?” 

“Why—er—er,” sez he, “they ain’t 
no money in being an editor, but 
they’s a helluf a lot of dignity. An 
editor,” sez he, “is a sort of symbol 
of industry and progress, an’ it’s a 
darn poor editor that can’t tell the 
other fella how to make a million 


dollars—they’s good on all that kind 
of detail,” sez the fella. 

So I sez: “Supposin’ I rite a letter 
to the Big Chief back in your office 
an’ tell him ’bout somethin’ I did that 
boosted sales in the auto accessory 
department 50 per cent.” 

“Good,” sez he, then he quoted 
from the Bible ’bout wisdom or some- 
thin’ else coming out of the mouths 
of babes and sucklings. 

Well, here goes. About two weeks 
ago, the boss comes to me an’ sez, 
“Jimmy, the old store’s lookin’ kinda 
of dusty an’ I want you to clean it 
up in first class shape.” So I gets 
busy, and in the back I find a closet 
that is just plumb full of colored 
posters, cut-outs, and that kind of 
stuff that has been sent in from time 
to time by different manufacturers. 
These things is so darn good, that 
they just make you want to buy the 
stuff they’s suppose to advertise, an’ 
I gets quite a kick outer lookin’ at 
the pretty girls an’ the other fine 
scenery. While I’m lookin’ over the 
posters I notice that quite a few of 
them has to do with auto accessories, 
an’ it gives me a whale of an idea, 
especially as the boss has always had 
a habit of putting this art work in 
the closet when it comes in an’ say- 
ing: “Clever idea, that—I’ll use that 
some day”—but he never did. 

Well, I takes all these here auto 
accessory posters, and segregate ’em, 
as they say in the mixed schools, then 
I sets ’em up in the back of thé store, 
and because I knows that with the 
nice weather burstin’ upon us, the 
boss has been giving quite a little 
thought to picknicking and camping 
equipment, so I selects a few others 
showing swell queens drinking out 
of thermos bottles, an’ that kind of 
thing, an’ which jest naturally fit in 
with.. the others. I wuz so busy 


-switching those posters around that 


I hadn’t’ neticed how late it wuz 
getting until I happened to take a 
look at my Ingersoll— Gosh! it was 
after closin’ time. 

I remembered the boss saying that 
he wuz going to put in an accessory 
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window in the morning, so [I figures 
that I’ll just clean out the junk and 
slip in my trick posters, along with 
some accessory and . picknicking 
items. Well, after quite some wrast- 
ling, I gits the stuff in the window 
and believe me that display is a war- 
rented, all genuine cookoo. 

The next morning the boss comes 
in the side door, an’ along about ten 
o’clock he comes up to me an’ sez: 
“Jimmy,” sez he, in a sort of horse 
whisper, “Jimmy, has you been no- 
ticing the way the auto accessories 
are going?” 

“Certainly,” sez I, stickin’ out my 
chest an’ putting my thumbs in the 
arm-holes of my vest. “Certainly, sir 
—that’s what I figured.” 

“That’s what you what?’ sez he. 


And the Boss Was “Sold” 


“Just step outside,” sez I, “‘an’ I’ll 
give you the low down.” So we goes 
out an’ when the boss seez the win- 
dow it knocks him cold, an’ he’s so 
impressed that he can’t hardly talk 
for a moment, then he puts his arm 
around me an’ sez: “Jimmy, you’re all 
your mother’s imagination paints 
you—no foolin.” An’ before we close 
up that night he has something in 
his cash register making a noise like 
a flock of ducats talkin’ Turkey. 

Moral: The fella that gits up the 
Dealer’s Sales Helps was a pretty 
wise guy— if you don’t believe it just 
put a few in your window and find 


out. 
JIMMIE DORGAN. 
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WELL KID, WHATS 
ON YOUR MIND 
TODAY ? 
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Words Which Do Mol T3clong 





ina Saleo “Talk 


old son to a nearby store for some tools and ac- 

cessories to be used in a hurry-up job around the 
home. The boy was gone for nearly an hour, and 
when he returned his father asked the cause of the 
delay. “Well,” was the answer, “I had to go clear 
over to Baxter Street for the things you wanted.” 
‘Didn’t Jones have them?” my friend inquired. 
“Ye-es, I guess he did,” stammered the boy, “but I 
didn’t like the way they treated me. You see, I went 
there first, and after I stood around for five or ten 
minutes while the clerks were talking, that tall one 
walked over, gave me a cranky look and said, ‘Well, 
kid, what’s on your mind today?’ He said it as if he 
was mad because I came in, and it made me sore, so 
I said ‘Nothin’’ and walked out. That’s why I had to 
go over to Barton’s.” 

After the boy had left us, my friend remarked, “I 
don’t blame the boy at all. He’s sixteen years old— 
long pants and everything—and he thinks he’s a man. 
That’s the way I want him to feel. When the clerk 
treated him as a bothersome youngster it hurt his 
pride. I rather think I’ll be going over to Barton’s 
myself after this.” Then as an afterthought he re- 
marked: “Why is it that people selling goods use so 
little tact? With plenty of good words at hand, why 
did that fellow pick out one like ‘kid’?” 

Why indeed! There are plenty of goods words and 
proper expressions which cannot possibly give offense. 
Likewise there are many words, phrases and expres- 
sions which do not belong in a sales talk. 

When addressing the younger set, it is just as easy 
to say “young man” or “mister” as it is to say “kid,” 
and the effect is much better. 

With the above incident in mind, I made a canvass 
of several stores in various towns and cities. Here 
are a few words and expressions I heard which have 
no place in a selling vocabulary: “Old man, “jay,” 
“boob,” “ouy,” “ube.” 

‘Here’s some swell stuff for a fishing trip.” 

“This way, lady.” 

“This is awfully good.” 

“Here’s the niftiest thing in reels that ever came 
down the pike.” 


\ FRIEND of mine recently sent his sixteen-year- 


“We put through a good deal when we bought this 
stuff.” 

“We’ve got some of the classiest glassware you ever 
saw. It knocks ’em dead.” 

The last remark was made to a kindly faced, digni- 
fied old lady, who evidently failed to see any connec- 
tion between glassware and “knocking ’em dead.” 
Needless to say, she did not buy anything. 

Most of the expressions given above are objection- 
able because the words used are in poor taste. There 
are other words, however, which merely reflect lack 
of judgment. Among these is the word “cheap.” It 
rarely, if ever, has any place in a sales talk. - It is 
much better to refer to an article as “inexpensive” or 
“low priced.” The salesman might also reverse his 
attack by referring to an article as of “high value at 
moderate expense.” The word “cheap” is often in- 
terpreted as meaning poor quality, and it is never wise 
to suggest that the store carries anything which is 
lacking in quality. 

It reflects equally poor judgment on the part of the 
salesman when he uses the expression “just as good.” 
It sounds like a subterfuge, and usually creates sus- 
picion and resentment in the mind of the customer. 

Only recently I heard a salesman say to a woman 
customer, “If you use this dish mop your hands won’t 
be so rough.” She glanced covertly at her hands, 
drew them quickly out of sight and left without buy- 
ing. He might just as well have said, “If you use this 
dish mop, you will find it easy to keep your hands soft 
and smooth.” 

Last, but not least, the salesman should pay marked 
attention to the proper pronunciation of words, par- 
ticularly names of persons and places. For example, 
Houston, Texas, is pronounced Hewston, while Hous- 
ton Street, New York, is known as House-ton. The 
mispronouncing of local names always grates on the 
customer’s nerves and takes his thoughts from the 


article to be sold. 
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Box Strapping Reduces Freight 
Loss and Damage 65% 


Railways Will Conduct Campaign in June to Induce 
Shippers to Increase Use of Metal Straps 
on Wooden Boxes 





railways of the United States strapping question, nor were we “Amounting to $5,000,000 in 1923, 
and Canada will conduct a guided by our own opinions. We these claims were $9,000,000 less 
campaign for the purpose of in- had claim prevention’ specialists than for 1921, and there was also a 
ducing shippers to protect their consult prominent shippers in every substantial decrease ‘in ordinary 
packages by increasing the use of part of the country. This investiga- damage to merchandise, due in part 
box strapping. During the past two tion developed that the adoption of to the greater number of strap re- 
years the increased use of box strap- steel binder reinforcement practi- inforced containers in general use. 
ping as a means of reinforcing and cally eliminated loss and damage for “The inspection bureaus and pre- 
protecting packages against ordi- many shippers, and the average vention departments had a big part 
nary damage and especially against estimate of its effect upon pilferage in this improvement by inducing 
pilferage has been one of the chief and damage was that it reduced shippers of high grade merchandise 
factors in bringing about a reduc- those items from 50 to 75 per cent.” to adopt box strapping. The good 
tion of loss and damage claims, on In announcing the campaign to in- work is going on, but it is believed 
less than carload freight, of approxi- crease the use of box strapping the that new interest can be aroused and 
mately 65 per cent. American Railway Association, after an impetus given to the efforts to 
A. L. Green of the Freight Claim pointing out that the increase in the increase the use of strap by means 
Division, American Railway Asso- use of box strapping has been an of a special drive in which the wire 
ciation, says: “When the national important factor in the reduction of and strap manufacturers will co- 
campaign for improved freight serv- 65 per cent in claims for pilferage of operate with special advertising. 
ice was begun about three years ago, merchandise in the last two years, “The day of big slashes in the 


1) sates the month of June the we did not take any hearsay on the continues with the statement that: 





AMOUNT OF EVERY DOLLAR OF FREIGHT REVENUB PAID FOR LOSS AND DAMAGE FREIGHT—IN CENTS 
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Entire Package 


Un) goated Loss 
$4002, 22! 





Unlocated Damage 
$7,707,947 





$0,095,212 


Bureau of Railway Economics, Washington, D. C., March, 1924, Exhibit 6 


claim account has probably gone by. 
From now on successful prevention 
will be more of a persevering effort, 
with considerable attention to de- 
tail. One of the most fertile fields 
for effecting further savings, and 
providing more satisfactory service, 
lies in the direction of container 
protection against damage and pil- 
ferage.” : 

This campaign for the increased 
use of box strapping has been semi- 
officially indorsed by the Depart- 
ment of Commerce. In a letter to 
Lewis Pilcher, secretary of the 
American Railway Association, J. F. 
Keeley, assistant chief, Transporta- 
tion Division, Department of Com- 


merce, on April 9 last wrote: 

“As you are aware, we have con- 
sistently advocated the use of box 
strapping, not alone as a means of 
preventing pilferage, but also as 
making the containers more secure, 
permitting a reduction in their tare 
weight and thus resulting in econo- 
mies which more than offset the 
slight additional cost in the applica- 
tion of the strapping. In the next 
issue of Commerce Reports we are 
carrying an item on this subject 
which was prepared before receipt 
of your bulletin, and you can count 
on our cooperation in your campaign 
to the fullest extent possible. 

“It seems to me that the point 
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must be made to convince the aver- 
age shipper it is not that box strap- 
ping will prevent claims against the 
railroad companies but rather that 
it permits a reduction in the weight 
of the container and correspondingly 
in freight cost; that it will reduce 
to a minimum tthe possibilities of 
theft and pilferage and will insure 
the arrival of goods at the cus- 
tomer’s warehouse in salable con- 
dition. As you know, one of the 
things most overlooked by shippers 
and consignees in this respect is the 
loss of profits on lost or damaged 
goods. These are all points that we 
have tried to bring out and usually 
they meet with favor, since they 
appeal to the self-interests of the 
shippers and consignees. 

“In our campaign for better pack- 
ing the Transportation Division has 
prepared a number of slides, and 
illustrated lectures have been given 
at several of the larger shipping 
points, the last being at Cleveland 
on April 8 at a large foreign trade 
meeting held there under the aus- 
pices of the Chamber of Commerce. 
In all these talks the advantages of 
strapping cases are emphasized. 

“We wish you every success in 
your coming campaign,” the letter 
concludes, “and suggest for a slogan 
‘Strap to Save.’ ” 

For those who may be interested 
in obtaining additional information 
about this campaign this June, liter- 
ature may be obtained from the 
Freight Claim Division of the 
American Railway Association, 431 
South Dearborn Street, Chicago, IIl. 
The association has prepared a spe- 
cial circular on box strapping in 
which are given the tensile strength 
of strapping, a chart showing rec- 
ommended sizes of flat metal straps 
for nailed. wooden boxes, and data 
relating to the number, size, posi- 
tion and application of straps. In 
certain definite respects this is a 
campaign in which the hardware 
trade may take an active and a 
profitable part. 
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Window display used by J. R. Sower, Frankfort, Ky., during National Baseball Week .which 
brought not only praise from the local papers but profits to the store 





How Sower Sowed Good Will 
in Frankfort, Ky. 


NYTHING that succeeds in 
AN gaining the good will of the 
. younger generation may be 
regarded as mighty good business 
for it pays dividends not only in the 
present but in the future as well. 
J. R. Sower of Frankfort, Ky., suc- 
ceeded in gaining the good will of 
the entire local high school a year 
ago and in so doing did a fine bit 
of work for the entire community. 
Here’s the ’story: 

Mr. Sower has been interested in 
athletics since the days in which he 
went to school. He carried this in- 
terest with him through high school 
and through his years at college. He 
carries a full stock of seasonable 
sporting goods for the full twelve 
months of the year and he is more- 
over an ardent supporter of all local 
athletic movements. It’s not only a 
case of interest with Mr. Sower but 
it’s mighty good business as well. 

Last year he came to the rescue 
of the local board of education and 
succeeded in endearing himself to 
the high school students in the follow- 
ing manner: The board of education 
had received notice that the athletic 
field used by the local high school 
was in danger of being used for 
other purposes. This meant that 


the high school athletes would be 
without an athletic field. A meeting 
of citizens was held in the Frankfort 
Y, M. C. A. to decide what steps 
should be taken in the matter. It 
was the consensus of opinion that a 
field should be obtained, as it was 
held that the promotion of athletics 
would result in a considerable number 
of boys and girls remaining in high 
school and would be thoroughly worth 
while in every way. 

Mr. Sower was in attendance at 
the meeting and was appointed a 
member of a committee to devise 
ways and means of obtaining an 
athletic field. 


The “Sower Athletic Field” 


After a thorough canvass had been 
made it seemed that the possibilities 
of obtaining a field were exceedingly 
slim. Mr. Sower, however, came for- 
ward generously and agreed to pur- 
chase a field for the school. Accord- 
ingly the purchase was made and the 
field was deeded to the board of edu- 
cation on condition that it be used 
solely for an athletic field. The 
board reciprocated by naming the 
field “The Sower Athletic Field.” 

The entire population of Frank- 
fort got behind the movement aad a 


committee was appointed to canvass 
the town for the necessary subscrip- 
tions in order to improve and equip 
the field with all the latest athletic 
appliances. The work is practically 
finished and the field now has a 
grandstand capable of seating 2500 
people. This stand is equipped with 
all necessary shower baths, players’ 
rest rooms, toilets, etc., for both 
local and visiting teams. ‘The field 
proper consists of a running track, 
baseball diamond, football field and 
is the most up to date and complete 
high school athletic field in the State 
of Kentucky. 

The school boards of both the city 
and parochial schools and the citizens 
of Frankfort were extremely appre- 
ciative of the fine results which had 
been obtained as the result of the 
initial efforts on the part of Mr. 
Sower. 

The accompanying illustration 
shows a window display used by 
Mr. Sower during National Baseball 
Week. This display evoked consid- 
erable comment in the local press 
and both Mr. Sower and two of his 
employees, Lewis Peyton and Ernest 
L. Kernen, were the recipients of 
many expressions of a complimentary 
nature regarding its appearance. 
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By 
Saunders 
Norvell 


HE success of a large business depends more on 
“good service” than any other factor, To build 
up service one must have, first, experienced, 

practical men, and then, a good organization. Every 
detail of every job should be organized, Every clerk 
should know his duties. This takes an immense amount 
of labor in building the organization, but it all comes 
back in “smooth running” afterward. One cannot 
count on hit-or-miss methods in handling thousands 
of accounts. The building of an efficient organization 
means years of patient toil. It is a matter of natural 
selection. It cannot be hurried. When such an or- 
ganization is once built, it requires constant care to 
keep it running right. It is like a finely adjusted 
watch. Then what a crime is committed when some 
inexperienced management allows such an organization 
to fall to pieces! 

Our mail-order business increased wonderfully. 
Customers found they could get intelligent service 
and the right prices. At first our salesmen, especially 
the “old guard,” were suspicious of the new mail-order 
work. Some 6ld salesmen were openly opposed to our 
work. We had several clashes, but by patience and 
tact we won them over, and as they saw the improved 
service they found out good mail-order service helped 
them hold their accounts, So their opposition finally 
changed into hearty cooperation. 


Plenty of Circularizing Done 


This mail-order work led to a lot of circularizing, 
letter writing and catalog work—both large catalogs 
and small departmental ones. 

In one of my circular, typewritten, personal letters, 
sent out State by State, I asked the dealer to give us 
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Handling 
Mail-Order 
Customers 
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“Outside of that don’t you think I’m all right?” 


suggestions about handling mail orders. I inclosed 
a stamped, addressed envelope for answer. One dealer 
in Arkansas wrote: “l am really very sorry for you 
and wish I could help you out of your mail-order 
troubles, but, unfortunately, J do not know anything 
about the hardware business, either.” 


Taking Care of Answers 


Answers came to us by hundreds, and then these 
answers were taken up personally. Many dealers 
wrote that they wished to buy from us, but our sales- 
man did not call. Others wrote that they did not like 
our salesman, but would buy by mail. Others wrote 
that our prices were not right, and then they would 
ask quotations. The work of answering all this mail 
took several men, and it was found that mail-order 
development work was a great help to the general pro- 
gram of increasing sales. 

Please remember that this work was being done 
from 1893 to 1901, when direct mail-order work was 
almost unknown to the trade. 

Again, this was only a development of similar work 
I did in Colorado with the assistance of one intelligent 
woman. 

Also, having learned in Colorado the advantage of 
“collective cars,” I started a systematic campaign all 
over the country through our salesmen of making up 
collective cars of screen doors, refrigerators, wire 
cloth, and many other goods. These things largely 
increased our sales and naturally entailed an immense 
amount of work, 

Then we were constantly developing new territories. 
This was done by placing salesmen on territories we 
had never covered. Our usual plan was to hire a 
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salesman who had a trade built up in this new terri- 
tory for us. We obtained these salesmen in various 
ways. Sometimes they wrote, asking a position. At 
others, our own men recommended them. Often we 
sent out our house boys. 


Rules for Hiring Salesmen 


Experience taught us to follow certain general rules 
in hiring salesmen. Here are a few of them: 

(1) Always have the applicant come to see you so 
you can look him over. Never hire a salesman by 
correspondence only. 

(2) Size up the applicant as to whether he is honest 
or not. E. C. Simmons was very fond of telling the 
following story: He said a salesman applied to him 
by letter for a position. He gave his references, When 
the answers were received they were not at all favor- 
able. Finally this salesman called in person. Mr. 
Simmons said to him: “I have written to your refer- 
ence, and to be perfectly frank, they write that you are 
a thief, a liar, a gambler and a drunkard.” An ex- 
pression of pain came over the face of the applicant 
for the position and then he inquired, “But don’t you 
think in other respects I am all right?” 

(3) Study the applicant’s eyesight. I have known 
men to be hired who were almost blind. Do you know 
that the mistakes in making prices and in writing up 
orders made by many salesmen are caused by the fact 
that they cannot see? You can generally notice those 
who have very poor eyesight, because they hesitate in 
walking. 

(4) Study the applicant’s hearing. There are deaf 
salesmen who conceal their deafness. Usually you can 
tell a deaf person, because, strange to say, a deaf per- 
son speaks in a very low voice. 

(5) Test out the applicant’s memory. One of the 
greatest dangers in employing men as salesmen, either 
for the road or in a retail store, is to get a man with 
a blank memory. This i8 very dangerous, because the 











“Haven’t you a d—d thing to ao but watch me, every day” 


lack of memory is not immediately apparent, A re- 
member one case where I employed a man of unusually 
pleasing appearance, I thought to myself':“Well, this 
fellow is a winner.” Then we had him spend a week 
in the house posting up on our various lines. Follow- 
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ing my custom, at the end of the week I had him come 
to my office and I asked him questions about our 
goods. I was astounded to find that this young fellow 
after a week with our buyers did not seem to have 
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“Our salesmen brought in good customers as our guests’ 


gathered any information whatsoever. For instance, 
I said: “How do you like our line of enamel ware?” 
“Oh,” he answered, “it is a very nice line. It should 
sell very well, indeed.” “Well,” said I, casually, “what 
is the name of the line?” He stopped and thought, 
and finally said he could not exactly remember. Then 
I asked him the names of the different buyers he 
had been working with throughout the week. He 
remembered only one or two of them. I then asked 
him a few general questions, such as the name of 
the Secretary of State of the United States. This 
very intelligent-looking young fellow actually did not 
remember anything. His mind was almost a complete 
vacuum. We promptly paid him a month’s salary and 
bade him good-bye. Jt is absolutely impossible to work 
with people without memories. In those days we 
selected our salesmen very carefully, because we put 
in a great deal of work training the salesmen, and, 
of course, if you picked up the wrong kind of raw 
material, your work was wasted. 

_ (6) Look carefully into the applicant’s record for 
illness. 

(7) Never hire a drinking man—not even a moder- 
ate drinker, 

(8) Never hire a man with a large family at a small 
salary. 

(9) Never hire a ci dhiatiin man to travel on a 
southern territory. 

(10) Hire a German for a German territory, a 
Frenchman in Louisiana, etc. 

We never had any luck with salesmen who advertise 
for jobs. As a general rule you can put it down that 
every good man has a job and is not usually hunting 
for another. You have to hunt him. 


Following Up the New Men 


In handling the various salesmen—we then had 
about 250—I followed the plan of devoting most of 


my attention to new men, new territories and weak 


territories. A number of our steady regulars needed 
no attention at all. They knew what to do and did it. 
All they wanted was the right kind of ammunition. 

I remember one case where a new salesman, after 
having been out two months and having heard from me 
with great frequency, walked in, set down his grip, 
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looked at me with an indignant expression, and hissed 
out in my face: “Haven’t you a d——d thing to do 
but watch me every day and follow up my work?” The 
joke is, I had not devoted very much time to him, but 
my system had. My assistants examined his orders 
and passed up their comments to me. From these 
comments I wrote the letters. I showed this young 
man the system. He scratched his head and remarked: 
“This is sure no place for a salesman who loves the 
pleasures of life.” I.intimated to him that we were 
not trying to run a pleasure bureau for his particular 
benefit. 


Time-after time it was proved that cut prices alone 


would not get business. In one case a salesman on a 
new -territory was always complaining of his price 
competition. Just as an experiment I gave him the 
authority to sell his goods at COST for thirty days to 
see if he could “break in” to the trade. He sold only 
a few goods. He showed my letter and he quoted cut 
prices. The trade either did not believe him or they 
just laughed. They missed some bargains. 

For several years we had salesmen follow a regular 
plan of bringing good customers to St. Louis as our 
guests. This plan worked well. It brought the house 
and customer in closer personal contact. 

I found that most sales managers talk to the sales- 
man too much. I drew out the salesman and found 
out what he knew and didn’t know. By this plan I 
found out our salesmen had a great many ideas that 
were all wrong. It was then I discovered the fact that 
when people believe a thing that is wrong, it is just 
the same as truth to them, and you can only discover 
what people do think by getting them to talk. 

When a salesman did very well on a territory, we 
would send him a helper from the house and he would 
almost double his sales. Put it down as a maxim that 
where there is good business there is more business. 
More money can be made following up swccess than fol- 
lowing up failure. What I mean is this: If you are 
doing business in New York and it is a matter of pride 
with you that you wish to work up a fine trade in the 
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vicinity of Portland, Ore., you 'may make failure after 
failure in that territory. All these failures cost a lot 
of money. I have known houses that asa matter of 
pride determined to sell goods in a certain territory 
whether they could make money in it or not. They 
refused to be beaten. When I found that certain terri- 
tories for some reasons were practically impossible, I 
rather let them rest urtil I could get through assimi- 
lating the cream out of the territories that came 
easier. As a sales manager it was always my policy to 
crowd success to the very limit. | 

I believe from a practical standpoint of profits for 
stockholders that there is a good deal of wisdom in 
what I am now writing. However, sometimes busi- 
nesses are not run for practical reasons, but for the 
reason, as Solomon discovered, that “Vanity, vanity, 
all is vanity.” - 

In 1899 I went to Europe for the first time, and sold 
goods in France and England. This trip was valuable 
to me, because I made up my mind a JOBBER had no 
business trying to get foreign trade, and afterward ,in 
my own business, I never attempted to go after foreign 
business, I am sure this saved our house many thou- 
sands of dollars. A whole chapter could be written on 
foreign selling. Every year American houses are 
wasting money taking a shot at foreign trade. Unless 
you are equipped to do a foreign business right and 
unless you are willing to stay with it, you had better 
leave foreign business alone. 

No doubt you realize that all these things took a 
great deal of thought and work. They did. A great 
many of us were devoting our entire lives to this busi- 
ness. We worked night and day and thought and 
talked of little else. It was very interesting, but I 
sometimes wonder if such concentration on business is 
not morally wrong and if those who do it are not made 
to pay for their neglect of other things. There is 
nothing surer in life than the law of compensation. 
Can not one be intemperate and immoral by falling in 
love with a business? 

(To be continued) 





Handy Movable Gounter for Bulk Seeds 


HE seed counter, shown in the accom- 

panying illustration, is something that 
can be used to advantage in any hardware 
store. Drawers opening on both sides 
of the counter accommodate the bulk seeds 
in such a way that it is an easy matter to 
fill the customer’s wants in a short space 
of time. The scales on top of the counter 
serve to hasten the process. 

There is, moreover, plenty of room on 
top for a rack containing seed catalogs 
similar to the one shown or for racks con- 
taining package seeds. The counter is 
mounted on casters and may be moved 
easily from one part of the store to an- 
other. 
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Mosques, 


Minarets 
and 
Marabouts 


By “THE SALES MANAGER” 


Ss. S. “MAJESTIC,” April 9, 1924, Homeward bound. 


4 ARK, lowering skies; lead blue seas. Steady 
1) beating of heart of largest ship in world 
(56,661 tons). Writing in my little cabin. 

Oh, Ghardaia of blue skies and brilliant sunshine, 
of waving palms, of apricot blossoms and unknown 
flowers, of rocky hills surmounted with white, holy 
cities, of slowly moving camel caravans, of dark, 
bearded Arabs in flowing, picturesque robes, of cous- 
cous, mandarins and sweet dates, of long, winding 
roads from oasis to oasis. All is now but a memory! 


A Trip Through the Desert 


We order donkeys night before. Rise early and 
look out of barred window in the French fort 
(bjorg). See five “nightingales of the desert,” 
tended by Arab boys patiently waiting in the court. 
Examine the donkeys and note their curious heavy 
iron bits, made in a circle with a heavy plate be- 
neath. Lower jaw is thrust through this circle and 
the reins of palm fiber are attached to the plate. A 
cruel contrivance, but the Arabs never show any 
mercy to their patient beasts. Saddle consists of 
blankets and rugs piled up about a foot thick. 

After breakfast we line up to mount. A score of 
grave Arabs and some French soldiers stand around 
to see get-away. No stirrups. Miss A. assisted 
aboard by the ever-attentive Mr. B. Makes a pretty 
exhibition of nether extremities to the appreciative 
audience. 

Mrs. A. balks; sun too hot; her delicate physical 
organization could never stand strain. We all insist. 
At last, with the assistance of Mr. A., Mr. B., several 
Arabs and myself, she is elevated upon the rugs on 
top of the largest donkey. Her “piano grands” stick 
out handsomely on either side. One Arab trots 
alongside, holding blue parasol] over her head; an- 
other on the port side supports her with his shoulder. 
We men mount, and as we descénd the hill from 
the fort, listen gleefully to her groans, remon- 
strances and directions. 

Must say saddle very uncomfortable. You feel too 
high up; nothing substantial under one; between 
your knees are pair of large ears; behind, you can 
see nothing; you are top-heavy, expecting to fall off 
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Street in Ghardaia showing mosque in the distance 


every moment, and as one passes Arabs riding along 
so contentedly on their donkeys it seems nothing 
short of miraculous. Must confess as we are cross- 
ing a dry river bottom of rocks just outside the 
city walls, I slip back on my rugs; attempt to hunch 
up forward, when suddenly the girth snaps; I grasp 
frantically at nothing; slip sideways and fall under 
my donkey on the rocks with all my saddle rugs on 
top of me. Loud laughter from my sympathetic 
friends. A bruised knee. Walk rest of journey. 
Note: When you take a donkey journey, put all your 
luggage on the beast, and walk. -It will save both you 
and the donkey. 


A Holy City of the Arabs 


But what a day! What color in the sky, what white 
houses and walls, what green palms! On the way toa 
holy city we pass Arabs in their low black tents. 
Tents not over five feet high. At the gate we throw 
aside our cigars—no smoking allowed. The city 
square. Rest grumbling camels, their loads stacked 
beside them. Climb the narrow streets to the mosque. 
Creaking of well wheels. Scurrying women. When 
caught, they back into doorways, cover their entire 
faces except one eye ard gaze at these strange women 
who expose their faces to men. How demoralizing! 
What is the world coming to? Pass little shops. No 
signs; no advertising; very few goods; meat covered 
with flies; no ice; children blind; children with sore 
eyes covered with flies. 

Hear droning voices of school children in the mosque. 
They sit in the dust around the turbaned, bearded old 
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schoolmaster. He has long cane like a fishing rod 
and so can reach every student in case of insubordina- 
tion. Each scholar has a board on which is written 
his lesson from the Koran. Each lesson is different, 
the younger scholars having an easier lesson. He 
learns it by heart; drones it aloud. So millions of 
children all over the Moslem world are learning to 
read and at the same time learning the religion of 
Mahomet—resignation; fatalism; “Kismet”—it is the 
will of Allah !—and the flies light on the inflamed little 
eyes and are not brushed away. What have religions 
done to this beautiful world of ours? Suppose through 
the ages science had taught all of us cause and effect, 
causes and consequences, the laws under which we live. 
What a different world this would be! Through 
superstition ‘and ignorance in every land, in one form 
or another, humanity goes on bearing its unnecessary 
burden of suffering! 

We climb laboriously up to the top of the mosque’s 
minaret. There we have lovely view of the holy city.and 





other cities on other hills. Concrete couches, where 
one could lie in the shade of the wall, gaze up into the 
blue sky and meditate (if we desired) on the nothing- 
ness of this life, the goodness of Allah—the true and 
only prophet—and the joys coming to us in the world 
to come. All, all negation. Negative salesmanship— 
“You don’t want any goods today, do you?” On the 
way up we pass through rooms, open on all sides, 
where, lying full length on the floor in their long, 
white robes, pale and emaciated, are old, old men. 
Salute them and under their robes is just a sugges- 
tion of a lifted hand. They are daily carried to the 
mosque, where in thought and peace they await the 
end. Wonder what their reveries are—whether of 
the joys to come or perhaps of some of the joys in 
a long distant past. 

How much better one understands the Bible after 
visiting such a land! The shepherd and the sheep. 
We see a shepherd carrying a new-born lamb in his 
bosom. The people sitting on a hillside. Fig trees 
that are sterile and give no fruit. One can see the 
Saviour standing on a hill overlooking Jerusalem 
with outstretched arms and grieving that the people 
would not and could not understand. Two thousand 
years have passed. Still we follow false prophets 
and do not yet understand. 
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Back down the concrete steps through the city to 
our asses in the square. 

On the doorway of almost every house one sees 
the’ imprint of a red hand. It looks as if some giant 
had dipped his hand in red paint and then made his 
impression on the door. I remember several years 
ago seeing this same hand cut in stone over door- 
ways in the architecture of Seville and Granada. I 
am not exactly sure of its significance. 

In Granada I remember I was told that it meant 
the hand of justice, but here in Algeria my chauffeur 
told me the hand was placed on the door with the 
idea of warding off evil spirits. 

1 still walk. At the gate gravely salute a group of 
Arabs by raising my hand, military fashion. They 
likewise raise their brown hands to their eyes. Their 
world and my world—the East and the West—how 
far apart! Stop and light one of the few Coronas 
I have left. How splendidly a good Havana does 
taste in this clear air! 


) 2 of Beni-Isgu- 
en. The dark line 
in front of the city is 
the city wall. Almost 
all of these cities are 
walled and are shut up 
tight at night — you 
can’t get in or out. 


At Ghardaia our guide takes us to call on the 
Caid (Kay-eed), the mayor of the town. Find him 
sitting under an arcade surrounded by a number of 
handsome, well-dressed Arabs. Entire assemblage 
rise and salute with solemn dignity. Caid very 
affable and asks us to have coffee with him after we 
have visited the mosque. Several of the sheiks with 
him fierce-looking fellows, who do not seem so 
friendly, but the Mahommedan religion inculcates 
hospitality and no stranger is ever sent away hungry 
by a true son of Islam. 

At appointed time we climb narrow stairway from 
the street and are shownintoasmallroom. Caid sit- 
ting back of a low, round table. His servants serve 
us coffee in small cups. Then they pass small cakes 
and dates. Only one plate on the table. Our guide 
eats his date and puts the seed on the plate. We 
follow suit. The Arabs reduce life and work to the 
simplest formula. I know it customary to make 
presents. Unfortunately, have nothing. In my 
pocket is handsome, four-bladed “Keen Kutter” 
pocket knife in leather case, sent me at Christmas 
by Colonel Enders of St. Louis. Have an inspira- 
tion. Hand it to guide and ask him to present it 
with my “best” to the Caid. He accepts the present 
with a grave smile, opens its blades. Then, reaching 
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into the voluminous folds of his garment, draws 
out pocketbook and hands me a French copper 
penny. The guide explains it is superstition of the 
desert that a gift of an edged instrument will cut 
friendship. “It’s a small world.” The Caid and I 
formally, with many bows, exchange cards. His card: 


“Yayia Ben Bahamed Balalou 
Officier Du Nichan Iftikhar 
Officier de L’Ordre Leopold II 

Caid 
(M’Zab) Ghardaia.” 

At El ’Hamel we visit a very handsome mosque 
right out in the desert. Taking off our shoes and 
putting on slippers at the door, we enter and listen 
to prayers of the worshippers. Here in the mosque 
we see a handsome tomb where rest the mortal re- 
mains of a very holy Marabout. Several emaciated 


N oasis near Ghar- 

daia. Palm trees 
such as these are high- 
ly valued in the desert. 
They are never cut 
down; when a house is 
built, they build the 
house around the trees. 


Arabs silently follow us around the mosque. Are 
insane and were brought here to be cured. However, 
when we pass out some money, they are not slow to 
grab it and bow their thanks. 

At El ’Hamel we are asked to have coffee with the 
Marabout. A very special honor. He is a very holy 
man and a lineal descendant of one of the four 
wives of Mahomet. We sit around a long table. The 
Marabout presides at the head of the table and is 
attended by a servant who waits only on him. He is 
a heavy-set man, with fine, large, dark eyes, a Roman 
nose, and a black, flowing beard. His manner very 
grave and dignified. Through our guide, tell him 
we are from far-off America and we think his coun- 
try very beautiful. He bows gravely and answers in 
‘Arabic that here in the desert they live a very quiet, 
simple life and are not troubled with many of our 
modern “improvements.” Think he “nassed us one!” 

Then we stoop and enter a low doorway. See a 
“priest” and he shows us a book, hand-written, in 
Arabic. It is very old and no doubt is his stock in 
trade. No signs of any modern writing implements. 

Sunset as we enter our car to depart. Shall never 
forget picture. Around us, the purple hills; back of 
them, the red glow on the sky; silhouetted against 
this red sky, the dome of the mosque; just over us 
some hundred silent figures in their gray-white 


HARDWARE AGE 83 


robes, standing without movement, like figures in a 
painting by Doré. Not a word spoken; not a sound 
but the whirring engine of our car, but one has the 
feeling of all these hooded eyes fixed upon the in- 
fidels who come from over far seas to desecrate the 
places of worship of Allah and Mahomet, his prophet. 
There is certainly “atmosphere” in the desert. Even 
Mrs. A. silent on the drive back to our hotel, and 
I trust for a brief space has forgotten all her 
maladies. 

Note: The French deserve great credit for work 
they are doing in Algiers and Morocco. They have 
built splendid military roads all through the coun- 
try. One striking thing is the fact that when they 
start building in an Arab town, they do not tear 
down the old town. They allow the old town to 
stand just as it has been for centuries. .They sim- 
ply build a wall with gates and then start a new 
town next to the old town. This not only preserves 





the old town of the Arabs, but it shows the Arabs 
by example how they can.improve in their building. 

Our trip took us straight southward 500 miles into 
the desert. You could get all of the desert atmos- 
phere without taking such a long trip into the desert. 
I would suggest that after reaching Algiers, instead 
of doing as we did, you continue your journey either 
by rail or by motor buses to Biskra, Touggourt, and 
then back to the remarkable Roman ruins at Timgad 
and Constantine. 

It is in this neighborhood you will also find the 
ruins of the ancient city of Carthage that, you will 
remember, was for so many centuries the rival of 
Rome. It was here that Dido sang and Hamilcar and 
Hannibal became the great leaders of the Cartha- 
ginians. It is an interesting fact that is proved by 
the ancient stone work along the sea that the 
Mediterranean at Carthage has risen some ten feet 
since the days of Hannibal. 

If you continue your journey you will reach the 
interesting city of Tunis. From here you can either 
take a steamer for Marseilles and return home by 
way of Paris, or, if you have time, you can continue 
your wanderings over to nearby Sicily. From there, 
if your time and pocketbook hold out, you can drift 
on to Cairo, visiting the Egyptian temples of Luxor 
and Carnac and paying a visit to King Tut. 














84 





Orter*s sotverteria coer **ePOeedet tee Debs: ORREDEbEE 


HARDWARE: AGE 


May 8, 1924 





TTTEPT itl LLL LLL 








CURRENT NEWS 














of State Governors on Radio Tax 


Telegrams urging governors of States 
to make known their attitude on the 
proposed 10 per cent tax on radio appa- 
ratus were sent by the National Radio 
Chamber of Commerce, 165 Broadway, 
New York City, following the receipt 
of a flood of additional protests from 
all parts of the country against the 
contemplated levy. 

The telegrams to the governors which 
were signed by William H. Davis, presi- 
dent of the Chamber, directed attention 
to these protests, and compared the 
free, beneficial service of radio to the 
postal service and the rural free de- 
livery. The telegrams sent to the gov- 
ernors were as follows: 

“Communications from every part of 





the country show deep personal resent- 
ment against proposed 10 per cent radio 
tax because it is a new nuisance tax 
and, above all, because radio broadcast- 
ing is a great, free beneficial service 
making for a more perfect union and as 
much to be encouraged as the postal 
service and the rural free delivery. Will 
you please wire us, collect, your views?” 
The National Radio Chamber of Com- 
merce is a non-partisan, non-commer- 
cial organization representing the pub- 
lic, as well as all classes in the radio 
industry. A special committee, known 
as the Emergency Radio Tax Commit- 
tee, was created by the Chamber to as- 
sist in meeting the nationwide problems 
growing out of the proposed tax. 





Wickwire Spencer Enlarges 
Manufacturing Facilities 


For the purpose of increasing its 
output of round and fiat tinned book- 
binder wire, the Wickwire Spencer Steel 
Corporation, 41 East Forty-second 
Street, New York City, has recently in- 
creased its manufacturing facilities. 
The company states that it is now in 
a teresa to ship promptly either in 
coils 


to fit its detachable spools or on |. 


the regulation five-pound spool. 


Wellston Mfg. Co. Builds 


The Wellston Mfg. Co., Wellston, 
Ohio, has recently constructed two new 
buildings and added considerable equip- 
ment to be used in increasing produc- 
tion on Revolvo bins and cases and 
other products. A complete storage 
and enameling plant, new foundry, and 
new woodworking plant are included 
in the improvements.- The company 
contemplates further additions in the 
next two years. 





Tri-State Ass’n Organizing 


At a preliminary organization com- 
mittee meeting of the Tri-State Hard- 
ware Dealers’ Association, held in Iron- 
ton, Ohio, April 25, it was decided to 
eall a general meeting of eligible re- 
tailers early in May. This new asso- 
ciation will include dealers from Ohio, 
Kentucky and West Virginia. 





C. M. Johnson, Rush City, Minn., 
to Run for Governor 


Announcement has been made that 
Curtis M. Johnson, hardware dealer, 
Rush City, Minn., has filed nomination 
papers for Governor of his State. Mr. 
Johnson has appeared before many of 
the hardware conventions and is well 
known to the trade not only for his 
ability as a speaker, but for his busi- 
ness principles and practices. 








Mr. Johnson has served his State 
association and has been president of 
the National Federation of Implement 
Dealers’ Associations. For several 
years he has been chairman of the 
Minnesota State Board of Agriculture, 
and in that capacity had general super- 
vision of the State fair. 


Peck, Stow & Wilcox Co. 
Expands in Cleveland 


The Peck, Stow & Wilcox Co., South- 
ington, Conn., and Cleveland, Ohio, has 
placed a contract for the erection of 
two new industrial buildings for the 
Cleveland plant. H. K. Ferguson Co., 
Cleveland, will be in charge of con- 
struction. and will cost, it is said, in 
the neighborhood of $60,000. The ad- 
ditions are to be made on the same 
site with other Cleveland plant build- 
ings and will be under the management 
of O. J. Blank. 


J. T. Shelton Heads Corbin 
N. Y. Office 


J. T. Shelton, who has been con- 
nected with the Corbin Screw Corpo- 
ration, New Britain, Conn., for twenty- 
five years, fifteen as assistant to Wil- 
liam Bishop, who recently retired as 
manager of the New York office, has 
succeeded Mr. Bishop in that capacity. 











Ohio Ass’n 1924 Year Book 


The Ohio Hardware Association has 
issued its 1924 Year Book containing 
a detailed report of the current annual 
convention with full text of the talks 
made by Llew S. Soule. editor of Harp- 
WARE AGE; Dr. Paul W. Ivey, George 
Pfarr, retiring president; W. H. Farley, 
National Cash Register Co., and others 
on the program. Pictures of officers 
and directors are shown. The booklet 
was compiled and edited. by Secretary 
James B. Carson, Dayton, Ohio. 





Mueller Heads.N. Y. Sales for 
Congoleum Co., Inc. 


Fred Mueller, formerly manager of 
the Chicago office of the Congoleum 
Co., Inc., manufacturer of floor cover- 
ings, Philadelphia, Pa., has recently 
been promoted district sales manager 
at the company’s New York office, suc- 
ceeding W. J. Semlow, recently re- 
signed. W. B. Mueller, who has been 
assistant to his brother and acting 
manager of the Chicago district, be- 
comes district manager at Chicago. 

Another recent promotion in the com- 
pany is that of C. A. Williams to dis- 
trict manager of the Dallas branch. 
Mr. Williams has been with the organ- 
ization several years; first as office 
manager at Dallas and since December 
as acting district manager. 





Peerless Level & Tool Co. 
Expanding 

. The Peerless Level & Tool Co., 
Sterling, Ill., has started the erection 
of a new building which it hopes to 
occupy by July 15. The structure is 
modern construction, 100 by 127 ft. 
with provision for adequate daylight. 
A modern dry kiln is being constructed 
in the building so that the company can 
handle all of its own lumber, etc. 

The company reports that it is very 
busy taking care of the business in 
temporary quarters which were neces- 
sitated because of a recent fire. 





Paine Co. in Larger Plant 


The Paine Co., Chicago, manufactur- 
ers of stove bolts, toggle bolts, per- 
forated strip iron conduit hangers, out- 
let box hangers, etc., are now located 
at 2947 Carroll Avenue. Due to the 
volume of business it was necessary to 
secure larger quarters. which were pur- 
chased at the above address. The build- 
ing is 40 by 80 ft., one-story with base- 
ment and additional warehousing facili- 
ties in the immediate vicinity. The in- 
creased space has permitted of a three 
time increase in production with a 
doubling of the working force. 





Cleveland Salesmen Dance 


May 8 

The Cleveland Save the Surface 
Salesmen’s Club, will hold another 
dance on May 8. Further details will 
be announced later. Interested dealers 
may communicate with paint salesmen 
or direct to Tom Koffey, care Hale & 
Holmes, Cleveland. 





Sweeney Sails for Europe 


Patrick Sweeney, treasurer and gen- 
eral manager of the Continental Wood 
Screw Co., New Bedford, Mass., sailed 
on the Majestic on April 26 for a trip 
to Europe. 
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Fred Edson Muzzy 


Fred Edson Muzzy, former vice- 
president of the J. Stevens Arms & 
Tool Co., Chicopee Falls, Mass., now 
operated as a subsidiary of the Savage 
Arms Corporation, Utica, Y., and 
prominently identified with various 
pusiness enterprises in Springfield and 
Nova Scotia, died at his home in 
Springfield, Mass., April 23, of cerebral 
apoplexy. 

Mr. Muzzy, who was in his sixty- 
second year, was born Sept. 7, 1861, in 
Jamaica, Vt. Four years later his 
parents moved to a farm near Geneseo, 
{ll., where he lived until he was twenty- 
one years old. 

In 1886 he took his first position as 
a traveling salesman with the Hicks 
Trask Hardware Co. of Aberdeen, S. D. 
A year later he became connected with 
A. F. Seeberger & Co. of Chicago, re- 
maining there two years, after which 
he joined the Simmons Hardware Co. 
of St. Louis. He remained with that 
company eleven years, leaving to be- 
come associated with the J. Stevens 
Arms & Tool Co. of Chicopee Falls, 
and remained there eight years, during 
which time he became vice-president 
and general manager. 

Close application to his duties, how- 
ever, caused ill health and he found 
it necessary to give up his work. Al- 
though the physicians said that he 
would not recover at that time, his 
health became better and since then 
he has traveled much. 

Mr. Muzzy leaves one brother, G. R. 
Muzzy of Chicago, and one sister, Mrs. 
R. B. Lyon of Geneseo, III. 





William H. Onions 


As HARDWARE AGE goes to press an- 
nouncement is received of the death of 
William H. Onions, president of the 
Southern California Retail Hardware 
— Mr. Onions died on April 





Herman F. Haessler 


Herman F. Haessler, 59, president 
of the hardware company bearing his 
name and a lifetime resident of Mil- 
waukee, Wis., died at his home April 
22, after a short illness. 

Mr. Haessler had been in the hard- 
ware business for forty years, having 
started as a clerk with Phillip Gross 
Co. He became associated with A. L. 
Kiefer in 1907, when they established 
‘the firm of Kiefer-Haessler. In 1919 
he established his own business at 134- 
136 Mason Street. Surviving him are 
his wife, two sons, Carl and Walter, 
and four daughters, Clara, Gertrude, 
Helen and Dorothy. : 





Save the Surface Campaign 
for Finland 


For the purpose of acquiring an in- 





Surface Campaign similar to that in 
this country, U. Khury, one of the lead- 
ing paint and varnish manufacturers 


in Finland, is now visiting this country. |. 


Mr. Khury, who is president of three 
different firms in Finland, is the agent 
for E. I. duPont deNemours & Co. 

Commenting on conditions, Mr. 
Khury expressed the view that the 
paint and varnish trade in its adver- 
tising and selling methods is way ahead 
of the practices in vogue in Europe. 
He says that the greatest paint and 
varnish year was 1915, and that busi- 
ness has never come back since the 
war. 


Reading Hardware Co. 
Buys Building in Chicago 


The Reading Hardware Co., Reading, 
Pa., has purchased through their local 
manager, H. B. Macrae, a building at 
311-315 West Lake St., Chicago. The 
building is four stories high and meas- 
ures 20 by 180. Due to existing leases 
the Chicago office will not be moved 
from its present quarters at 117 West 
Lake Street this year. 

In the meantime extensive alterations 
will be made on the new property to 
bring it up to the standard required by 
the company and make it a counterpart 
+4 4 houses in Philadelphia and New 

ork. 


Accessories Mfrs. Advise 
Cautious Buying 


“The automotive business from an 
accessory manufacturer’s’§ standpoint 
shows little improvement since last 
month,” says G. Brewer Griffin, presi- 
dent of the Motor and Accessory Manu- 
facturers’ Association, in summing up 
the conclusions reached by the directors 
at a recent meeting. “But we believe 
the entire year will show an output of 
vehicles about in line with the estimates 
of the association made at the begin- 
ning of the year, which were set then 
at between three and three million five 
hundred thousand, unless some un- 
foreseen developments materialize. We 
are cautioning members not to commit 
themselves for materials and parts be- 
yond firm orders from their customers, 
where parts or devices are in any sense 
special, or beyond sixty days’ stock, in 
advance of safe estimated sales in any 
case with manufactured products.” 





Cunningham Bros. Open Store 


A retail hardware store is to be 
opened in Corsicana, Tex., about Sept. 
1, to be operated under the name of 
Cunningham Bros. The company is 
desirous of receiving catalogs from 
manufacturers of hardware and 
kindred lines. 





Meet in Detroit 
June 3 and 4 


The third annual conference of the 
advertising managers and the sales 
managers of the paint, oil and varnish 
industry will be held at the Hotel Stat- 
ler, Detroit, Mich., June 3 and 4. The 
meetings of each group will be open to 
both sales and advertising managers. 

O. C. Harn, chairman of the adver- 
tising managers’ committee, and S. B 
Woodbridge, chairman of the sales man- 
agers’ council, have made arrangements 
so as to avoid duplication of subjects, 
and in so doing, it is said, they have 
been able to secure the services of some 
of the best qualified men in the industry 
to present a variety of subjects. 

One of the features this year will be 
a question box and the questions sub- 
mitted wilk be informally discussed. 
The committees in charge of the con- 
ferences are endeavoring to have as 
many manufacturers as possible be rep- 
resented by their sales and advertising 
departments. 

The Detroit Paint, Oil and Varnish 
Club will hold a smoker on the evening 
of June 3 so that all the visiting dele- 
gates may have an opportunity to be- 
come acquainted with members of the 
Detroit paint trade. 

Arthur M. East, business manager of 
the Save the Surface Campaign, in 
speaking about the Detroit conferences 
says: “The success of the advertising 
conference, June 3, and of the sales 
conference, June 4, depends upon a rep- 
resentative attendance. These confer- 
ences are being held solely for the pur- 
pose of making a bigger and better 
paint and varnish industry. The at- 
tendance will depend largely on the im- 
portance which the trade places in these 
meetings.” 


Chicago Hardware Club 


to Move 


At a meeting of directors and mem- 
bers of the Hardware Club of Chicago 
it was decided to keep the club intact 
and to move to other quarters. The 
present club location in the State-Lake 
Building was secured under very favor- 
able terms, but the rental costs of this 
particular neighborhood have risen to 
such a point that it was not considered 
wise to renew the lease in the present 
location. 

A committee has been appointed to 
select another place, and action is ex- 
expected very shortly as the club gave 
up its present quarters on May 1. 








Palmerlee to Represent 


Crosley Mfg. Co. 


The Crosley Mg. Co., Cincinnati, 
Ohio, radio equipment manufacturer. 
announces J. D. Palmerlee as factory 
representative in northern Indiana and 
Michigan. Mr. Palmerlee will make 
Detroit his headquarters. 
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Lucas Celebrating 75th 
Anniversary 


In commemoration of its seventy-fifth 
anniversary John Lucas & Co., Inc. 
Philadelphia, Pa., has put on its trucks 
throughout the United States a shield 
in its characteristic colors of bronze, 
green and double deep orange with gold 
leaf letters, reading “Quality, Service; 
75 years—1849-1924.” 

In March, 1849, the late John Lucas 
commenced business in Philadelphia as 
an importer of white leads, paints, 
colors and the raw materials used in 
their manufacture. Three years later 
he was joined by his father-in-law, 
James Foster, who was succeeded in 
1857 by William H. Lucas, a brother of 
the founder. Shortly after starting in 
business in 1849, Mr. Lucas engaged in 
the manufacture of paints, his plant. be- 
ing located in an old grist and saw mill 
at Gibbsboro, N. J., on which site one 
of the factories of the company is now 
located. 

William H. Lucas withdrew from the 
firm in 1878 and the business was con- 
tinued by the founder, John Lucas, 
trading as John Lucas & Co. On the 
death of John Lucas, Aug. 7, 1901, the 
business was continued by his brother, 
William H. Lucas, and Albert Lucas, a 
son, who operated the organization 
under a declaration of trust. : 

At the time of the death of Albert 
Lucas, April 10, 1906, William H. Lucas 
became the surviving trustee, but his 
death occurred July 1, of the same year, 
and under a provision in the will of the 
founder, William FE. Lucas and 


HARDWARE AGE 


Spencer Lucas, sons of John Lucas, be- 
cume the successor trustees. 

Upon the death of H. Spencer Lucas, 
April 16, 1909, William E. Lucas be- 
came the sole surviving trustee, and in 
that capacity he sold the assets of the 
company on Nov. 15, 1912, to John 
Lucas & Co., Inc., a corporation or- 
ganized under the laws of the State of 
Pennsylvania, of which corporation 
William E, Lucas was president until 
his death which occurred March 24, 
1913. Joseph W. Lucas then became 
president and he held that office until 
Sept. 9, 1922, when he was elected chair- 
ran of the board, and Ernest T. Trigg 
was elected president of the company. 

Mr. Trigg, the present president of 
the company, joined the executive staff 
of John Lucas & Co. in 1908 and in 
1912, upon the occasion of the in- 
corporation of the company, he was 
elected vice president and general man- 
ager, in which capacity he served until 
he became president and general man- 
ager in 1922. 

John Lucas & Co., Inc. today has fac- 
tories at Gibbsboro, N. J.; Pittsburgh, 
Pa.; Cleveland, Ohio; Chicago, Ill.; and 
West Berkeley, Cal. The executive 
offices are at 322 Race Street, Philadel- 
phia. The company has branch offices 
at New York, Pittsburgh, Chicago, 
Oakland, Boston, Atlanta, Fresno, Los 
Angeles and Savannah. 


Viking Pump Co. to Build 


The Viking Pump Co., Cedar Rapids, 
Iowa, is planning to spend approxi- 
mately $40,000 on a two-story factory 








addition, 60 by 150 ft. 
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Shannon Mfg. Co. Leases 
Additional Space 


For the purpose of securing more 
adequate facilities, the Shannon Mfg. 
Co. and the Shannon Steel Sales Co., 
hardware, etc., has recently leased new 
quarters in the building located at 
3500 South Morgan Street, Central 
Manufacturing District, Chicago, IIl. 

The Shannon Mfg. Co., an [Illinois 
corporation organized in 1920, makes 
hardware items—janitors’ mop wring- 
ers, metal garden hose reels and steel 
sidewalk scrapers—and sells them to 
retail merchants and hardware jobbers. 

The Shannon Steel Sales Co. is a 
partnership, dealing in sheet and strip 
steel, sold principally to manufacturers 
of the Chicago territory. L. V. Shannon 
is general manager and part owner. 

The warehouse, in which is stored 
many grades of strip and sheet steel 
as well as Shannon-made items, is in 
charge of O. F. Shannon. | 

L. V. Shannon is president and treas- 
urer; O. F. Shannon is secretary. 





W. E. Haessler President H. F. 
Haessler Hardware Co. 


Walter E. Haessler, Milwaukee, Wis. 
has been elected’ to the presidency of 
H. F. Haessler Hardware Co. of that 
city to fill the vacancy caused by the 
death of his father, H. F. Haessler. 
There will be no change in the firm 
name or policies of the company. 
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USE TRIPLE DECK TABLES FOR DISPLAY 


A TWREE OR FouR DECK TABLE /S IDEAL FOR. 

DISPLAY ING ALUMINUM GO00S, DISHES, HOUSE- 

FURNISHINGS, ETC. THEY MAY BE EASILY MADE 

@Y ANYONE HANDY WITH TOOLS ANO WILL BoosT 
your SALES~ TRY TweEM! 
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PuT A FEW CHAIRS ARQUWD 
WHEN YOURE DEMONSTRATING WASHING MACHINES 


OR RADIO LET YOUR PROSPECTS S/T DOWN AND BE 
COMFORTAGLE- IT PAYS BIG! 
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DONT FORGET THE AWNING 
ON RAINY DAYS AN AWNING /S A WONDER- 
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PAINT THE BACKGROUND OF YOUR WINDOW! 


A DARK OR SHABBY BACKGROUND WILL KILL 
THE BEST DISPLAY—PAINT IT A LIGHT COLOR. 
“eo yr THE THNGS STAND QUT SOME Ti 
IMs ALUMINUM GOODS OR SILVER— 
WARE AGAINST A BLUE VELVET DRop- ITS 
GREAT? 







































































USE FLOOR COVERINGS IN THE STORE 


KEEP IN TOUCH WITH CURRENT EVENTS 
WHEN SOMETHIMG OUT OF THE ORDINARY HAPPENS 
PLAY (T UP INTHE WINDOW= WHY WoT TRY SHOWM/G 
ACTION PHOTOS OF GABE RUTH AMD OTHER BASEBALL STARS 
IN CONNECTION WITH A SPORTING- Goods DISPLAY 


A BARE FLOOR LOOKS BAD AND IS HARD To KEEP 
CLEAN~ USE SOME OF Your LINOLEUM OR CONGOLEUM 
AND SEE THE DIFFERENCE. 
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Getting the Jump on the Spring Rush 
What to Do And How to Do It 

















Spring clean-up goods arrangement at the store of Nochumson € 


hardware dealers have reason 
to regard as a period of happy 
selling. Housecleaning, gardening, 
home-building, repairing and other 
activities crowd -each other closely, 
demanding the dealer’s merchandise 
and attention successively and often 
simultaneously. | 
To secure as much of this busi- 
ness as he possibly can get requires 
a little advance work by the dealer. 
It is necessary to anticipate the 
communities’ requirements and to 
plan for the distribution before the 
season’s arrival swamps one with 
the actual work of selling. The 
work of preparation falls into four 
divisions, and when each has re- 
ceived proper attention the dealer is 
equipped to handle his spring trade 
smoothly. 


Knowledge of Field Essential 


1. Knowledge of the field is a 
prime requisite. Without knowing 
what goods are in demand within 
the boundaries of his field, a mer- 
chant is unable to conduct his affairs 
efficiently. 

For instance, some people are re- 
quired, in the practice of their re- 
ligion, to use a different set of cook- 
ing utensils for the observance of 
Passover Week than they use during 
the rest of the year. A special set 
is sometimes used and put aside for 


S ‘hardware 4 is a season which 
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this occasion each year. The cus- 
tom is also properly followed if a 
new set of utensils is secured for 
the week and kept in use thereafter, 
and this has resulted in many fam- 
ilies equipping their home anew each 
year at this time. Knowing of this 
practice, a dealer will naturally look 
to his stocks of aluminum and 
enameled ware at this season. 


Natural Springtime Sellers 


Then, too, there are those articles 
whose sale is natural at springtime. 
Pails, brushes, mops, paints, seeds, 
window-boxes, step-ladders, electric 
cleaners, etc. It is not necessary to 
know how many of the neighbor- 
hood homes have electric cleaners. 
Rather, the dealer has a working 
knowledge of his field when he 
realizes that only thirty-six of every 
one hundred wired homes in the 
country have any make of electric 
cleaner. This proves that he can 
display, advertise and sell electric 
cleaners for a long time to come. 

2. BUYING. Having determined 
which lines will sell especially well 
during the season, the next con- 
sideration is buying. Regard must 
be taken of the ease or difficulty 
with which a dwindling stock can be 
replenished, as this is the control 
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which makes for turnover and good 
use of the capital. 

3. ARRANGEMENT OF THE 
STORE. The arrangement of the 
goods within the store is a matter 
of great importance. Cutlery, shelf 
and tool hardware, builders’ hard- 
ware, paints, housewares, etc., are 
placed as convenience and the need 
for display dictate. Goods which 
are seasonable, however, require a 
special showing during their respec- 
tive seasons. 

Many dealers keep the space fac- 
ing the entrance at the front of the 
store available for the display of 
specialties and seasonable articles. 
This is an efficient practice which 
makes for easy selling and, in addi- 
tion, obviates the need for shifting 
the stock very much when it is de- 
sired to change displays. : 

4. ADVERTISING. A_ definite 
program of advertising should be 
prepared. Newspaper advertising, 
circulars for house-to-house distribu- 
tion and mailing pieces should be 
used to supplement each other. The 
displays in the windows should also 
be made to tie-in with the advertis- 
ing. 

Three Per Cent for Advertising 


The advertising program, in the 
absence of an established appropria- 
tion, can be based on the sales for 
the corresponding months for the 
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previous year. A safe amount to 
devote to advertising is 3 per cent. 
Under the stimulating influence of 
well planned and well executed ad- 
vertising, sales will respond with the 
result that the expenditure of 3 per 
cent of previous sales will very likely 
amount to much less than 2 per cent 
of the resulting business. 

Individual conditions should de- 
termine how the appropriation 
should be apportioned between the 
various mediums, but it is advisable 
to use all those mentioned. 


A Well-Balanced Plan 


The case of a dealer in a city of 
20,000 is typical of a well balanced 
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plan. During the months of March, 
April and May of last year he sold 
fifty-five suction sweepers. This 
amounted to $3,575, and 3 per cent 
of it, or $107.25, is made available 
for advertising during the’ same 
three months this year. 

This $107.25 will be spent in news- 
papers, circulars and in mailing 
booklets, folders and letters pro- 
vided by the manufacturer. With 
this sum it is possible to use 3 in. of 
space once and 6 in. of: space once 
during each week for thirteen weeks 
in the dealer’s regular newspaper 
advertisement. Total, 117 in. at 70 
cents per inch, $81.90. 

Single sheet handbills, printed on 





The Clerk’s Point of 


RE we treating our clerks 

right when we fail to keep 
sales records that protect them ab- 
solutely against any suspicion of 
dishonesty? Perhaps this question 
has been raised before, but probably 
not in just the way it was brought 
home to me by a clerk. 

He had waited on me for many 
years in a certain hardware store 
in a thriving New Jersey community. 
I had known him long as “Jack.” 
He might well have been called 
“Happy Jack,” for he seemed not 
to have a care in the world. 

Consequently, I was surprised 
when he called me up one evening 
and informed me that thereafter he 
would be working in another store, 
adding that he would be glad to 
render me the same personal ser- 
vice as in his old association. His 
voice choked as he replied, in answer 
to my questions, that he had felt 
compelled to make a change in em- 
ployers. 

My curiosity—and my wife says 
I have more than a woman when I 
scent a mystery—was whetted by 
the change from his old-time cheer- 
ful manner, so I resolved to drop 
in on him in his new location. I 
did so a few days later. 

Why Jack Quit 

“What’s the matter, Jack’? I 
asked him bluntly when he came 
forward to serve me. “Why did you 
quit the old job?” 

He patted a salesbook in his hand 
and replied just as bluntly: 
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“Because I’m not a crook.” 

“That’s understood. Now go ahead 
and get it all off your chest.” 

And this is what he said: 

“My old boss accused me of steal- 
ing. I didn’t know why he had been 
watching me so closely for some 
time, but the cat was out of the bag 
one day when he called me in and 
told me that inventory showed a 
number of items missing. Then he 
said I was the only ohe who could 
have taken them. Well, that made 
me hot. 

“I told him he was a liar and 
couldn’t prove I had taken a thing. 
Then he sent for my older brother, 
who showed more sense than [I had. 


No Daily Sales Records 


““My brother’s questioning brought 
this information from my boss: No 
daily sales records were kept. Most 
customers bought goods and carried 
them away. If a credit sale was 
made it was not immediately re- 
corded—possibly put down later in 
the day or on the next, unless it 
was forgotten altogether. 

“Then my brother asked the boss 
if he and members of his family 
ever took items from the store with- 
out keeping a record. My boss 
looked at him queerly for a moment 
and then admitted that this practice 
had been followed. 

“*And,’ my brother went on, ‘you 
moved into a new house a few 
months ago and since that time 
many items have gone there without 


any record?’ 
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both sides, can be distributed once 
each month, one-twelfth of a page 
being devoted to the suction sweeper. 
Five thousand per month (composi- 
tion, printing and distributing) cost 
$252. One twenty-fourth of this is 
$10.50. The balance of $14.85 is 
available for postage in mailing spe- 
cial literature, three times, to a se- 
lected list of the 495 most likely 
prospects. 

The merchant who thus lays his 
plans in advance and who follows 
through with window displays which 
tell the same story as the advertis- 
ing is tuning his cash register to 
play joyful music when the spring 
rush develops. 


View 


“*Man,’ exclaimed my boss, ‘you’re 
right! I’ll bet all the missing things 
are there!’ 

“*Then you’re the crook, and not 
my brother. Better apologize. You 
haven’t much time.’ ” 

“Well, sir, the boss did the pretty, 
but I was through. After talking 
with my brother, who told me never 
to work for anyone who didn’t keep 
sales records, I walked over here 
and asked if every clerk had a sales- 
book; said if he had I wanted a job. 
Guess no one ever applied for a job 
in just that way, but I got it and 
I wouldn’t trade this protection for 
a boost in salary. 

“T’ve got a live boss now. If he 
or his family take anything from 
stock down it goes on the salesbook 
charged to his account. After I 
had worked here awhile I told him 
why I had come and he said he didn’t 
blame me; that he couldn’t under- 
stand why any merchant let his 
profits leak away when it was so 
easy to keep an accurate sales rec- 
ord—and so profitable. 


Protect Your Clerks! 


“No,” added Jack, “my boss 
wasn’t a crook, but he certainly was 
a darned fool and any one who 
works for him without the protec- 
tion of adequate sales records is an- 
other.” 

So there is Jack’s story —the 
clerk’s point of view. Do we de- 
serve the clerks’ loyalty when we 
fail to protect them? 

I’ll leave it to you. 
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Senate Accepts Then Rejects 
10 Per Cent Tax on Radio 








Epitror’s Note.—After this article had gone to press the following tele- 
gram was received from W. L. Crounse, our Washington correspon- 
dent: “On a motion to reconsider the Senate has rejected the Finance 
Committee amendment taxing radio sets and parts.” 








( WASHINGTON, D. C., May 5, 1924.) 


N the face of a whirlwind of popular 
| disapproval that has swept the Sen- 

- ate throughout the past week an 
amendment to the pending tax reduc- 
tion bill prepared by the Senate Fi- 
nance Committee imposing a 10 per 
cent tax on radio outfits and compo- 
nent parts has been adopted without 
the formality of either debate or roll 
call. Inasmuch as the Ways and 
Means Committee of the House re- 
jected the suggestion of a radio tax, 
the question as to whether this impost 
shall be preserved in the bill as it 
finally becomes a law will have to be 
settled by the Conference Committee to 
which the measure will be referred 
after its passage by the Senate unless 
the Senate leaders can be induced to 
reconsider the action taken. 


Battle Royal in Conference Committee 


Both advocates and opponents of the 
radio tax look for a battle royal in 
Conference Committee, but those who 
are against the impost are somewhat 
discouraged by the fact: that in spite of 
a long and intensive campaign the line- 
up against the tax in the Senate melted 
away like snow in August when Chair- 
man Smoot called for the concurrence 
of the Senate in the Finance Commit- 
tee amendment. Everyone looked for a 
sharp debate and for the presentation 
by a number of Senators of some of 
the really sound arguments that have 
been brought forward against a re- 
strictive tax on an industry that has 
attained substantial proportions within 
hardly more than a year. 

When the committee amendment im- 
posing the radio tax was first reached 
in the reading of the bill it was passed 
over by unanimous consent together 
with numerous other items’ which 
threatened to provoke debate. Having 
disposed of the amendments to which 
there was no objection the Finance 
Committee leaders proceeded to take 
up the controversial items, among 
them the proposition to tax radio in 
the following terms: 

“(10) Radio receiving sets, 
cent. 

“(11) Parts and accessories for radio 
receiving sets sold or leased to any 


10 per 
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person other than a manufacturer or 
producer of such sets, 10 per cent.” 


Fireworks Failed to Show 


Spectators in the gallery looked for 
oratorical fireworks when this amend- 
ment was presented. They were dis- 
appointed. According to that veracious 
chronicle, the Congressional Record, 
the presiding officer of the Senate made 
the following brief announcement: 

“Without objection the amendment is 
adopted.” 

It is predicted that this provision 
will prove a genuine Pandora’s box 
when the Internal Revenue Bureau un- 
dertakes to draft regulations for its 
enforcement. If the jewelry tax as 
imposed by the law now in force has 
proven a nuisance to the bureau, the 
radio tax promises to be vastly more 
perplexing and irritating. 

It will be noted that the tax on parts 
and accessories is levied only where the 
sale is made to a “person other than a 
manufacturer or producer of such 
sets.” This is intended to prevent the 
double taxation which would be in- 
curred if manufacturers were obliged 
to pay the 10 per cent tax on both 
parts and accessories and upon the fin- 
ished sets in which they might be used. 

It is well known, however, that thou- 
sands of electricians, both professional 
and amateur, are now engaged in buy- 
ing parts and assembling sets to order, 
many of these “producers” carrying on 
the work as a sort of side line. ‘Just 
how the Internal Revenue Bureau will 
be able to frame regulations under 
which the tax on parts and accessories 
ean be collected from the amateur 
while exempting the professional is al- 
ready puzzling the heads of some of 
the cleverest men in the Sales Tax Divi- 
sion of the bureau. 


Protestants Out in Force 


With a view to securing the reversal 
of the action of the Senate, a man-size 
lobby has already gathered in Wash- 
ington and can be counted upon to put 
up a stiff fight. The amateurs are in 
the forefront of the battle line and 
leading parts are being taken by the 
National Association of Broadcasters, 
the National Radio Trade Association, 


the American Radio Association and 
many other organizations including - 
both professionals and laymen. The 
views of the leaders of these organiza- 
tions have just been laid before Con- 
gress by William H. Davis, chairman 
of the emergency radio tax committee, 
organized to fight this impost. Mr. 
Davis says in part: 

“Such a tax as proposed would, it is 
contended, have an adverse effect on 
the tendency to improve product and 
reduce prices, a most deplorable condi- 
tion, especially when taken in connec- 
tion with the fact that the manufac- 
turers could not absorb the taxes which 
would have to be passed on to the con- 
sumer with all the intermediate in- 
creases inevitable in such a process. 

“The public resentment, meantime, is 
certainly out of all proportion to the 
amount of income that can be expected 
to result from the tax, The only ex- 
planation for this is that the tax pro- 
posal affects directly a source of infor- 
mation and culture in American homes 
scattered throughout the entire voting 
area of the United States, and one 
which the public have thought of as a 
great, free blessing, costing only the 
prices of the receiving set. 


Nuisance Taxes Unpopular 


“The people of the United States 
are opposed to special excise or ‘nuis- 
ance’ taxes, believing the emergency 
which justified such levies has passed, 
and agree with President Coolidge and 
Secretary Hoover that no new taxes of 
that character should be imposed. 

“The public is also vigorously op- 
posed to taxes of this character be- 
cause they are recognized by all stu- 
dents of the subject to be, of all taxes 
the most irritating, first because they 
are least productive in proportion to 
their ultimate burden on the purchas- 
ing public; second, because they are 
conducive to corruption of government, 
and third, because they build up a re- 
sentment, even a hostility, toward the 
law and the lawmaking body responsi- 
ble for them. 

“There is, moreover, a general im- 








(Continued on page 110) 
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Complete Meal May Be Prepared 
on Unique Electric Heater 


A unique electric heater, known as 
the Eclipse Perc-Heater, has recently 
been placed on the market by The Ap- 
pliance Mfg. Co., Hartford, Conn. 
While it is designed specifically for use 





with a coffee percolator of the octagon 
or similar type, the Perc-Heater will 
fry, boil and broil equally as well. It 
is a finely finished product. An attrac- 
tive aluminum body (or cup) with 


. trimly formed legs in tripod arrange- 


ment—properly insulated—holds a bed 
of porcelain in which the heating ele- 
ment is incorporated. With the heater 
comes an aluminum tray, generous 
length cord, detachable plugs and a 
separable attachment plug which fits 
any lighting fixture. The Perc-Heater 
is a compact device. It is easy to move 
about; and absolutely safe. The heat- 
ing element covers the entire bottom 
surface of the percolator. The perco- 
lator sets snugly in the aluminum body 
or cup. The rim or lip of the body in- 
sures against loss of heat—in fact, pro- 
vides positive and direct heat. The bed 
of the heater, in which the heating 
coils are held, is of special design to 
further prevent loss of heat. 





Motor Tool Specialty Co. 
Issues Book 


An enlarged edition of its book, 
“What Car Do You Drive?” has re- 
cently been published by the Motor Tool 
Specialty Co., distributor of the Snap- 
On interchangeable socket wrench, Chi- 
cago. The book is a combined sales 
manual and catalog and contains a list 
of cars and motors, together with the 
Snap-On units best adapted to handle 
the nuts and bolts on each. 





Simple Clothes Washer Uses 
Vacuum Principle 


The Wendell Vacuum Washer, made 
by Stuber & Kuck Co., manufacturer of 
tinware and special- 
ties, Peoria, Ill., is 







claimed to wash a 
tub of clothes in 
from three to six 
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minutes. It is made of heavy 135-lb. 
tinplate, with steel rod reinforcement 
on bottom of body, where the wear is 
the greatest, and has a strong extra 
long wooden handle. The device is 
strongly and simply made and will last 
ee The shipping weight is 
3 . 


New Ratchet Screw Driver for 


the Radio Fan 


A radio ratchet screwdriver, known 
as No. 55, not only adapted for radio, 
but for electrical and other light work, 
where small screws are used, has been 
placed on the market by the Millers 
Falls Co., Millers Falls, Mass. A fea- 
ture is the knurled collar, a part of the 
blade, making possible easy, rapid 
work. The thumb and finger ratchet 
the blade by means of this collar, while 
the handle rests firmly in the hand 
with pressure against the screw to pre- 
vent wabbling. The blades are in five 
lengths, 2, 3, 4, 5 and 6 in., 3/16 in. in 
diameter, with lengths over all 5, 6, 7, 
8 and 9 in. respectively. Exposed parts 
are of polished nickel-plated steel, the 
ratchet pawls of tool steel, ratchet 
springs of spring steel, and ratchet 
frame of cold rolled steel. The blades 
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are of cabinet type, of highest quality 
special screwdriver steel, hardened and 
tempered. The screwdrivers come % 
doz. to the box. 








New Chart Makes for Better 
Belt Joining 


With the idea in mind that boiled- 
down facts and data enable engineers 
and mechanics to accomplish more effec- 
tive results, a new concisely arranged 
service chart covering belt joining has 
recently been issued by the Crescent 
Belt Fastener Co., makers of ‘Crescent 
plates, Crescent rivets and Crescent 
rivet extractors, 247 Park Avenue, New 
York City. This chart is in card form, 
size 3% by 9 in., and covers completely 
and specifically the means and meth- 
ods to insure best results under all con- 
ditions of work. The indexing is by 
columns and covers all dimensions of 
belting from % in. to 18 in. and larger 
in width. The specifications given cover 
leather belting in light, medium and 
regular; single, double and triple 
weights; and all kinds of fabric belting, 
rubber, canvas, balata, hair, etc., by 
plies. On the back of the card, prices 
are given.. This card is punched so it 
can be hung where convenient for ref- 
erence, and in many of the larger com- 
panies these cards are placed at dif- 
ferent points about the plants for ready 
reference by the men. 
This service chart, 
known as Form N. Y. 
298, will be a valuable 
asset to every person in- 
terested in the purchase and maunte- 
nance of belting. ee can be had by 
requesting Form N. Y. 298. 
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Improvement in Spring Hinges 


An improvement has been made by 
the Bommer Spring Hinge Co., Brook- 
lyn, N. Y., in double-action three-leaf 
type spring-butt hinges. The illustra- 
tions herewith show the finished hinge 
itself and the details for hanging. In 
this double-action spring hinge the bar- 











rels and their connecting-plate are inte- 
gral and made of a thick, solid, strong 
plate of metal of full and even thick- 
ness throughout, formed into a contour 
giving great surplus strength. The 
web and barrels are made much heavier 
than heretofore and the barrel itself 
is much longer. The old type hinge 
was formerly made of several pieces 
and a weakness sometimes developed 
where the barrel joined the web. This 
has been definitely overcome. The 
springs are of large diameter and un- 
usual length, made of the best oil-tem- 
pered steel wire, have great resilience 
and power, and never go lame. The 
raised edges of the flanges serve to in- 
dicate the depth of the mortise, and 
because they have a door-aligning mark 
on the upper and lower edges of each 
flange, these hinges save considerable 
time for carpenters, especially when 
double-acting doors are hung. With 
these hinges the door can be opened all 
the way and fastened back to the wall. 





Har-Mac Price Service Issues 
Catalog ° 


The Har-Mac Price Service, now 
being supplied its dealers by Harper & 
McIntire Co., wholesale hardware, Ot- 
tumwa, Iowa, comprises guaranteed net 
prices and is furnished without charge. 
The service is issued about the fifteenth 
of every month and each issue is com- 
plete, the prices remaining in effect 
until the expiration of the date printed 
on the front cover. 

The company has also recently issued 
a new general catalog in which the 
decimal system of pricing is used. This 
system, which is being adopted by many 
jobbers and manufacturers, is based on 
the theory that the dealer will appre- 
ciate the practical advantages of buying 
goods as he sells them—by the unit. 
The catalog also contains the freight 
and express rates, freight classifica- 
tions and other information. 
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General Market News 





Buying Caution Likely Until 
Turn of Year is Market 
Belief 


‘THE continued caution on the part of buyers, particularly when 
making commitments for future orders, seems to have strength- 
ened the belief of market authorities that no aggressive buying move- 


ment is likely until mid-year. 


Favorable weather conditions, how- 


ever, have materially increased the demand for spring and summer 


merchandise. 


Price concessions are reported from various market centers, but in 
the majority of cases it is said these are being made by individual 
holders who desire to dispose of stocks they are unable to carry. As 
far as the regular market is concerned, the tendency is to hold prices 


at the present level. 


The increased demand for seasonal goods is expected to carry the 
general hardware business well into the summer on a good volume of 
sales, and from July on it is expected that business conditions will be 


more active. 





Bolts and Handled Hammers 
Drop 10% in New York 


Among the important price changes 
made effective during the past week by 
New York jobbers were the following: 

A 10 per cent drop on bolts. A re- 
duction of approximately 5 to 10 per 
cent on handles and hammers, an- 
nounced by the Stanley Rule & Level 
Co. An advance on six-lever padlocks 
of about 20 per cent. — 

Competitive conditions have forced 
a temporary drop on poultry netting. 
The shovel market has been slashed 
open and cut prices prevail, although 
no change has been made on the cost 
price to jobbers. 

New stove bolts prices are likely 
within another week. They are ex- 
pected to drop, it is said, somewhere 
in the neighborhood of 10 per cent. 

Spring and summer goods are mov- 
ing better. Builders’ hardware, acces- 
sories and tools of all kinds are active. 





Tools and Accessories 
Active in Twin Cities 


Market conditions, as regards 
show no change of importance 
the past week. 

Hardware sales both from the job- 
bers’ and dealers’ standpoint have been 
slowed up by unseasonably cold weather 
for this time of the year. Sales are 
considered fair in view of weather con- 
ditions. 

Carpenters’ tools and auto accessories 
are selling well and garden tools be- 
ginning to move more rapidly. 


Dealers Not Stocking-Up 
in Cincinnati Market 


Manufacturers of game traps have 
reduced prices sharply, the average 
being about 20 per cent. Local jobbers 


rices, 
uring 








have reduced wire nails 10 cents per 
keg. These were the only changes made 
in the past two weeks. The price situa- 
tion generally is stable, and manufac- 
turers are not making any efforts to 
book business at concessions. In fact, 
it is reported that some very attractive 
orders offered have been turned down 
on account of the low prices at which 
the customer tendered the order. Deal- 
ers buying close. Not stocking up. 
Few price changes. 





Chicago Market Remains 
Relatively Quiet 


The Chicago market during the week 
was free from price changes with the 
exception of a $5 per ton reduction in 
red rosin sheathing and a decline of 7 
cents per gallon in turpentine. Linseed 
oil advanced 1 cent per gallon after sev- 
eral weeks of a steady market. 

While concessions are reported being 
made in some sections, there has been 
no definite indication of lower prices. 
It is believed that demand in the near 
future will be much heavier and for 
that reason there has been no attempt 
to force business at this time. 


Boston Shelf Hardware Sales 
Break April. Records 


Price changes are quite numerous, 
but most of them concern individual 
items in manufacturers’ lists and there- 
fore are of little importance. Of the 
changes reported the past week the fol- 
lowing are the most important: Brass 
and copper sheets, %4c. a Ib. lower; tire 
chains, 5 per cent lower; sheet lead, 
144c. a lb. lower; steel wool, 10 per cent 
lower; blue annealed, galvanized and 
black sheets, %c. to %c. a lb. higher 
on small lots; gaskets higher. In the 
case of gaskets, however, the discount 
was increased, consequently the net dif- 
ference to the retail dealer is slight. 








Steel Dividend 
Shows Confidence 


in Future 


The directors of the United States 

Steel Corporation yesterday registered 
their optimism in the future business of 
the country by declaring another extra 
dividend of 50 cents on the common 
stock. They also declared 1% per cent 
quarterly on the same issue. 
. The usual quarterly 1% per cent as 
of March 31 also was made payable 
June 28 and May 29 respectively. Books 
close May 28 for the common dividends 
and May 5 for the preferred. 

The quarterly statement of earnings 
as of March 31 also was made public. 
They showed a net of $50,075,445, after 
Federal taxes, against $49,958,980 in 
the preceding quarter and $34,780,069 
in the first quarter of 1923. 

After the directors’ meeting Chair- 
man E. H. Gary expressed the opinion 
that business would improve immediate- 
ly after the election, and probably a 
month or so before. He said the corpo- 
ration is spending not less than $6,500,- 
000 to $7,000,000 a month in keeping up 
its plants and expanding properties to 
take care of the business he felt confi- 
dent would continue. 

These outlays for plants, etc., he said, 
confirmed in his mind the confidence of 
the corporation’s management in the 
future of its business. Not for the 
next two weeks or two months, but for 
the next year or two years or longer. 

“At present, so far as I know, there 
is no good reason for the depression of 
business in this country,” he continued. 
“That there has been some of late is 
well known, and, in fact, I have freely 
stated. The fundamental conditions of 
this country, as I see them, were never 
better. That does not mean there are 
not at present some things in the busi- 
ness atmosphere which are discourag- 
ing and which ought to be corrected. 

‘There are inequalities, injustices, as 
between different lines of economic ac- 
tivities; there are things which have 
needed correction, and which in a meas- 
ure have been corrected, but still some 
are receiving too much and some too 
little for what they produce, whether it 
is labor or commodity. But this coun- 
try has prospered and is prospering in 
spite of those things, and it is only a 
question of time when the man of cour- 
age and patience will find he never had 
any reason to fear as to the final solu- 
tion of the problems which circum- 
stances presented. 

“Our country is rich, the cash in cir- 
culation throughout the country per 
capita is very large, the ability to pay 
is slowly, though not regularly increas- 
ing, and although one occurrence or 
another not necessary to mention at 
this time, political or otherwise, has 
caused slight interruptions, still there 
has been no really good ground for any 
business man to become frightened or 
to lose hope or confidence in the future 
prospects and prosperity. I think, on 
the whole, the steel fraternity has rea- 
son to be satisfied with conditions.” 
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Chicago Demand Considered Healthy 
Though Not as Heavy as Last Year 


(Chicago office of HARDWARE AGE) 

4 YHE hardware market continues without apparent 
change. Demand is good but is not as heavy as last 
year. Buying is characterized as from hand-to- 

mouth, and there is little active interest in future orders 


purely for price protection. 


The raw material markets are still weak, but no public 
announcements have been made covering any reductions. 
It has been stated that concessions in price would not 
bring out a material increase in demand and consequently 


AUTOMOBILE ACCESSORIES.—Sales 
are fair; prices firm. 


We quote from jobbers’ 
f.o.b. Chicago: 

Spark Piugs.—Splitdorf, 50c each; 
Regular, 58c each; Champion X, 45c 
each; lots of 100, dic each; Champion 
Blue Box line, 53c each; A. C. Titan, 
58c each; lots of 100, 56¢c each; A. C. 
Special Ford, 44c each. 

Spot Lights.—Anderson, | No. 3280, 
36.50 each; Stewart, $5.67 each. 

Horns.—B. A. Electric (Fora), $4 
eac 

Jacks.—Reliable Jacks, No. 46, $2.50 
each; in lots of 10, 3 each; Sim- 
plex, No. 36, $1.80 each; Ajax, No. 6, 
90c each; National Standard, No. 21, 
$1.20 each. 

05, creatine 1%-in. cylinder, $1.55 
each. 

Chains.—Non-skid, dozen pair lots, 
3314 per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30x3% non- -skid 
fabric, $8.65 each; cord, $11.60 each; 
gray inner tubes, 30x314, 1.30 each: 
red inner tubes, 30x3%, $1.80 each. 


AXES.—Future demand continues fair 


at unchanged prices. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4-Ilb., 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15 to $22 per doz., according to qual- 
ity and grade of handle. 


BASEBALL GOODS.—Warmer 
weather will bring out a rush demand. 


BOLTS AND NUTS.—Sales continue 
to show some improvement. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Carriage bolts, cut thread, 
50 per cent discount; small carriage 
bolts, rolled thread, 50-10 per cent 
discount; ams bolts, cut thread, 
50-10 per nt discount: small 
machine atte, : rolled thread, 60 per 
cent discount; all stove bolts, 1001 10 
per cent discount; lag screws, 60 per 
cent discount. 


BUILDERS’ HARDWARE. — Current 
demand is holding up well, although 
there is not a heavy interest in future 
business, but this is expected to change 
with settled weather. 


We quote oom jobbers’ stocks, 
f.o.b. Chicago: 3%x3% steel butts, old 
copper and dull brass finish, 
doz. pair; 4x4 steel butts, old copper 
and dull brass finish, $4.92 
pair; hea steel bevel inside sets, 
case lots, ‘7.80 doz.;: steel bit-keyed, 
front door sets, $1.90 per set; wrought 
brass bit-keyed front door sets, $3.25 
per set; cylinder front door sets, $7.50 
per set. 


stocks, 


CHAIN.—Demand quiet. Prices un- 
changed. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: %-in. proof coil chain, 
$8.50 per 100 Ib.; American coil chain, 
40-10 per cent off list; No. 00 4% 
seerree welded cow ties, $2.75 per 
Oz. 


jobbers’ hands, 


prices are being held up believing that the demand in the 
near future will be much stronger. ' 

Most of the spring lines are moving well and no short- 
ages are looked for because of the ample supplies on 
It is felt, however, that due to the 


delayed season, the spring sales will not be as heavy as 


COPPER RIVETS AND BURRS.— 
ee heavy demand. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40 per cent discount. 


DOOR SPRINGS.—Demand good. No 


price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Perfect, No. 2, 35c 
doz.; No. 3, 40c doz.; No. 4, 44c per 
doz.; No. 5, 52¢ coal doz.; No. 6, 63c 


‘ ~ Me ~ Boag *"$0.50 yi heavy, 
3.75 doz.; Torrey’s, $3. v7 


EAVES TROUGH, CO N D U CTOR 
PIPE, ETC.—Sales are improving. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single Bead Lap Joint 
Gutter, 5-in., $4.75 per 100 ft.; Cor- 
rugated Conductor ipe, 3-in., $5.10 
er 100 ft.; Plain Ridge Roll, 1%-in., 
4 per 100 'ft.: Corrugated Conductor 

bows, 3-in., 1.36 per doz 


ELECTRICAL MERCHANDISE.—Sun- 
dries are active. 


Prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 14 rubber covered 
bight $7.60 “¥ 1000 ft.; in 1000-ft. lots, 

tes No. 18 lamp cord, $15 per 100 

- in 1000- tt lots, $13. 75; %-in. brush 
wk. key sockets, 20c each; two-way 
plugs, 60c each; in lots of 10, 52c each; 
one-piece attachment plugs, 13c each; 
two-piece attachment plug, 12c each; 
dry cells, boxes of 50, 30%c each; less 
than case lots, 34c each. 


EYE HAMMERS AND SLEDGES.— 


Good volume of sales reported. 


We uote from jobbers’ / stocks, 
f.o.b. hicago: Striking or black- 
smiths’ sledges, 5-lb. and heavier, 


10c per 


FIELD FENCE.—Orders are good for 
poultry sizes and lawn fence business is 
unusually heavy. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 6% per 
cent discount from lists. 


FILES.—Demand is normal. 


We ee from ‘jobbers’ stocks, 
f.o.b. C pange: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Disston files, 50-10 
per cent off list; ‘Black Diamond files, 
40-10-5 per cent off list. 


FISHING TACKLE.—Good business is 
reported. 


FOOD CHOPPERS.—Sales are satis- 
nyse ay 


qu uote from jobbers’ stocks, 

baabe Chicago: Food choppers Uni- 

versal No. 0, $15 per 4% o. 1 

$18. . per doz.; No. 2, $22.2 

$28.35 per doz. : ~~ rise No. 

con se. 65 per doz.; No. 602, $20.80 
per doz.; No. 703, $27 per ax 


GALVANIZED AND TINWARE.— 
There is a shortage of 12-qt. pails in 
this market. 


last year because of shorter duration. 

The dollar was worth 68.7 cents for the week ending 
April 19, against the 1913 dollar of 100 cents. This shows 
a gain of one-half cent over the previous week. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition, gal- 
vanized after made, water pails, 8-qt., 
1.85 doz.; 10-qt., $2.15 doz.; 12-at.. 
2.35 doz.; 14- t., $2. _ doz.; gal- 
vanized wash tubs, No. 1, $6 doz.; No. 
2, $6.75 doz.; No. $8 doz.; 2-gal. 
alvanized kerosene can (tin breast), 
4.25 doz.; 5-gal. 28-gage, soldered, 
not cemented seam, galvanized breast, 
a doz.; 1-bu. galvanized baskets, 


GARDEN HOSE.—Improvement in de- 
mand is reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Good quality, molded 
hose, %-in., 10%c per wh, 5,-in., 12c 
per ft.; % ~in. ~ idc per f -’ 3-ply, good 
quality, wrapped, a ‘in., Le 4 } 
%-in., 12c per ft.; 
ity, wrapped, i - mee, 12c 
%-in., 14c per ft.; 5- ‘ply, good auai- 

















ity, wrapped, %-in., 9c per ft.; %-in., 
lic per ft. 
GLASS AND PUTTY.—Sales are not 
lively. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 25- 
in. bracket, 85 per cent discount; 
single strength A, 34 to 40-in. em 
84 per cent discount; single stren — 
A, all other brackets, 83 per cent dis- 
count; double strength A, all sizes, 
84 per cent discount. 


HATCHETS.—Sales are holding up. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2, extra quality 
broad hatchets, $17.15 per doz.; com- 
petitive grade, .40 doz.; warranted 
shingling hatchets, No. 2, $13.15 doz.; 
epg forged shingling hatchets, 

o. 2, 


HANDLED HAMMERS.— Norma] 
sales. No price changes. 


We quote from. jobbers’ stocks, 
f.o.b Chicago: No. 11% first quality 
nail hammers, $12 r doz.; 12-oz. 
ball pein, $8.80 per do ‘, competitive 
forged nail hammers, per doz.; 
cast steel hammers, $4 A... doz. 


HANDLES, TOOL.—Demand is active. 
Prices are said to be firm. 


We tll from jobbers’ 
f.o.b. Chicag 
Axe Handles. —No. 1 hickory, $4 
doz.: No. 2, $3 doz.; finest selected 
white hickory, $6 doz.; special white 
second growth hickory, $5. doz. 
Hatchet and Hammer Handies.— 
No. 1, 90c doz.; finest second growth 
hickory, $1.50 doz. 


HANDLES, AGRICULTURAL.—Good 
season is predicted from current de- 
mand. 


stocks, 


We nets from jobbers’ stocks, 
f.o.b. Chicag 
Hay Fork. Handles. — Straight, 


chucked and bored, best grade, x 
ft.. $4.50 doz.; 5- ft., $5.50 doz., 
41% -ft., $4 doz., 5-ft., 80 doz.; 
4%-ft., $2.40 doz.; 5-ft., $2.80 doz. 
Hay Fork Handies.—Bent, chucked 
and Lored. best e with strap, 
ferrule and cap, -ft., $7.50 doz., 
5-ft., $8.50 doz.; XX bent, bred strap, 
ferrule and cap. 4-ft., $5. 50 - 4 
, $5.75 doz.: XX bent, 4%- a ’ $4/50 
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doz.; 5-ft., $5.50 doz.; X bent, 4%- 
ft., $3 doz., 5-ft., $3.40 doz. 
Manure Fork Handiles.—Bent, best 
4-ft., $4.75 doz.; 4%-ft., $5.10 
.; XX bent, 4-ft., $4.15 doz.; 4%- 
ft., $4.40 doz.; X bent, 4-ft., $2.60 doz.; 
414-ft., $2.95 doz. 
Garden Hoe Handiles.—XxX 4%%-ft., 
$3.45 doz.; X 4%-ft., $2.40 doz. 
Garden Rake Handles.—XX 5%-ft., 
$5.25 doz.; X 5%-ft., $3.25 doz. 
Shovel Handles.—Regular pattern, 
XX 41%-ft., $5.90 doz.; X 4%-ft., $3.90 
: best grade, 7.95 
doz.; X grade, $6 doz. 
Spade Handles. —D-handle, best 
grade, $7.75 doz.; X grade, $6 doz. 


HINGES.—Heavy sales continue. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.26; 5-in., $1.74; 
6-in., $2.12; 8-in., $3.54; 10-in., $5.43 
per doz. pairs; extra heavy T hinges, 
in bundles, 4-in., $1.90; 5-in., *ee13 


6-in., $2.52: 8-in., $4.30; 10-in., 
per doz. pairs. 
ICE CREAM FREEZERS.—Fairly 
heavy demand reported. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: White Mountain, 1-qt., 
$4.85 list; 2-qt., $5.65 list; 3-qt., $6.75 


list; 4-qt., $8.25 list; 6-qt., $10.45 list; 
8-qt., $13.50 st; 10-qt., $18 list; 
12-qt., $21.55 list; 15-qt., $25.60 list; 
20-qt., $33.20 list; 25-qt., $42.60 list; 


Arctic 1-qt., $4 list; 2-qt., $4.60 
3-qt., $5.55 list; 4-qt., $6.80 list; 6-qt., 
$8.60 list; 8-qt., $11.10 list. All the 
above less 50 per cent discount. 


LAWN MOWERS AND’ GRASS 
CATCHERS.—Current orders are com- 
ing in good volume. The demand is 
affected by unseasonable weather. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 
5-knife, l1l-in. wheels, $13.75 each; 
16-in., ball bearing, 4-knife, 10%-in. 
wheels, $10.95 each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheels, $9.50 
each; 16-in. ball bearing, 4-knife, 9-\ 
in. wheels, $9.50 each; 16-in., plain 
bearing, 4-knife, 9-in. wheels, $8.10 
each; 16-in. ball bearing, 4-knife, 8-in. 
wheels, $8.60 each; 16-in. plain bear- 
ing, 3-knife, 8-in. wheels, $6.40 each. 

Grass Catchers.—Galvanized bottom 
for 14 to 16-inch mowers, full pack- 
ages, $8.80 doz.; galvanized bottoms 
for 18 to 21-inch mowers, full pack- 
ages, $9.60 doz.; plain bottom, canvas, 
for 18 to 21-inch mowers, $7.60 doz.; 
plain bottom, canvas, for 12 to 16- 
inch mowers, $5.90 doz. 


NAILS.—Fair sales are reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
3.80 per keg, base; cement coated, 
3.40 per keg, base. The extra for 
galvanized nails is now $2.25 for 1-in. 
and longer, $2.50 for shorter than 1-in. 


OIL STOVES.—Fair activity reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $36 each list; 
3-burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 
per cent discount. s of ten or 
more are subject to 30-5 per cent 


discount. 
PAINTS AND OILS.—Turpentine 
Linseed 


dropped 7 cents per gallon. 
oil advanced 1 cent. 


We quote from jobbers’ 
f.o.b. Chicago: 

Linseed Oil—Raw, barrel lots, $1.06 
per gal.; 5-barrel lots, $1.01 per gal. 

Linseed Oijil.—Boiled, barrel lots, 
$1.08 per gal.; 5-gal. barrel lots, $1.03 
per gal. 

Turpentine.—Barrel lots, $1.05 per 


stocks, 


1. 
e“Denatured Alcohol.—Barrel lots, 55c 


r gal. 

White Lead.—100-lb. kegs, $15 per 
keg, 50-lb. kegs, $3.95 per keg; 12%- 
Ib. kegs, $2.05 per keg. 

Dry Paste.—Barrel lots, 6c per Ib. 

Shellac.—(4-lb. goods) white, $3.50 
per gal.; orange, $3.25 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ibs. 
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PYREX WARE.—Dealers are planning 
to feature for June wedding gifts. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 4 

Casseroles.—Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 183, $12 
doz.; No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 doz.; 
No. 197, $14 doz. 

Pie Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

$20 doz.; 4-cup, 

$28 doz. 


Tea Pots.—2 cup, 
$24 doz.; 6-cup, 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


RADIO.—Radio sales are holding up 
better than at this time last year. 





My Ma’s Got 
a New Friend 


My Ma says to my Pa, And 
you laffed when I broke the ax 
trying to drive it into a log with 
a hammer, but you can prick up 
your ears for 1 found a man 
that’s a real friend. I went in 
to see him. He took off his hat 
and listened about the ax and 
said, Well ma’am I’m glad you 
told me and have you the old ax 
with you and I had and he gave 
me a new one and he said, You 
know ma’am now, ax heads will 
break if you hit ’em with a ham- 
mer which of course you didn’t 
or you wouldn’t of done it. And 
he was so nice about it we got 
talkin’ on those repairs we want 
done and I saw me some lovely 
things for the kitchen I been 
needing and got them, for I 
know I can depend on them. But 
who was this man? says my Pa, 
and my Ma says, he’s the Hard- 
ware Man; and my Ma says, 
she’s mighty glad she broke the 
darn ol’ ax for now she knows 
what to expect, for my Ma’s got 
a new friend. 


Donny 
omiles 














REFRIGERATORS.—Dealers 
refrigerator sales fairly good. 


ROLLER SKATES.—The weather has 
been against sales. They are heavier 
now. 


We quote from jobbers’ 
f.o.b. Chicago: Chicago 
bearing, $1.40 per pair; 
bearing, $1.50 per pair. 


report 


stocks, 
boys, ball 
girls, ball 


ROOFING AND PAPER.—Sheathing 
reduced $5 per ton. Sales on roofing 
are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared rooting, $2 per square; 
best tale surfaced, $2.35 per square; 
medium tale surfaced, $1.65 per 
square; light talc surfaced, $1.05 per 
square; red rosin sheathing, $65 per 
ton. 


ROPE.—The market continues strong, 
but without change. 


We quote from jobbers’ stocks 
f.o.b. Chicago: No. 1 Manila standard 
brands, 17% to 19%c per Ib.; No. 2 
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Manila, 16% to 18%c per lb.; No. l 
sisal, standard brands, 14% to 16%c 
per — No. 2 sisal, 13% to 15%c 
per Ib. 


SASH CORD.—Increased sales are ex- 
pected. 


We quote from _ jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.75 per doz. hanks; No. 8, $12.30 
per doz. hanks. 


SASH PULLEYS.—<Active sales re- 


ported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
leys, 50c doz.; barrels, 54c doz.; Com- 
mon Sense, 2-in., 60c doz.; barrels, 
54c doz.; No. 105, 52c doz.; barrels, 
45c doz. 


SCREEN DOORS.—Some activity is 
reported. 


We quote from jobbers’ 
f.o.b. Chicago: 
266, 2-8x6-8, 
2-8x6-8, $28. 
$33.20 doz.; $40 
doz.; window screens, No. 1833, $5.30 
doz.; No. 2433, $6.50 doz. 


SCREWS.—Sales are normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 80 per cent new list: round 
head blued, 78 per cent new list; flat 
head brass, 76 per cent new list; 
round head brass, 74 per cent new 
list; japanned, 74 per cent new list. 


SOLDER AND BABBITT METAL.— 
Prices continue steady. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 650-50 
solder, $34 per 100 lb.; medium, 45-56 
solder, $33 per 100 Ib.; tinners’, 40- 
60 solder, $32 per 100 lb.; high speed 
babbitt metal, $25 per 100 lb.; Stan- 
a 4 babbitt metal, $14 per 


STEEL SHEETS.—The demand is quiet 
and prices are still quoted for ship- 
ment up to July 1 without change. Con- 
cessions are offered for large orders. 


We uote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.85 per 100-Ib.; 28-gage 
black sheets, $4.70 per 100 Ib. 


WHEELBARROWS.—Sales 
to be better than last season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood bar- 
rows, $3.50 each; common steel tray 
barrows, $4.25 each; steel leg garden 
barrows, $6 each. 


WIRE GOODS.—Current demand is re- 


ported to be fairly good with barb wire 
sales slow. 


We ‘quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.70 per 100 lb.; catch weight 
spool galvanized cattle or hog wire, 
$4.37 per 100 Ib.; 80-rod spool gal- 
vanized hog wire, $3.78 per spool; 
No. 9 galvanized plain wire, $4.15 
per 100 Ib.; polished fence staples, 
$4.04 per 100 lb.; catch weight spools 
painted barb wire, $4.07 per 100 Ib.: 
12-mesh black wire cloth, $2.10 per 
100 sq. ft.; 12-mesh galvanized wire 
cloth, $2.45 per 100 sq. ft.: 14-mesh 
bronze wire cloth, $6.70 per 100 sa. 
ft. in 50-ft. rolls; galvanized before 
poultry netting, 45-10 per cent dis- 
count; galvanized after poultry net- 
ting, 45 per cent discount. 


WRENCHES.—Demand is steady. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent off list; Coes wrenches, 
40-10 per cent off list; engineers’ 
wrenches, 25 per cent off; knife han- 
dle wrenches, 40-10 per cent off; 
Stillson, 60-10 per cent off; Trimo, 
60-7% per cent off. 

We quote f.o.b. factory: 

Snap-On Wrenches.—No. 101 
ter Service set, $15.25; No. 202, 
Heavy Duty set, $8; No. 404, Uni- 
versal Socket set, $7; No. 5056B Screw 
Driver _ set, 40. All Snap-On 
Wrenches less 40 per cent f.o.b. Mil- 
waukee. 

. Gellman Polly Wrenches.—No.. 61,. 
6-in., $10.20 list: No. 91, 9-im., $15; 
No. 121, 12-in., $21 list. Less 40 
cent discount f.o.b. Rock Island, Hl. 


stocks, 
No. 
No. 


continue 


Mas- 
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Close Buying by Dealers a Feature 


of Cincinnati Market — Prices Unchanged 


(Cincinnati office of HARDWARE AGE) 


OBBERS report a falling off in orders toward the 
J latter part of April, after a promising start, and 
as a result the volume of business, which bid fair 
to equal the record month of March last year, fell con- 
siderably behind. But the past few days have brought 
somewhat of a revival, and this month is starting off very 


well indeed. 


Very few price changes are being made either by manu- 
facturers or jobbers, but it is noticeable that there is 


AUTOMOBILE ACCESSORIES.— 
Orders fully up to last year; prospects 
good for future business; prices steady. 
AXES.—Some future orders reported, 
but buying mostly of hand-to-mouth 
character; stocks fair; prices steady. 


BUILDERS’ HARDWARE.—S ales. 


slowed up considerably last week, but 
big improvement in demand noticed 
past few days; stocks in® good shape; 
prices showing strength. 

BALE TIES.—Some future orders 
booked. Prices steady and_ stocks 


ample. 

We quote from Cincinnati jobbers’ 
stocks: Single loop bale ties, 8% ft. 
15-ga., $1.45 bundle; > ft. 15-ga., $1. 54; 
+f ft. 15-ga., $1.60; 9 ft. 14 ga., $1.75; 

» ft. 14-ga., $1.85; 10 ft. 14-ga., $1.97. 
BOLTS AND NUTS.—Fair buying re- 
ported by dealers. Prices show little 
fluctuation. Stocks in very good con- 
dition. 

We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off: small, 50, 10 and 10 off; car- 
riage bolts, large, 50 and 10 off; small, 

45 and 10 off: stove bolts, 70 and 10 

off; semi-finished nuts, % and small- 

er, 75 off: large sizes, 65 off. 
CLIPPING AND SHEARING MA- 
CHINES.—Demand fair; stocks in good 
shape; prices unchanged. 

We quote from Cincinnati jobbers’ 
stocks: Stewart No. 1, clipping ma- 
chine, $12.75 list; one-man power 
shearing machine, $21 list: top plates, 
No. 90 and No. 360, $1.25 each list; 
bottom plates, No. 99 and No. 361, 
$1.75 list. Dealers’ discount 33% per 
cent. Stewart electric clipping ma- 
chine, pedestal type, $85 list; shear- 
ing machine, $90 list, f.o.b. factory 
Chicago, with 25 per cent discount to 
dealers. 


COASTER WAGONS.—Retail sales 
rood; jobbers report fair buying for 
fill-ins; prices unchanged; stocks ample. 


We quote from Cincinnati jobbers’ 
stocks: Auto coaster wagons, No. 
1, $5.45 each: No. 2, $5.95 each: No. 
3, $6.60 each; No. 132, SE. 20 each; No. 
138, $5.80 each. 


COTTERS.—Demand steady; prices un- 
changed. 


We quote from Cincinnati jobbers’ 
stocks: Spring cotters, 25 off. 


DRILLS.—Carbon drills in fair demand 
at unchanged prices; stocks ample. 


We quote from Cincinnati jobbers’ 
stocks: Carbon drills, 60 and 10 off. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Sales improving, and now re- 
ported above normal for the season; 
prices steady. 


definite trend. 


little inclination on the part of dealers to stock up heavily. 
The buying continues close, and undoubtedly this policy 
will be maintained until the business situation develops a 


Business is good in the more thickly populated sections, 
and the agricultural sections are contributing a fair 
amount of business. But in the coal mining districts, 


business is very light, and little improvement is expected 


up very well. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage 5 -in., eaves trough, 
$4.50 per 100 ft.; 28-gage, 3-in. cor- 
rugated conductor pipe, $4.65 per 100 
ft.; 3-in. corrugated conductor el- 
bows, $1.51 per doz. 

FILES.—Demand holding up very well, 
but still of small proportions compared 
to previous years; prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Disston files, 60 and 10 off: 
Northwestern and Silver King, 65 off. 

GALVANIZED WARE.—Fair demand; 
prices steady; stocks adequate. 

We quote from Cincinnati jobbers’ 
stocks: Galvanized pails, 10-qt., $2.40 
per doz.; 12- at., 
per ‘doz.: 16-qt., $3.60 per doz. 
Galvanized tubs, No. 1, $6.80 per doz.; 
—- 2, $7.60 per doz.; No. 3, $8.85 per 
Oz. 


GAME TRAPS.—A sharp reduction in 
game traps made by several manufac- 
turers. The last decline averages about 
20 per cent. 


GARDEN HOSE.—Sales have _ been 
good, particularly with dealers, but 
season is a little backward, and demand 
will increase. Prices are steady. 

We quote from Cincinnati jobbers’ 
stocks: Leader brand, coupled hose, 
1% in., 9c. ft.; %-in., 10%c. ft.; Silver 
King, Uy - -in., 10c. ft.; S%-in., 11\%c. ft., 

%, -in. 12% c. ft. Continuous length, 
single grade, -in., 8%c. ft.; %-in., 
lOc. ft.; %-in., we. ft.: double grade, 
-in., 9%c. ft.; 5-in., lle. ft.; %-in., 
12\%c. ft 
GARDEN TOOLS.—Retail dealers re- 
port uniformly good sales; jobbers state 
spring business has been up to normal; 
prices unchanged. 
GLASS CWINDOW).—Sales have been 
fair, and have shown tendency to 
betterment the past few days. Prices 
steady; stocks in fair shape. 





The Magazine Is Fine 


“HARDWARE AGE, 

“New York City. 
“Gentlemen: 

“Kindly change my address as 
indicated. The magazine is fine. 
Would not like to miss an issue. 

“Thanking you in advance, I 
am, 


“Very truly yours, 
(Signed) 
“JAMES M. McDONALD, 
“Syracuse, N.Y.” 











before the first of June. Collections, however, are holding 


We quote from Cincinnati jobbers’ 
stocks: Single and double strength 
A, first three brackets, 86 per cent 
discount; over first three brackets, 
84 per cent discount; double strength 
A, 85 per cent discount, double 
strength B, 87 per cent discount. 


HACK SAW BLADES.—Demand fair; 
stocks adequate; prices steady. 


We quote from Cincinnati jobbers’ 
= Hack saw blades, 50 and 5 


HAMMOCKS.—Demand has been uni- 
formly good from a jobbers’ standpoint. 
Prices have been revised slightly, but 
changes hardly affect the entire list. 


We quote from Cincinnati jobbers’ 
stocks: Swing hammocks, $1.75 to 
$2.40 each, according to size; couch 
hammocks, $3.75 and $4.50 each. 


HANDLES (AGRICULTURAL).—De- 
mand good; prices strong; stocks in 
fair shape. 


We quote from Cincinnati jobbers’ 
stocks: Hay fork handles, 5% t. 
straight, $3.35 doz.; 6 ft. straight, 
$4.35 doz.; J ft, straight, $6.50 doz.; 5 
ft. bent, $3.3 5% ft. bent, $3.95 
doz.; 6 ft. weethy ‘$5 ‘doz. ; Long manure 
forks, $2.85 doz.: D-shovel handles, 
$6 doz.; D-shape handles, $5.85 doz. 


ICE CREAM FREEZERS.—Spring 
business has been normal, and sales by 
dealers are picking up nicely. Prices 
steady and unchanged. 


We quote from Cincinnati jobbers’ 
stocks: White Mountain, 1-qt., 5 
list: 2-qt., $5.65 list; 3- -qt., $6. 75 list: 
4-qt., $8.25 list; 6-at.. $10.45 list; 8-qt., 
$13.50 list; 10-qt., $18 list; 12-at.. 
$21.55 list; 15-qt., $25.60 list; 20-qt., 
$33.20 list: 25-qt., $42.60 list; Arctic, 
1l-qt., $4 list; 2-qt., $4.60 list; 3-qt., 
$5.55 list; 4-qt., $6.80 list; 6-qt., $8.60 
list; 8-qt., $11.10 list. All of the above 
less 50 per cent discount. 


LANTERNS.—Business rather light at 
present. Stocks adequate; _ prices 
steady and unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Supreme, No. 21 doz. 
Supreme, No. 240, $12. 75 doz.: 130 
Midget vehicle lantern, red lens, iron 
clamp, enameled, . lens, $17 doz.; 
167 Supreme, $12. 75 doz.; 100 Supreme 
Electric, $15 doz.; Monarch, $8 doz.; 
Monarch, ruby glow, $10 doz.: D-Lite, 
$13 doz.; Little Wizard, $8. 50 doz.; 
Blizzard, No. 2, $13 doz.; Blizzard, 
brass fount and top, $18 doz.; Buck- 
$i — $14 doz.; Railroad No. 39, 

»o aAOZ, 


LAWN MOWERS.—Usual heavy 
spring demand continuing. Stocks not 
heavy; prices strong. This year’s busi- 
ness best on record. 


We quote from Cincinnati jobbers’ 
stocks: Common lawn mower, 12-in., 
$5.75 each; 14-in., $6 each; 16-in., 
$6.25 each; better. grade, 12-in., $7: 
14-in., $7.25: 16-in., $7.50; cheap ball 
bearing, 14-in., $7.75; 16-in., $8; reg- 

















May 8, 1924 


ular ball bearing, 14-in., $9; 16-in., 


$9.55; 18-in., $9.75; high-heel ball 
ar es 14- -in., $10.25; 16-in., $10.65; 
1 n 


$11; high grade, ball bearing, 
with 5 knives, 16-in., $ ; 18-in., 
$13.50; 20-in., $14.25. 


NAILS.—Local jobbers have reduced 


prices on common wire nails 10 cents 
per keg. Coated nails show little 
change. Demand is not exceptionally 
heavy, and stocks are in very good 
shape. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.40 per 
keg, base; cement coated nails, $3 
per keg. 


PAINTS AND OILS.—Orders good; 


prices steady and unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.90 per gal.; linseed oil, single bar- 
rels, 94c per gal.; turpentine, single 
barrels, $1.05 per gal.; white and red 
lead, 15%c. per Ib. 


POULTRY NETTING.—Demand con- 
tinuing fairly heavy; prices unchanged; 
stocks in fair shape. 


We quote from Cincinnati jobbers’ 
stocks: Poultry netting, galvanized 
before weaving, 45, 10 and 7% off; 
~~ ereeaaene after weaving, 45 and 7% 
Or. 


RIVETS.—Fair demand for smaller 
sizes; prices fairly steady; stocks ade- 
quate for present demands. 


We quote from Cincinnati jobbers’ 
stocks: Rivets, all sizes, 60 off 


ROLLER SKATES.—Heavy demand 


continues for. roller skates; stocks 
broken; prices firm and unchanged. 
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Has the 20th Century 
Spirit 
“Hardware Age, 
“New York City. 
“Gentlemen: 
“Please send my Harpware AGE 
to the following address: 
“Thanks in advance, 


“4. M. Poe, Jr., 
“Knoxville, Tenn.” 


“<P, S.—I get much pleasure out 
of the Harpware Ace—lIt is edu- 
cational too—with 20th century 
spirit.” 











We quote from Cincinnati jobbers’ 
$1.60 


stocks: B all be -aring, No. 
pair; No. 5, $1.60 pair; No. 6, $1.70 
pair. 


ROOFING PAPER.—Demand fair with 
indication of increasing. Prices un- 
changed; stocks ample for immediate 
requirements. 


We quote from Cincinnati jobbers’ 
stocks: Standard brand, light, $1.10; 
medium, $1.35; $1.65; Hold- 
brand, light, $1.35; medium, 
5: heavy, $2. Slate surface roof- 


ROPE.—No change in prices; demand 
fair, 
We quote from Cincinnati jobbers’ 


stocks: Best grades Manila, 19c Ib.; 
sisal, 134%c per Ib. 
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SASH CORD AND SASH WEIGHTS. 
—Improved demand the past few days; 
no price changes; stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: Best grades sash cord, S4c. 
lb.; medium grades, 48c. Ib.; cast 
iron sash weights, $2.50 per 100 lb. 


SHEETS.—Demand fair; stocks ade- 
quate; prices unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Blue annealed, No. 10, $4.10c.; 
black. No. 28, $4.80c.; galvanized, No. 
28, $5.85c. 


WIRE CLOTH.—Current sales light, as 
trade bought early; prices unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Black painted, 12-mesh, $2 
per 100 sq. ft.; opal, $2.65 per 100 sq. 
ft. 


WHEELBARROWS.—Demand for 
wheelbarrows still heavy, as is the de- 
mand for trays; prices steady; stocks 
light. 

We quote from Cincinnati jobbers’ 
stocks: Cheaper wheelbarrows, steel 
trays, $3.85 each; better grade, 
each; contractors’ barrows, 
each; concrete barrows, $5.90 each. 


WRENCHES.—Demand showing some 


improvement, but stocks ample for im- 


mediate requirements; prices un- 
changed. 
We quote from Cincinnati jobbers’ 
stocks:« Agricultural wrenches, 60 


off; Coes wrenches, 40 and 10 off; 
Stillson, 60 off: Trimo, 60 off: Snap- 
on Wrenches, No. 101, Master Service 
sets, $15.25 each; 202, heavy duty 
sets, $8 each; No. 404 Universal 
socket sets, $7 each; No. 505B, screw- 
driver sets, $3.40 each; less 40 per 
cent on all Snap-on wrenches, f.o.b. 
Milwaukee. 


Tools and Auto Accessories Sales 
Increasing in [win Cities Territory 


(Minneapolis office of HARDWARE AGE) 


HE usual demand for spring merchandise at this 

time of the year has been held back by unseasonably 
cold weather during the past few weeks. 

there have been some warm days, taken as a whole weather 

has been too cold for any stimulation of spring merchan- 


dise. 


AXES.—Sales fair; stocks good; prices 
as last quoted. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit axes, 


base weights, $19. 
BOLTS.—Fairly active retail demand; 
manufacturers buying in good quanti- 
ties; stocks good. Prices show no 
change since decline noted in last issue. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Small and large 
carriage bolts 50-10 per cent; Small 
and large machine bolts 50-10-10 per 
cent from lists. Stove bolts 70 per 
cent; lag screws 60 per cent from 
standard lists. 


BRADS.—With renewed building activ- 
ities there is a good demand for brads. 
Stocks good; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
ib. boxes, 70-10 per cent. 


BUILDERS’ HARDWARE.—The de- 
mand for builders’ hardware kept up 
well during the entire winter, and with 
renewed building activities the demand 
is heavier. From building operations 
under way and in prospect a good de- 








While steady gain. 


the late spring. 


mand is expected for the balance of the 
year. 

CHURNS.—Demand good; 
ple; prices show no change. 


stocks am- 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel Type 
Churns, 40 per cent from standard 


lists. 


COASTER WAGONS.—Retail demand 
very good; stocks ample; prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto Wheel coast- 
er wagons No. 60, $5.50 each; No. 61, 
$6.44 each; No. 62, $7.03 each; No. 63, 
$7.72 each; Overland coaster wagons 
33% per cent from factory list. 

EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Sales are de- 
veloping rapidly with the opening of 
spring weather and consequent repair 
work found necessary. Stocks good; 
prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint single bead, 5-in., $5.25 per 100 
ft. -in., 28-gage conductor pipe, 
$5. 40 per "100 ft.; 3-in. conductor el- 
bows, $1.73 per doz. 

FIELD FENCE. — Sales 


stocks good; prices steady. 


improved; 


Building operations are getting under way, so that there 
is a better demand for carpenters’ tools in general. 
of automobile supplies and accessories are showing a 


Sales 


Demand for garden tools has begun in a small way, but 
is not as active as usual at this time of the year, owing to 


We quote from 
f.o.b. Twin Cities: 
per cent from lists. 


FILES.— Sales show steady gain; 
stocks ample; prices show no further 
change since last report. 


jobbers’ stocks, 
Field Fence, 56% 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
50 per cent: second grade files 65- 


10 per cent from standard lists. 


FREEZERS.—Sales rather spasmodic 


because of weather conditions; stocks 
ample; prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
and Arctic Freezers, 50 per cent 
discount from respective lists: Alas- 
ka Freezers, 20-10 per cent from 
lists; Auto vacuum freezers, 33% 
per cent from lists. 

GALVANIZED WIRE.— Sales show 
steady improvement; stocks good; 
prices as last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1, 
grantees tubs, $6.85; No. 2, $7.75; 

3, 95; heavy galvanized tubs, 


No. 1, $12; No. 2, $13.25: No. 3, $14.50: 


standard galvanized pails, 10-qt., 
$2.55; 12-qt., $2.90; 14-qt., $3.20; 16-qt. 
stock pails, $5; 18-qt. stock pails, 


$5.75 per doz. 
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HAMMERS AND HATCHETS.—Sales 
good; stocks in good condition; prices 
remain firm, 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. 11%, $13. vf 
Plumb HF91, $12; Riverside 611 

12; Plumb broad hatchets No. 
17.15; Plumb mineene No. 2, $13. 15: 
Plumb claw No. 2, $14.40 per doz. 


HOSE.—Demand bendenting to open up, 
stocks good; prices steady. 


We quote from jobbers’ 
f.o.b. Twin Cities: Garden 
competition grade, 3-ply, %-i 
per ft.; 5-ply, 10%c per ft.: %-in. 
moulded hose, 12c per ft.; %-in. is 
about one cent less per ft. 


LANTERNS. —Sales fairiy good; 
stocks good; prices show no change. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
doz.; Embury lanterns No. 210, $7.75 
per doz.; No. , $12.75 per doz.; 
No. 130, Midget vehicle lanterns, $17 
per doz. 


LAWN MOWERS.—Unseasonably cold 
weather has held back demand, which 
is usually under way at this time; 
stocks good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best standard 
grades of lawn mowers 25 per cent 
from lists; 16-in. ball bearing mowers 
in ordinary grades $9.00 to $10.50 
each according to quality. 


MILK CANS.—Sales about average; 
stocks good; prices steady. 


stocks, 
hose, 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad milk 
cans, 5-gal., $2.60 each; 8-gal., $3.10 
each; 10-gal., $3.20 each. 


NAILS.—Very good demand; slight 
weakening in steel market and reduc- 
tion made elsewhere may later affect 
this territory; stocks good. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, $4.10 per keg, base: cement 


coated nails, $3.60 per keg, base. 


PAINTS.—While demand is consider- 
ably better, the usual spring rush has 
not started because of the unseasonable 
weather; stocks ample; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First quality house 
paints, $2.80 per gal.; second quality 


house paints, $2.10 per gal.; white 
lead, $13.53 per cwt. 
POULTRY NETTING.—Sales good; 


stocks at present ample; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon Poultry 
netting, 45-5 per cent from standard 
price lists. 
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PYREX OVEN WARE.—Sales of good 
volume; stocks good; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Pyrex oven ware: 
No. 101 casseroles, $1.33 each; No. 
197 casseroles, $1. 17 each; No. 202 pie 
plates, 50c; No. 210 pie plates, 67c; 
No. 212 bread pans, 60c; No. 231 
utility pans, 67c; No. 12 teapots, 2~ 
cup, $1.67 each; No. 24, ere $2 each 
No. 36, 6-cup, $2.33 each 


REGISTERS.—With renewed building 
activities a better demand is noted; 
prices steady. 
We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Cast steel registers 

40 per cent from standard lis 
ROPE.—Demand good; stocks ample; 
prices as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades ma- 
nila rope, 19%c per Ib.; best grades 
sisal rope, 17%c per Ib. 

SANDPAPER.—Sales good; stocks am- 


ple; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 
sandpaper, per ream, $5.85; second 
grade, No. 1, per ream, $5.25; Garnet 
No. 1, per ream, $16.50. 

SASH CORD.—Demand good; 
ample; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades No. 8, 
86c per lb.; ordinary grades No. 8, 
56c per Ib. 

SASH WEIGHTS.—Good volume of or- 
ders booked for later delivery; prices 
stationary. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Sash weights, $2.50 
per cwt. 

SCREWS.—Steady demand for wood 
screws; stocks fairly well assorted and 
sufficient for present demand; prices 


steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
screws, 75-5 per cent; round head 
blued screws, 72% per cent; flat head 
japanned, 67% per cent; flat head 
brass screws, 70 per cent; round head 
brass, 67% per cent. 


SOLDER.—Demand not very active; 
stocks good; prices weak, although no 
decline noted for this week. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Guaranteed Half 
and Half solder 35 cents per Ib 


STEEL SHEETS.—Local demand for 
steel sheets considerably better’, stocks 
ample; pu steady. 


We ote from jobbers’ stocks, 
f.o. 4g Twin Cities: 28-gage galvanized 
steel sheets, $5.95 per cwt.; 28-gage 
black steel sheets, $5.05 per ‘ewt. 


stocks 
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TACKS.—Sales fairly steady; stocks 
good; prices as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: American cut 
tacks, 6, 8 and 10-o0z., 60c, 55c and 
50c per doz. 2-o0z. packages respec- 
tively; 8-oz. blued carpet, 3lc per 
doz. packages; Ne. 11, to point- 
ed, 3 per doz. ge oz. cut 
tacks in bulk, 15%c per lIb.; 6-oz., 
16%c per Ib. 


TIN PLATE.—Demand good; stocks 
ample for present requirements; prices 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Ciites: Tin Plate, Furnace 
Coke, ICL 20x28, $14.75 per box; 
Roofing tin, IC 20x28, 8-lb. coating. 
$14.25 per box. 


WHEELBARROWS. — Wheelbarrows 
now in good demand; stocks good; 
prices remain as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood stave bar- 
rows, fully bolted, $37.50 per doz.; 
Tubular steel, No. 1, $6.75 each: 
wood garden barrows, $6.25 each. 


WINDOW SCREENS AND SCREEN 
DOORS.—Sales slow in opening up be- 
cause of cold weather; stocks ample; 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 24-in. Sherwood 
adjustable window screens, $7.40 per 
doz.; 24-in. Wabash extension, $6.50 
per doz.; Common screen doors 
2-8x6-8, $28.20 per doz.; Fancy screen 
doors 2-8x6-8, $32.30 per doz. 


WIRE.—Sales show a decided improve- 
ment; stocks good; prices remain as for 
some time past. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed wire, 
painted cattle, 80-rod spools, $3.70; 
galvanized cattle, $3.97; painted hog 
wire, $3.96; galvanized hog wire, 
4.25; smooth black annealed No. 9, 
4 per ecwt.; smooth galvanized an- 
nealed, $4. 45 per cwt. 


WIRE CLOTH.—Retail demand a little 
slow in opening up; stocks good; prices 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black wire cloth, 
12x12 mesh, $2.20 per 100 sq. ft.; Gal- 
vanized cloth, 12x12 mesh, $2. 70 per 
100 sq. ft. 


WRENCHES. — Steady demand for 
wrenches, both retail and wholesale; 
stocks fair; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 65 per cent; Coes wrenches, 
40-10 per cent; engineers’ wrenches, 
62% per cent from new lists; knife 
handle wrenches, 40-10 per cent; Still- 
son and Trimo wrenches, 60 per cent. 
Snap-On wrenches in sets, No. 101, 
$15.25; No 02, $8; No. 404, $7; No. 
505B, $3. 40, less 40 per cent, f.o.b. 
Milwauk ee. 











“USE ’EM YOURSELF TO SELL’ EM” 


M. HOFFMAN, past president of the Missouri Retail Hardware Associa- 
A e tion and hardware dealer at Sedalia, Mo., in commenting upon the slogan, 
“Use ’Em Yourself To Sell ’Em,” says: “Many articles have merits, but no one 
can fully appreciate them unless he has actually used the articles. 
always found that I have been more successful in selling articles that I have 
used in my own home.” 


I have 
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Shovel Prices Cut 
in New York City 
Market 


Warmer weather has increased sales 
throughout the New York district. At 
present competitive conditions in the 
local market are causing prices to 
fluctuate almost daily with the result 
that a number of competitive prices 
have been cut. 

The shovel market, for instance, has 
been slashed open and cut prices pre- 
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vail. There has, however, been no 
change in jobbers’ costs. The situa- 
tion, it is believed, has been caused 
altogether by local interests with large 
stocks which they were unable or un- 
willing to carry, unloading on the open 
market at special prices. This has 
caused a number of the larger whole- 
sale firms to meet the lower prices 
temporarily. How long this condition 
is likely to last is impossible to say. 
At present long and D handle, round 
and square point shovels and spades 
are being quoted at various prices in 
different places, the most frequent quo- 
tation being about $12.91 a doz. 





Handled Hammers Down 


10% 


_ The Stanley Rule & Level Co., New 
Britain, Conn., announced a reduction 
of approximately 5 to 10 per cent on 
handled hammers, which local jobbers 
say will be put into effect immediately. 
Few jobbers, however, look with favor 
on this reduction. They claim that 
it is likely to affect all other lines of 
tools, because it may have a tendency 
to lead buyers to believe that there will 
be proportionate reductions in other 
lines. According to authorities in the 
local market, price reductions in other 
lines of tools are not probable at 
present. 


Poultry Netting Prices Cut 
by Competition 


Competitive conditions in the local 
market are causing some jobbers to 
quote poultry netting at 45 per cent 
off, delivered. Demands are. stronger, 
and the established base prices are 
quoted below. 


Jobbers’ uotations 
f.o.b. New Yor 
Poultry Netting. —From New York 


to retailers, 


stocks, 40-2% per cent; f.o.b. Pitts- 
burgh, 45-5 per cent. 

Wire Cloth.—Jobbers’ quotations, 
f.o.b. New York: 

Black wire cloth, 12-mesh, $2.30 
per 100 sq. ft 

Galvanized wire cloth, 12-mesh, 
$2.75 per 100 sq. ft.; 14-mesh, $3.25 


per 100 sq. ft. 

Copper wire cloth; 14-mesh, $7.25 
per 100 sq. ft. 

Bronze, 14-mesh, $7.50 to $7.75 per 
100 sq. ft.; bronze, 16-mesh, $8.95 
per 100 sq. ft. 

Wire cloth, galvanized square mesh 
cloth, ™%-in. mesh, $5 per 100 sq. ft; 
3%-in. mesh, $5.25 per 100 sq. ft.; 
%4-in. mesh, $5.50 per 100 sq. ft. 





Mowers More Active 


More active interest is reported for 
lawn mowers. Prices are firm and 
stocks ample. 


Jobbers’ uotations 
f.o.b. New York: 
awn Mowers.—Plain bearing, 8-in. 
drive wheels, 5-in. reel, 3 steel knives, 
adjusting, 12-in., $5.60 each; 
.- $5.85 each; 16-in., $6.25 each; 
18-in., $6.65 each. 
Ball-bearing lawn mowers, self- 
adjusting 8-in. drive wheels, 5%-in. 
diameter reel, screw adjusting cut- 


to retailers, 


ter bar, 3 steel knives, 12-in., $7.25 
each; 14-in., $7.60 each; 16-in., $7.95 
each; 18-in., $8.30 each. 

Ball-bearing lawn mower, _ self- 


adjusting 9-in. drive wheels, 5%-in. 
diam. reel, 4 self-sharpening knives, 
_ 14-in., $9.15 each; 16-in., $9.50 each; 
18-in., $9.85 each. 
Ball-bearing lawn mowers, self- 
adjusting hardened cones, 10%-in. 
open drive wheels, 4 self-sharpening 
knives, 6-in. diameter reel, 14-in., 
$10.35 each; 16-in., $10.90 each; 18- 





‘ 





in., $11.45 each; 
Self-adjusting, 


20-in., $12.10 each. 
ball-bearing lawn 
mower, 10%-in. wheels, 6-in. diam- 
eter reel, 5 shear cutting self-sharp- 
ening knives, l16-in., $14 each; 18- 
in., $14.65 each; 20- -in., $15.30 each. 


Screws Unchanged 


Screws continue in fair demand. 
Prices are unchanged. Stocks are re- 
ported to be ample. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Screws, flat head, steel machine 


screws, 66% to 70-5 per cent. 

Round head, steel machine screws, 
66% to 70-5 per cent. 

Flat head brass machine screws, 60 
to 60-10-5 per cent. 

Round head brass machine screws, 
60 to 60-10-5 per cent. 


Flat head, steel wood = screws, 
bright, full packages, 75-20-5-5 per 
cent. 


Galvanized iron, 60-20-5 5 per cent. 

Flat head brass, 70-20-5-5 per cent. 

Round head blued, 72%4-20-5-5 per 
cent. 

Round head, nickel plated, 62%4-20- 
5-5 per cent. 

Round head brass, 671%4-20-! 
cent. 

Cap screws, 80 per cent. 

Prices vary in different sections of 
the city. 


-5 per 


Gates in Demand 


Continued interest is reported for 
ornamental gates, especially from out 
of town dealers. Prices are firm; stocks 
ample. 

Jobbers’ quotations 

f.o.b. New Yor 


Ornamental Gates.—41 in. x 
$2.95 each: 47 in. x 38 ft., 


to retailers, 


3 ft., 
$3.25 each: 


04 in. x 3-ft., $3.25 each; 41 in. x 4 
ft., $3.50 each; 47 in. x 4 ft., $3.75 
each; 54 in. x 4 ft., focal 75 each. 


Stove Bolt Dro Drop of 10% 
Expected 


New stove bolts prices are likely 
within a week, according to local job- 
bers. It is expected that stove bolts 
will drop in the neighborhood of 10 per 
cent. It is said that some manufac- 
turers have already issued new prices. 


Solder Down 2c. 


Solder dropped again during the past 
week. Stocks are fair; demands some- 


what light. 
Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Solder.—Kester string solder. in 


1-lb. spools, 63c. per spool. 

Bar solder, commercial grade, 36%4c. 
per lb. Strip solder, in 5-lb. boxes, 
4lc. per Ib. 

Soldering Coppers.—% Ib. to pair, 
28e. per a 1 Ib. to pair, 36c. per 


pair; 1% Ib. to pair, 48c. per pair; 
2 lb. to pair, 62c. per pair; 2% Ib. 
to pair, 76c. per pair; 3 lb to pair, 


90c. per pair; 4 Ib. to pair, $1.20 per 
pair; 6 Ib. to pair, $1.80 per pair. 
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Restricted Forward 
Buying Forces 
Curtailment 


*Business is up against a condition 
that has been in course of develop- 
ment for some time. Restricted for- 
ward purchasing is finally forcing cur- 
tailment of manufacturing operations,” 
writes C. F. Hughes in the New York 
World. 

“Merchants are not willing to con- 
cede that there is resistance from 
consumers to the present range of 
values. However, two _ points are 
worth considering in this connection. 
One is that many customers have be- 
come accustomed to wait for sales. 
The second is that in an increasing 
number of industrial centers wage 
earners are tightening up on their pur- 
chases, due either to less employment 
or the prospect of idleness. 

“In both trade and industry it is 
likely that a comparisun with 1923 re- 
sults from now on will prove disap- 
pointing. The factor of politics and 
the Presidential campaign year does 
not explain everything. 

“Rceords established last year could 
be traced mainly to a replenishment 
of that demand which arose from the 
economies of the previous depression. 
Supplies have now been made abundant 
and in many instances too abundant. 
Signs of the cycle of curtailment, lower 
purchasing powers and further slacken- 
ing of the businss movement are in 
sight. 

“There are, however, two or three 
factors which may halt the decline. 
One of these is the likelihood of tax 
reduction, which may improve con- 
sumption at the critical point of its 
falling off. Another is the activity 
likely to be produced by a final set- 
tlement of reparation, which at first, 
however, is likely to stimulate the de- 
mand merely for wanted raw materials 
and machinery. A long look ahead in- 
dicates a spurt after taxes are lowered 
and raparation settled, to be followed 
by the readjustment of costs and prices 
necessary to meet keener competition 
both dt home and abroad. 

“Some evidences of this readiustment 
are already to be noted. Even the 
fears entertained by mill owners re- 
garding the disruption of their work- 
ing organizations are being waved 
aside and drastic wage cuts are con- 
templated. Moreover, the course of 
commodity prices is steadily downward 
and the indices for the month will show 
another decline, following after the 
rather abrupt drop_ registered in 
March. 

“Every item of importance is now 
affected by this price weakness, which 
of course, discounts any possibility of 
a broad buying movement until it sub- 
sides. Iron, steel, oil, coal, rubber, lum- 
ber, grains, paper, hides and leather 
and cotton goods are among the prod- 
ucts now selling lower than a year 
ago. In each case curtailment pro- 
grams are under way because forward 
orders are wanting.” 


Sash Weights Firm 


Good demands are reported for sash 


weights. Stocks are small, prices firm. 
Jobbers’ quotations are $3.15 per 
cwt. 
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Barrows in Demand 


Barrows continue in steady demand. 


Prices are firm. Stocks ample. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Laborers’ Canal Barrows. — Half 
bolted, handles and legs of 2-in. 
maple wood, tray 18 in. wide on bot- 
tom, steel wheel, 16-in., $3.25 each. 
Same, full bolted, extra strong, larger 
tray, $3.65 each. 

W heelbarrows.—Steel tray, 33 x 27 
in., depth 11% x 7% in., holds 3 cu. 
ft., strong bolted wood frame, steel 
wheel, $5.25 each. All steel tubular 
wheelbarrows for coal, cement, sand, 
ete., width of tray 29 in., length of 
tray on top 32 in., weight 70 Ib., $8 
each. Same, with tray 30 in. wide, 
length of tray on top 38% in., 
weight 80 lIb., $8.75 each. Same, with 
tray 33 in. wide, 41% in. length on 
top, weight 100 Ib., $11.50 each. 

Mortar Barrows.—Angle steel legs 
and braces, tray measures at top 
26 x 34 in., bottom 15 x 19 in., depth 
wheel end 16 in., handle end 7% in., 
tray edge rolled over steel rod, 
capacity 3% cu. ft., 16-in. steel wheel, 
hardwood handle, $7.30 each. 


Hose Interest Stronger 


Garden hose is quiet, but more in- 
terest is reported. Stocks are ample; 


prices firm, 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Garden Hose.—4-ply, 8%c. per ft.: 
5-ply, 9%c. per ft.; 6-ply, llc. per 
ft. Good Luck brand, llc. per ft. 
Milo brand, 12%c. per ft. Bull Dog 
brand, 13%6c. per ft. 

Nozzies.—53c. each; less 5 per cent 
for boxes. 

Couplings.—Brass, %, % and %-in 
10%c. each. 

Hose Clamps.—Galvanized, %, 
and %-in., $2, $2.05, $2.15 respectively 
per 100; brass, same sizes, $3, $3.10, 
$3.20 respectively per 100. 

Hose Menders.—(Cooper’s), % and 
%-in., 6c. each: (Perfect Clinch), %, 
5% and %-in., 7%c. each. 


Nails Holding 


Softening indications are reported 
in the nail market, although no lower 
prices have as yet been shown. De- 


mands are consistent; stocks fair. 


Jobbers’ uotations to retailers, 
f.o.b. New York: 

Nails.—Wire nails, $4 base per keg. 

Cut nails, $4.35 base per keg 

Wire nails and brads in ee lots, 
70-10 per cent off list, in 1-lb. papers. 

Roofing nails, 1 x 12, plain, $5.20 
“gi 100 lb.; galvanized, $8.20 per 100 
] 


American felt roofing nails, % x 


10% plain, $6.50 per case. Galvanized, 
$9.50 per keg. 


Pails in Better Demand 


Galvanized pails remain unchanged. 
Demands are stronger; local stocks are 


reported in good condition. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Galvanized Pails.—Galvanized pails, 
S-qt.. 19c. each; 10-qt., 24c. each: 
12-qt.,'26c. each; 14-qt., 29%c. each; 
16-qt., 37c. each. 

Fire Pails.—35c. each. 

Watering Pots.—Galvanized, 4-qt., 
52%c. each; 6-qt., 59c. each; 8-qt., 
70c. each: 10-qt., 8le. each; 12-qt., 
9314c. each. 


Handles Sales Good 


Out of town demands for tool han- 
dles are reported to be in good volume. 


Prices are firm. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Tool Handles (Agricultural).—Hay 
fork handles, bent, 5-ft., 33c. each: 
6§6-ft., 5ic. each. 

Manure fork handles, bent, 4%-ft., 
29e each. 
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Spading fork handle, 4%-ft., 36c. 

each. 
Hoe handle, shank or socket style, 

4144-ft., 22c. each. Mortar style, 6-ft., 


Long shovel handle, bent, 4%-ft., 
aa spade handle, 4%-ft., 37c. 


“Bent D handle, manure fork style, 
46c. each. Spading fork style, 46c. 
each. Shovel style, 50c. each. Spade 
style, 50c. each. 

Malleable D fork handle, manure 
fork style, with strap ferrule and 
cap, 58c. each. Spading fork style, 
40c. each. 

Spading style, with strap ferrule 
and cap, 63c. each. 


Batteries Firm 
Continued steady demands are re- 


ported for batteries. Prices are firm; 
stocks ample. 


Jobbers’ quotations to retailers, 
f.o.b. New Yor 

Red Seal Batteries. —26c. each, in 
cases of 50 and 125. 

Radio Batteries.—(Eveready) No. 
763, voltage 22%, $1.05 for less than 
10; for quantities of from 10 to 
49: 90c. for more than 50; No. 764, 
voltage, 22%, less than 10, $1.35; 10 
to 49, $1.27; 50 and more, $1.13: No. 
766, voltage 2214, less than 10, $1.75: 
10 to 49, $1.67; 50 and more, $1.50; 
No. 767, voltage 45, less than 10, 
3.50; 10 to 49, $3.34: 50 and more, 
3; No. 771, voltage 4%, less than 10, 
42c.; 10 to 49, 40c.: 50 and more, 36c. 


Rope Firm 


Rope prices are unchanged. De. 


mands are small but consistent. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Rope.—First grade Manila rope, 
18%c. base per Ib.; hardware grade, 
+ base per Ib.; first grade sisal, 

15%c. per iIb.: second grade sisal, 
141hc. per Ib. 
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Bolts Cut 10% 


Bolt prices have been reduced 10 per 


cent by some of the local jobbers and 
manufacturers to meet a competitive 
condition in the local market which was 
outlined in these columns last week. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Bolts, common _ carriage bolts, 
small, 50 per cent; large, 40-10 per 
cent. 

Machine bolts, — 50-10 per 
cent; large, 50 per c 

Stove bolts, 75 - mb 5 per cent, 
both flat and round head. 

Sink bolts, 75 to 75-5 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 33% per cent. 

Screw anchors, 75-10 per cent. 

Lag screws, 50-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 


Oil Stocks Small 


No change has been reported in the 


linseed oil market. Prices are for small 
lots and remain unchanged. Stocks 
are reported small. 


Jobbers’ gantations to retailers, 
f.o.b. New 

Linseed Oil.—In lots of less than 
5 bbl., 98c. per gal.; in lots of 5 bbl. 
or more, 95c. per gal. Calcutta iin- 
seed oil in bbl., $1.07 per gal. Boiled 
oil, 2c. extra; double boiled oil, 3c. 
extra; oil in half bbl., 5c. per gal. 
additional. 


Sash Cord Steady 


Sash cord prices are unchanged in 


the local market. Softening tendencies 
are rumored. Stocks are fair. 


Sash Cord.—First grade, 48c. to 
55c. base per lb. Prices vary in dif- 
ferent sections of the city. 





STEEL GOODS IN BETTER DEMAND 


Better weather conditions have in- 


creased the demand for steel goods. 
Jobbers report stocks moving briskly, 
and the general condition of the mar- 
ket is firm. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Manure Forks.—Drop ferrule, oval 
drop-forged tines, selected D ash 
handle, 4 12-in. tines, $1.58 each; 
5 13-in. tines, $1.75 each; 6 413-in. 
tines, $2.05 each; 5 13-in. tines, 4-ft. 
handle, $1.50 each: 6 13-in. tines, 4-ft. 
handle, $1.70 each. (Lots of six, 5 
per cent off.) 

Hay Forks.—3 oval i12-in. drop- 
forged tines, bronzed and polished, 
select ash handle, strapped ferrule 
5-ft. bent handle, $1.12 each; 6-ft. 
bent handle, $1.35 each. (Lots of six, 
5 per cent off.) 

Spading Forks.—Malleable, D han- 
dles, strapped ferrule, angular drop- 
forged tines, 4 tines, 76c. each; spad- 
ing forks, wood D handle, strapped 
ferrule, 4 heavy tines, $1.64 each; 
5 heavy tines, $2.08 each. 

Wooden Rakes.—Wooden hay rake, 
12 teeth, two bows, 40c. each; same 
with three aluminum steel bows, 14 
teeth, varnished head, 63c. each. 

Lawn Rakes.—Three wood bows. 
24 teeth, 55c. each: same with 3 
aluminum steel bows, 24 teeth, 72c. 
each. 

Ladies’ Lawn Rake.—Two wood 
bows, 18 teeth, varnished head, 5- 
ft. handle, 20c.. each. 

Wire Lawn Rake.—24 wire teeth, 
20-in. head, malleable socket, se- 
curely fastened to head, pinned teeth 
and head, 55c. each. 

Genuine Yamada lawn rake, 95c. 


each. 

Steel Rakes.—Medium steel garden 
rakes, bronze finish, straight teeth, 
5%-ft. ash handle, 12 teeth, 77c. each; 
14 teeth, 8ic. each; 16 teeth, 89c. 
each. Malleable, 12 teeth, 32c. each; 
14 cree 36c. each; 16 teeth, 40c. 
each. 


Garden Hoes.—7-in. steel blades, 
black finish, 4%4-ft. ash handle, solid 
shank, 36c. each; 7-in. blade, bronze 
finish, 7lc. each; 6-in. blade, bronze 
finish, 77c. each. Mortar hoe, forged 
steel blade, bronze finish, solid shank, 
6-ft. ash handle, 9-in. blade, 95c. 
each. (Lots of six, 5 per cent off.) 

Trowels.—Garden trowels, 6-in. 
blued steel blades, black-enameled 
handle, riveted tang, 7c. each; heavy 
solid steel 6-in.. blade, half polished, 
riveted shank, hardwood handle, 10c. 
each; 1-piece socket, 6-in. forged 
steel blades, polished and enameled 
red, length over all, 13% in., 29c. 
each. All steel trowel, 17c. each. 
Socket pattern solid forged one-piece 
blade — socket, wood-egrip handle, 
60c. eac 

Hand Ricstien Forks.—Three heavy 
flat tines, polished -and japannéd, 
black-enameled handle, 10 in. over 
all, 10c. each; 4%-in., malleable tines, 
half polished, brass ferrule, polished 
handle, 10%c. each. 

Lawn Weeder.—3 steel spring tines, 
tinned, black-enameled handle, 10c. 
each; 4 steel tines, 42-in. handle, 
44c. each. 

Weeding WHooks.—Malleable iron, 
tinned, 8%c. each; Magic weeder, 
three steel spring tines, tinned, 
black-enameled handle, 10c. each. 
Same with 42-in. handle, four steel 
tines, tinned, 44c. each. 

Grass Hooks. — Tempered steel 
blade, black-enameled handle, 265c. 
each; same forged from bar tool 
steel, raised hardwood handle, 43c. 
each; same, high quality steel, ribbed 
back, polished edge, 35c. each; same, 
tempered steel blade, 46c. each; Eng- 
lish grass hooks, 54c. to 57c. each. 

Hedge Shears.—Plain, 6%4-in., 8-in., 
9-in., $1.05, $1.80, $1.95 each respec- 
tively. Notched, 8, 9 and 10-in., $1.95, 
$2.10 and $2.30 each respectively. 

Border Shears. —With wheel, 9-in., 
oo - a pair; without wheel, $2. 85 ow 

wn shear, two w heels, 9- 
$3. 60 pair. Disston utility pruner, 
$1.55 pair. 
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We have heard of carpenters 
who use one McKinney butt 
to mortise all the doors on a 
job. It 1s not surprising. 


Mc KINNEY 
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Hinges Butts 


Accuracy goes hand-in-hand 
with every McKinney hinge. 


MCKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 


Western Office and Warehouse — Chicago 











Garage hardware, door hangers and track, door bolts and latches, 
shelf brackets, window and screen hardware, steel 
door mats and wrought specialties 
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No Strong Buymg Until Mid-Year, 
Is Belief in Pittsburgh Market 


(Pittsburgh office of HARDWARE AGE) 
INCE the end of March there has been a decrease 
S in the number of blast furnaces in production in 
Pittsburgh and nearby districts of 21, and several 
others are expected to cease production in the next few 
weeks. There are no less than 139 furnaces in the area 
bounded by Johnstown and Erie, Pa.; Dover, Ohio, and 
Wheeling, W. Va., of which 93 now are making iron; 
this compares with 114 in production at the end of March. 
In keeping with that decline in pig iron output is a 
decline in ingot production in this and adjacent districts 
of more than 20 per cent, the average now being less than 
70 per cent, taking in the Steel Corporation units in this 
area, as against about 90 per cent, the March peak aver- 
age. This is a remarkably true picture of the conserva- 
tism which has crept into buying circles in the recent 
past and which even the most optimistic in the steel in- 
dustry do not expect to disappear before mid-year. 

Bars and shapes have definitely settled to 2.25 cents, 
Pittsburgh, and plates are being sold by some makers 
in relatively small tonnages as low as 2.20 cents, Pitts- 
burgh. These prices are $3 to $5 a ton below what the 
mills held to throughout the greater part of 1923. There 
is no strength to the sheet market, least of all in black 
sheets, on which some mills have gone at low as 3.50 cents, 
base, in their efforts to secure orders. Those manufac- 


turers who make the grades required by the automotive 
industry have not experienced such quiet times since the 
depression of 1921, and if prices show no particular 
change, it is simply because there has not been enough 
business to test the market. Incidentally, the automobile 
makers have not yet reduced their stocks of cars suffi- 
ciently to be inclined to increase their operating schedules 
and there is now a belief that the first quarter rate of 
production will not be attained again this year. Prices 
at which makers of bolts and nuts have been quietly ac- 
cepting business for the past few weeks have been pub- 
licly proclaimed as the regular market quotations and 
this means that prices are publicly off about 10 per cent. 

The American Sheet & Tin Plate Co. has adopted the 
reduction of $5 a ton in automobile body sheets made by 
several of the independent makers of this grade on April 
22. It is still holding to the old schedules on the common 
finishes, but as the Steel Corporation is meeting competi- 
tion on plates, shapes and bars, it is not believed that it 
will much longer continue to ignore competition on sheets, 
in which the Steel Corporation accounts for about 24 per 
cent of the country’s capacity. There are intimations that 
the full price on manufacturers’ wire is not always and 
in all cases observed, but there have been no formal price 
reductions, unless the special terms made on farmers’ 
goods may be thus regarded. Iron and steel pipe prices 





PITTSBURGH BASE RATES 


Note: It should be understood thal prices given below are f.o.b. mill or warehouse, Pittsburgh, and are quoted only for carload 
shipments from mill or warehouse to retailers. For smaller lots, the usual advances apply. 


Anne:. ed fence wire, base, No. 9 {Baee. OE Te Gs 6 6-06 600 e0d0% Hobe bee oben oe $3.00 
Bright plain wire, base, i i ii. iw sbees 6 6 2 
Chain, pound, base, rt Pe s+ «wb wewhe's 66 


Galvanized barbed ae ast heen isbateee os HORSE Cae EKO eM 3.90 
Galvanized fence wire, No. 9, base, i Ps « os 6 onto 2 0666 0666 6s 06s baw OR SOS s OSD 3.45 
es ee Ls cs ke oly 6 ye b% 66 0 obese 0600080 ee bos anne ees 3.56 
Machine bolts, small, ate os ie tek dé tbeeeweeeawet 60 and aS and 10 and 10 off list 
rr a i Ce se. eee es er eoeenaveset 0 and 10 and 10 off list 
Machine bolts, c.p.c. and t. ie Crh, vend does oe bb tues 608 se Ke 50 and 10 and 10 off list 
RS BS a ee re ee ee ee ee mee) ae he ee A eS $3 
rr rh. 5 es en Ce ebb O80 6-668 0 00S Sl 0'06 68S bees Se enenerens 
ike aia Me re a ahs cu cc besueeekeennl $2.50 to $2.60 base, per keg 
Common iron re ee re ee ee ee ee: 
Plates, sheared, tank Ee ee ee ee ee Se ee eee 2.30c. to 2. tec. 
Sheets, blue annealed, per TAS he Pato hubs wslewes o oaied Pe ES ee ae 2.90c. to 3.00c. 
Sheets, black, 28 is i iiih ise dw 6 wie bale bebe eahh eo eterees Coe ec WRswell 3.75c. to 3.85c. 
Sheets, galvanized, . i MS Mane a haan wow bod 600s Mare be see ee seamen 4.90c. to 5.00c. 
Soft steel i ae sees eine tae eae en Ob de 6 bb RWh se CCN We ee eeew' 2.30c. to 2.40c. 
Spikes, *% and K -~hng i o'b 66 bw 6 6466645 & 0 08 6 4b 0 6 64.0 006 06460 04 eRe $3.10 
Staples, polished fence, base, pee Da ee ee ee eee eer ee ee 3.55 
Staples, galvanized, base, per Re i ae at ty» inne te dU ae 6 0.04 06s ahaa whee 3.90 
Steel pipe, black, butt welded, 1 to Ee er eer 60 per cent off list 
\ Steel pipe, galvanized, butt welded, OE Ee res 48% per cent off list 
ey ee i a cin ng ce sie GS be eee OO SS 08s C680 60es eee s ee ehb sees eke $5.50 
a i ec eos es oedece ce eeeeed 65 per cent off list 
rr rr rr, er Cs ss bess ees OW neds oe bcccece es 29 per cent off list 
Wrought iron pipe, galvanized. l-in. to 1M-in....... cee ee ee eee ees 12 per cent off list 


Freight Rates 


All rail freight rates from Pittsburgh on finished iron and steel products, carload lots, 36,000 lb. minimum 
carload, per 100 tb. 


Philadelphia, domestic. $0.32 Dt tones Cate an eee $0.265 i ai et 6 0 awn. $0.43 *Pacific Coast ........ $1.15 
Philadelphia, export... 0.235 Cleveland ............ 0.215 SE EM vnc civec ces 0.735 *Pac. Coast, ship plates 1.20 
Baltimore, domestic... 0.31 Cleveland, Youngstown Kansas City (pipe)... 0.705 oy "er 0.58 
Baltimore, export..... 0.225 beh 6 nk ho eae 6S ee 0.19  ) pee 0.60 EE © > di oi & » WEe eae 0.56 
New York, domestic... 0.34 ae 0.29 0 re 0.735 Snateonville. all rail... 0.70 
New York, export..... 0.255 SEE 0 « o.6 oo 6 sm ee 0.29 Omaha (pipe) ....... 0.705 Jacksonville, rail and 

Boston, domestic...... 0.365 Indianapolis ......... 0.31 | RS re ee 1.15 DE. 6.4:4:4-e8 a0-0.0'¢% 0.415 
Boston, export........ Ree SD 06.4 c0wee ¢enes 0.34 7Denver (pipe) ...... 1.17 New Orleans ........ , 0.67 





*Applies minimum carload 80,000 Ib. tMinimum loading 46,000 Ib. 

Rates from Atlantic Coast ports (i.e. New York, Philadelphia and Baltimore) to Pacific Coast pores, of call on most 
steamship lines, via the Panama Canal, are as follows : Pig iron, 35c.; ship plates, 40c.; ingots and muck bars, structural 
steel, common wire products, including cut or wire nails, spikes, and wire hoops, 40c.; sheets and tin plates, 40c.; sheets 
No. 12 gage and lighter, 50c.: rods, 40c.: wire rope cables and strands, 45c.; wire fencing, netting and stretcher, 40c.: pipes 
not over 12 in. in diameter, 55c.; over 12 in. in diameter, 2'%4c. per in. or fraction thereof additional. All rates per 100 Ib. in 
carload lots, minimum 36,000 Ib. 











Reading matter continued on page 102 
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R-W Industrial Door Hangers for fire doors 
and vertical and horizontal shop doors, 











A Hanger for Every 


Door that Slides! 


There is an R-W Door Hanger suitable for every 
door that slides—from great round house and car 
shop doors, large enough to admit a locomotive or 
box car, down to the light sliding doors of show cases 
and pantries. We are America’s foremost makers of 
door hangers for elevators, for factories, for ware- 
houses and pier sheds, for garages, for barns and for 
use in the home. 


Every R-W Door Hanger is made with painstaking 
care to give a lifetime of care-free service. In fact, 
the extreme durability, ease of operation and perma- 
nence of adjustment of R-W Door Hangers has long 
since made them standard equipment of their kind. 

No matter how puzzling the door hanging problems of your 
customers may be, don’t hesitate to put them up to this fa- 


mous organization of door hanger specialists. We'll gladly 
solve them for you. : 

Write to Department A’‘for particulars of this free service, 
as well as for literature describing the complete line of R-W 
Door Hangers. 
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R-W IDEAL 
Elevator Door 
Hardware for 
silent, safe and 
speedy service. 











R-W’ Barn Door 
Hangers fordur- 
ability and ease 
of operation in 
all weathers. 
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are well maintained by the manufacturers, but they are 
experiencing quieter times than recently and on merchant 
pipe, the jobbers are so heavily stocked that they are 
shading their prices to get rid of the excess. It remains 
to be seen whether this secondary price weakness will 
extend to mill prices or a refusal by the mills to help out 
the jobbers will tighten up the secondary prices. 

Dullness and weakness still are the prevailing charac- 
teristics of the pig iron market. Frequent concessions 
lately do not appear to have established a uniform trad- 
ing level. 

Although there has been a slowing up in construction 
work, there seems to be no material letup in house build- 
ing, and builders’ hardware stands out as the best in the 
hardware line, both in point of activity and in firmness 
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of the country this year and there has been so little real 
growing weather to date, that there is some doubt now 
that the so-called preserving crops will yield as heavy as 
usual and that there will be a demand for cans, jars, etc., 
as large as had been expected. Certainly, tin plate pro- 
duction lately has been slowing down and the explana- 
tion is in the fact that the can makers have not had the 
demand for cans they expected and have not been taking 
out tin plate in sufficient volume to allow the mills: to 
escape congestions. Incidentally, the price of tin plate 
for the remainder of this year will be the same as over 
the first half of the year, or $5.50 per base box for stand- 
ard coke tin plate. Price changes in hardware items in 
the past week have been few and unimportant. Sash 
weights, washers, and steel pipe nipples appear with re- 








in prices. 


BOLTS, NUTS AND RIVETS.—Prices 
which hitherto have been made to large 
users and distributors of bolts and nuts 
now are being accepted on the smaller 
lots and to that degree the market is 
weaker. The new public discounts 
represent a drop of about 10 per cent. 
Business is not sufficient to give all 
makers a share; indeed, the trouble 
with the situation is that there are 
too many makers. Rivet prices are un- 
changed, but they are subject to shad- 
ing when the right sort of an inquiry is 
presented. Prices and discounts follow: 


Bolts and Nuts.— Machine bolts, 
rolled threads, 60, 10, 10 and 10 per 
cent off list. Machine bolts, all sizes. 
cut threads, 60, 10 and 10 to 60 and 10 
per cent off list. Carriage bolts, * x 
6 in., smaller and _ shorter, rolled 
threads, 60, 10 and 10 per cent off 
list. Carriage bolts, cut threads, all 
sizes, 60 and 10 per cent off list. 
Lag bolts, 65, 10 and 10 per cent 
off list. Plow bolts, Nos. 1, 2 and 3 
heads, 50, 10 and 10 per cent off list; 
other style heads, 20 per cent extra. 
Machine bolts, c.p.c. and t. nuts, 

x 4 in., 50, 10 and 10 per cent off ie 
larger ‘and longer sizes, 50, 10 and 10 
per cent off list. Hot pressed squares 


or hex. nuts, blank, 4.75c. to 6c. 
off list. Hot pressed nuts, tapped, 
4.75c. to 5c. off list. C.p.c. and t. 


square or hex. nuts, blank, 4.25c. to 
4.50c. off list. C.p.c. and t. square 
or hex. nuts, tapped, 4.25c. to 4.50c. 
off list. Semi-finished hex. nuts, *%- 
in. and smaller, U. S. A., 10 and 5 
per cent off list; %-in. and larger, 
Uv. S., 7% ane > 2 cent off 
list; small sizes, S. -. 10, 10 
and 5 per cent off ¥. 5% -in. 
and larger, 75, 10 ond = 5 ro eae off 
list. Stove bolts in packages, 80 and 
10 per cent off list. Stove bolts in 
bulk, 80, 10 and 2% per cent off list. 
Tire bolts, 60 and 10 per cent off list. 
Bolt ends with hot pressed nuts, 60 
and 5 per cent off list. Bolt ends 
with cold pressed nuts, 50 and 5 per 
cent off list. Turnbuckles, with ends, 
14-in. and smaller, 50 to 55 and 5 per 
cent off list. Turnbuckles, without 
ends, %-in. and smaller, 65 and 5 to 
70 and 10 per cent off list. Washers, 
5c to 5.25c. off list. 

Rivets.— Large structural and ship 
rivets, base, per 100 Ib., $2.65 to $2.75: 
— rivets, 70 and 10 per cent off 
is 


IRON AND STEEL BARS.—Soft steel 
bars are not moving with any snap 
because of the big recession in specifi- 
cations from the makers of cold-finished 


The planting season has been so late over most 


bars, incident to the decline in auto- 
mobile production, and from the makers 
of bolts, nuts and rivets, most of whom 
are experiencing the quietest times in 
years. Mills are having a hard time 
to keep their mills running economical- 
ly and hence are eager for orders to 
the point of naming attractive prices. 
The general mill base now is 2.25 cents 
on orders that will run a carload or 
more. Iron bar prices are being main- 
tained fairly well, but so little business 
is passing that the market may well 
be called an untested one. 


We quote soft steel bars, rolled 
from billets, at 2.25c. to 2.30c base; 
bars for cold-finishing of screw stock 
analysis, $3 per ton over base; rein- 
forcing bars, rolled from ‘plllets, 2.25c. 
to 2.30c. base: refined iron bars, 
3.10c. base, in carload lots or more, 
f.o.b. Pittsburgh. 

SASH WEIGHTS.—Prices are lower at 
both northern and southern foundries, 
with northern makers quoting carload 
at $35 per net ton, less carload at $36.50 
and southern foundries naming $32 to 
carloads and $35 for less carloads, f.o.b. 


plant. 


SHEETS.—Limited character of the 
present demand is illustrated by the 
fact that mill operations are receding 
in the face of willingness of a number 
of makers to go pretty low in price to 
get orders. It is doubtful if the sheet 
industry as a whole is running as high 
as 60 per cent and there does not seem 
to be much prospect of improvement 
so long as the automobile industry is 
on a reduced scale of operations, nor so 
long as the users of the common 
finishes feel they will get even lower 
prices than now prevail. American 
Sheet & Tin Plate Co. has met the de- 
cline in automobile sheets recently 
made by independent companies and al! 
makers now at a base of $5.10 per 
100 Ib. 


Prices on No. 28 gage black sheets 
may now be quoted at 3.60c. to 3.85c.: 
galvanized No. 28 gage, 4.85c to 5c.: 
these prices being for ecarloads or 
larger lots. For small lots from store 


ductions in the week’s changes. 


or warehouse the usual advances over 
the above named prices are charged. 


STEEL PIPE NIPPLES.—Effective 
April 28 the following prices have been 
named by leading makers: 


1%-in., black, - 25, 5 per cent; 
galvanized, 45, 25, 5 per cent; %-in. 
to %-in., black, 3, 25, 5 per cent; 
galvanized, 60, 5 per cent; %-in. 


5, 

to 3 in., black, 64, 25, 5 per cent; gal- 

vanized, 63, 25, 5 per cent; 3% -in. to 

6 in., black, 61, 25, 5 per cent; galvan- 

ized, 57, 25, 5 per cent; 7 in. to 12 in.. 

black, 45, 25, 5 per cent; galvanized. 

43, 25, f.0.b. shipping 

point. 
TIN PLATE.—As of May 1 the Ameri- 
can Sheet & Tin Plate Co. opened its 
books for third and fourth quarter busi- 
ness at the same price that ruled for 
first half business, or $5.50 per base 
box, Pittsburgh, for standard cokes. 
WASHERS.—Lower prices have lately 
appeared on cast iron and malleable 
washers. A southern maker of cast 
iron washers now is naming a price of 
$50 a net ton for carloads and $52.50 
for less carload, f.o.b. plant. Malleable 
washers are quoted in 200 lb. keg lots 
as follows: No. 10 and No. 30, 7% cents 
per lb.; No. 44 and No. 70, 7% cents; 
spool socket, cup and pucking washers, 
10 cents, and angle washers, 12% cents, 
by a middle western maker. 
WIRE PRODUCTS.—Mills are sstill 
finding it hard to bring their bookings 
abreast of or a little ahead of produc- 
tion. Desire for business is fairly 
strong, and while it is claimed that there 
is strict adherence to prices, there is 
reason to believe that there are some 
other concession than merely the equal- 
ization of freights between producing 
districts. 

Jobbers quote retail 
stocks as follows: 

Wire nails, $3.40 to $3.50 base, per 
keg; galvanized, 2-point cattle wire, 
$3.38 per spool; galvanized, 2 point 
hay wire, $3.63 per spool; galvanized, 
4-point cattle wire, $3.60 per spool; 
galvanized, 4-point hay wire, $3. 90 
per spool; No. 9 annealed fence wire, 
$3.30 per 100 lb.; No. 9 galvanized 
fence wire, $3.90 per 100 Ib.; woven 
wire fencing, 63 per cent off list. All 


the above prices on spools are for 
80-rod. 


5 per cent; 


trade from 


Last Month Sets April Sales Record 
for New England Shelf Hardware Jobbers 


(Boston office of HARDWARE AGB) 
és HE New England hardware situation has not 
changed materially. Retail business is spotty. In 
the manufacturing towns it is mighty slow with little 


indication of improving for some time because of uneven- 
ness of work at the mills. 
but not as good as it might be. What is needed is a pro- 
tracted spell of warmer weather. 


In the cities it is fairly good 
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Hoover window displays such as this aided in achieving this fine record of Hoover business 


The United Hardware & Supply Co. have 
been one of three Hoover dealers in Erie, 
Pa., since May 1, 1921, operating under the 


famous Hoover Co-operative Plan. 


In these three years this firm has done a 
Hoover business of over $30,000, with each 
year showing a sales total practically 200% 
better than the preceding year. 


Fourteen times a year they turn their stock! 
And their average investment in Hoovers 
amounts to $772! Doalittle figuring, now, 
and see the attractive profit they’re making 
on this fast-moving line. 


Naturally, they are enthusiastic believers in 
the Hoover Co-operative Plan. They sup- 
port it actively. A demonstration table is 
permanently maintained directly inside the 
main entrance. Another table is located 


This hardware dealer turns his Hoover stock 
14 times a year, on an average investment of $777 


in the House Furnishings department. 


Frequent Hoover window displays and a 
consistent program of local newspaper ad- 
vertising, together with liberal use of folders 
and form letters adequately serve to identify 
their store as the headquarters of an Author- 
ized Hoover Dealer, and to acquire for them 
the full benefit of their share of Hoover 
national advertising. 


As its share of assistance, under the famous 
Co-operative Plan, The Hoover Company 
furnishes trained salesmen who secure leads, 
sell, demonstrate and deliver the machines 
and render the necessary service. | 


New features recently incorporated in this 
plan make it even more interesting. Let us 
outline the entire proposition. When can 
our representative call 


THE HOOVER COMPANY, NORTH CANTON, OHIO 
The oldest and largest makers of electric cleaners 
The Hoover is also made in Canada, at Hamilton, Ontario 
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Leading Sellers 
for 40 Years 




















There Are Quick Profits 
in Arcade Toys 


When Dad gets out his hoe and 
rake and starts to work around the 
yard—the little fellows want to get 
out, too, and help. 


What’s more, these Arcade Garden 
Sets are just what they want—a hoe, 
rake and shovel—strong and husky 
for real work—and just the right 
size for the little fellows. 


Hoes and Shovels are made of 
tough grade heavy gauge steel. 
Shovels are formed from a single 
piece of metal with an extra long 
ferrule for strength. Rakes are of 
selected castings and nickeled. Hard- 
wood handles are attractively pol- 
ished and waxed. 


This toy Garden Set is only one 
member of the famous family of 
Arcade cast-iron and wood toys 
which have been leading sellers for 
dealers everywhere for 40 years. 


Your jobber will supply you. Write 
us for catalog No. 30-C showing 
complete line of Arcade Hardware 
and Toys. 


Areade Manufacturing Co. 
Freeport, Illinois 
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Shelf hardware jobbers maintain their advantage over 
the mill supply and heavy hardware in volume of sales. 
April with the shelf hardware jobbers was the largest on 
record for that month. Builders’ hardware is still an im- 
portant item in the sum total business transacted each 
day. The construction of homes, schools, clubs, churches 
and apartment houses continues on a tremendous scale. 
Radio is helping out some of the mill supply houses, sales 
of such merchandise being of record breaking proportions. 
Competition in radio sets and parts is rapidly increasing, 
especially in the cities, where out-and-out radio stores 


spring up overnight like mushrooms. 


Buying, say heavy 


hardware jobbers, is of a hand-to-mouth character, con- 
sumers evidently expecting lower prices. 

Business interests here seem to feel that things will be 
very much better before long. The recent action of the 
Federal Reserve Bank in reducing its discount rate is a 
bold indication that banks have huge sums of money avail- 


able for borrowings. 


When Congress has settled the tax 


reduction and bonus questions once and for all, and the 
national party candidates for president have been more 
clearly defined, then better business may be expected, but 
not until then, say business interests. 


AUTOMOBILE ACCESSORIES. — 
Manufacturers of gaskets have ad- 
vanced list prices on all but cylinder 
type, and discounts as well, consequent- 
ly the net change to the retail dealer is 
hardly worth mentioning. On regular 
lines the discount for lots of less than 
100 is now 20 per cent, while that on 
100 and more is 40 and 5 per cent. 


+BARROWS.—Sales of barrows show 
| greater expansion, due, primarily, to 


hurry-up orders from retail dealers who 
thought they were well covered. In- 
dividual orders, however, signify cau- 
tion on the part of the retail trade. 


hd FS quote from Boston jobbers’ 
stock 

Barrows. — Garden No. steel 
ue $6 net each; wood ef $5.25; 
No. 5, steel wheel, $6.60; wood ‘wheel. 
$6.75. F.o.b. factory, No. 4 steel 
wheel, $5.75; wood wheel, $6; No. 5, 
steel wheel, $6.25; wood wheel, $6. 50. 


BICYCLES.—Quite an improvement in 
business is reported the past three or 
four days. 
We quote from Boston jobbers’ 
stocks 
Bicycles. —Men’s, $30 to $32. 50 > 


net; bovs’, $29; women’s, ~. 
girls’, $29. 50. 


Boycycles.—No. 1, $9 net; No. 2, 
$10; No. 3, $13; No. 4, $15. 
BOLTS AND NUTS.—The recent 


downward adjustment of bolt and nut 
prices has, if anything, stimulated busi- 
ness. It appears that many retail deal- 
ers, who have been operating with small 
stocks, have come into the market for 
fresh supplies. Jobbers’ stocks are not 
excessive, yet well assorted. 


We quote from Boston jobbers’ 
stocks: 

Bolts.—Machine bolts, with H. P. 
nuts, % x 4 in. shorter and smaller, 
50 and 10 per cent discount; larger 
and longer, 50 and 10 per cent dis- 
count; with C. T. & D. nuts, 40 and 
10 per cent discount; tap bolts, | list; 
common carriage bolts, 40 and 1 Mond 
cent discount; Eagle carriage bo 


50 and 10 per cent discount; stove 
bolts, large lots, 65 and 5 per cent dis- 
count; small lots, 50 per cent dis- 


count; bolt ends, 40 and 10 per cent 
discount: tire bolts 45 per cent dis- 
count. 

Nuts.—H. P., all kinds, list; C. P. 
& F., all kinds, le. off list; check 
nuts, list; semi-finished hexagon nuts, 
f-in. and smaller, list; larger, list; 
semi-finished case- ~hardened nuts, 50 
per cent discount. 


BRASS AND COPPER.—The market 
for brass and copper sheets is % cent 
per lb. lower, due to a revision in 
prices by the largest producer. 


CARPET BEATERS.—tThis being the 
season of housecleaning, sales of carpet 
beaters naturally are increasing. Re- 
tail stocks, generally, are small. 


We quote from Boston jobbers’ 


stocks: 
Carpet Beaters.—Wire, $1.50 per 


doz. net; tin, $2. 

CARPET SWEEPERS.—Increased 
sales of housecleaning accessories are 
reported by jobbing houses. Among 
those things having an excellent sale 
are carpet sweepers. Individual or- 
ders are small, but many orders are 
received daily. 


We quote from Boston jobbers’ 
stocks: 

Carpet Sweepers.—Vacuum, Univer- 
sal, $35 each net; in lots of three, $33; 
in ‘lots of twelve, $31.50 without <* 
tachments. Complete, $41.50 each; i 
sae of three, $39.50; in lots of twelve, 


CHAIN.—The market on tire chain is 
about 5 per cent lower. The demand 
for this product naturally is quiet at 
this season. The call for machine chain, 
on the other hand, while a long way 
from brisk, is increasing, and the same 
is true of self colored stock. 


We quote from Boston jobbers’ 
stocks: 

Tire Chains.—McKay and Weed 
makes, 1 to 11 sets, 30 per cent dis- 
count; 12 to 49 sets, 35 per cent dis- 
count; 50 sets and more, 40 per cent 
discount. 

Skid Chain.—,,-in., 16c. per Ib., 
net; %-in., 15c.: y-in., 14c.; %-in., 


13%c. 

Machine Chains.— Twist lengths, 
f;-in., 15c. per Ib.; %-in., 13c. per 
lb.; ye-in., 12%c. per lb.; long or open 
length link chains, +- in., a per 


Ib.; %-in., 15c. per Ilb.; #-in., 14c. 
per lb.; #,-in., 12%c. per Ilb.; %-in., 
lic. per Ib. 

Proof Coil Self-Colored Chain.— 


-in., $14.65 per 100 Ib.; %-in., 
; 3% -in., $9. g°4 


For less than 100 Ib. about 2c. per 
Ib. F ne mages wa is oh. ed. 

$14 cor 100 Ib. net; 
‘fy-in., $12.75; 3% -in., 


” $9 14-in., $8.55; %-in., 


cassie SETS.—Dealings in croquet 
sets naturally are for future delivery. 
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So good they get talked 


WAFFLES that are made in the Griswold Waffle Iron— 
and the iron itself—both come in for generous praise 
during the great American Sunday breakfast, and all 
other breakfasts as well. 





















Griswold utensils are so satisfactory that enthusiastic 
good cooks advertise them everywhere. We are adver- 
tising them, too, in large national publications of the 
women’s’ field—Good Housekeeping, The Ladies’ 


Home Journal and Woman’s Home Companion. 


Both kinds of advertising are sales-builders for you, 
if you display Griswold utensils in your windows and 
inside your store. Show the popular Griswold Heart- 
Star Waffle Iron. Show the Griswold Skillets and the 
Tite-Top Dutch Oven. ‘Identify your store with Gris- 
wold products and with Griswold prestige! 


THE GRISWOLD MFG. CO., Erie, Penna., U.S.A. : ) X ; /4 - ul 


Makers of the Bolo Oven, Extra Finished Iron Kitchen 
Ware, Waffle Irons, Cast Aluminum Cooking Utensils, 
Food Choppers, Reversible Dampers and Gas Hot Plates. 


THE LINE THAT’S FINE AT COOKING TIME 


Trade Mark 


Have you received the new 
Griswold trade mark window 
and counter display card in four 
beautiful colors to identify 
your store as headquarters for 
Griswold cooking utensils? 
Free for your asking. 





i 











GRISWOLD 
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He was a Happy 
Batter, that young 
“Casey,” when he 
drove in that home 
run with three on the 
bases, and won the 
game for the state 
championship. 


And he was a 
Happy Dealer who 
sold ““Casevyv” the 
J.ouisville Mascot Rat 


that did the trick. 


No wonder Louis- 
ville Mascot Bats are 
selling like hot cakes 
in every town where 
dealers display them. 


How's your stock? 


HILTON-COLLINS CO. 


Louisville, Ky. 


Distributed by 
Louis Williams & Co. 
Nashville, Tenn. 
George Booth Rice 


1193 Broadway, New York City 


Herbert F. Ellis 
Bourse Bldg., Machinery Dept., 
Philadelphia, Pa. 
B®. R. Walrath 
1701-20 W. Jackson Blvyd., Chi- 


cago, Ill. 
Lippincott, Beall & Co., Inc. 
Sheldon Bidg., First & Market 
Sts.. San Francisco, Calif 
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Bookings are encouraging inasmuch as 
they are ahead of last year to date. 


We quote from Boston jobbers’ 
stocks: 

Croquet Sets.—No. G, four ball, 
$1.40 per set net; No. O, five ball, 
$1.90; No. H, eight ball, $2.35; No. B, 
eight ball, $2.7 75; No. N, eight ball, 
$3.75; No. Als, four ball, $4.25; No. 
AA, eight ball, $5.50. 


CUTTING TOOLS.—Anticipated re- 
ductions in drills have not materialized. 
In fact, the market appears quite steady 
these days, presumably because of an 
improvement in the demand. One of 
the largest New England producers of 
drills, reamers, gears and milling cut- 
ters says, regarding general conditions, 
that business during the past week 
or so has shown a little letup, although 
that might have been expected since 
March was the largest month this year. 
Jobbers are buying conservatively and 
have only small stocks on hand, and the 
same is true of the retail dealer. 


We quote from Boston jobbers’ 
stocks: 

Drills.—Carbon sizes up to 1%-in. 
tapered, and straight shank, 60 per 
cent discount to 60 and 10 per cent 
discount; fit stock drills, 60 per cent 
discount; center drills, 65 per cent 
discount; drills and countersinks 
combined, 20 per cent discount; 
ratchet drills, 30 per cent discount; 
wood boring brace bits, 50 per cent 
discount; high speed drills, 50 and 10 
per cent discount; jobbers’ letter and 
number sizes, 50 and 10 per cent dis- 
count; electricians’ drills, 10 per cent 
discount. 

Reamers.—Bit stock, 20 per cent 
discount: bright square an =o. 
standard makes, 65 per cent discount; 
checking, 25 per cent discount; ta- 
pered pins, 40 per cent discount; es- 
cutcheon pins, 45 per cent discount; 
small fluted rose and socket reamers, 
20 per cent discount. 


DRIERS.—Clothes driers are beginning 
to move out of jobbers’ stocks in 
volume. Wholesale stocks already are 
low. 


We quote from Boston jobbers’ 
stocks: 

Clothes Driers.—Four line, $6.50 
each net; five line, $7.25. 


ELECTRICAL GOODS.—Manufactur- 
ers and jobbers, as well as retail deal- 
ers, are making a big push on irons, 
and with success. There is a substan- 
tial, yet not brisk demand for other 
electrical goods. 


We quote from Boston jobbers’ 
stocks: 

iron.—Demanco, No. 5, $3.50 a doz. 
net; in lots of five, $3.25. Domestic, 
$5 list, in less, 30 per cent discount; 
in lots of six to 23, 30 and 10 per cent 
discount; in lots of 24 and more, 40 
per cent discount. Thermax, $3.30 net. 
Quality line, Nos. 902, 905 and 909, 
$6.75 list; Nos. 9091 and 9191, $7.70; in 
lots up to five, 25 and 10 per cent 
discount; in lots of six or more, 35 
per cent discount. 

Toasters.—Star, $3.50 net each; in 
lots of 12, $3.35 each; in lots of 25, 
$3.25 each: in gross lots, $3 each. 
Universal line, No. 946, $6.75. list; 
No. 945, $7.50; No. 947 (reversible), 
$9. Discount, 25 and 10 per cent. 

Percolators. — Landers, Frary & 
Cinr® line, No. 54, $4 each list; No. 

6, $4.50; N 64, $4: No. 66, $4.50: 


469, 's5.b0:. No. 476, $5.50; No. 614, 


‘ Teaball Teapots, No. 154, $4 each 
list; No. 200, $4.50. 

Discount—25 and 10 per cent. : 

Og ye Universal line, No. 

$22.50 each, list: No. 9169, $25: 
No. ‘9179, $16.50. Discounts 25 and 10 
per cent. 

Waffie trons.—Universal, No. 9311. 
aluminum with switch in cord and 
tray, $12 each, list. Discounts, 25 and 
10 per cent. . 
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Grills.—Universal line, No. 9894, 
$13.50 each list; No. 982, $11.50. 

Curling lirons.—Universal line, No. 
9201, $5.50 each list; Nos. 980 and 9802, 
$5; No. 92011, $6; No. 98011, $5.50. 
Discount 25 and 10 per cent. 


FILES.—Quite an encouraging busi- 
ness is reported by jobbers in files, 
particularly small sizes. 


We quote from Boston jobbers’ 
stocks: 

Files.—Nicholson, 50 per cent dis- 
count; Arcade, American, etc., 60 and 
10 per cent discount; hand cut, 7% 
per cent discount. 


GALVANIZED WARE.—Just now gal- 
vanized garbage cans have the best call 
in this department of the hardware 
business. Other kinds of galvanized 
ware are selling but in a more or less 
limited way. 

We quote from Boston jobbers’ 


stocks: 

Ash “ore 0180, $2.68 each, 
net; No. $4. 20 each, list; No. 171, 
$3. 50: No. rth 3.88. 


Pails. Ff “ak. $2.35 per doz. net.; 10- 
qt., $2.65; 12 -at., $2.95; 14-qt., ror: 30; 
‘40-Ib. to the doz. , $4.80; round bottom 
fire pails, $4.20; 50 Ib. to the doz. $6.20. 

Tubs.—No. 200, $14 per doz. net; 
No. 300, $15. 

Garbage Cans.—Dover ~ No. 4, 
$1; No. 2, $1.40; No. 1, $1.6 

Ash Sifters. —Favorite, ~ per doz., 
net; all wire, $8.40; No. 19, $3.65. 

—— “eg — 4-at., $6.25 per 
doz., net; $7; 8-qt. $8. 10-qt., 
$9.40; ly "10.80, and 15- -qt., $13. 

Coal Hods.—Japanned, with wood 
handles, 15-in., $3.16 per doz.; 16-in., 
$3.40; 17-in., $3. 75; galvanized, with 
wood handles, 15- in., .34; 16-in., 
$4.80; 17-in., $5. 16; 18-in., $5.60. 


HAMMOCKS.—Things are moving 
along satisfactorily, according to job- 
bers. Business is not brisk, yet it is 
enough diversified to suggest that re- 
tail stocks are low and that the trade 
does not intend to become short of 
goods. 


bet quote from Boston jobbers’ 
stock 

Hammecks. — Standard makes of 
couch styles, No. 600, windshield, Na- 
tional spring, boxed mattress, deep 
valance, $11 each net; No. 640, $11. $8; 
No. 700, with adjustable back, made 
in two colors, $15.65; No. 703, striped, 
two colors, $19. 

Canopies.—No. K7, green and gray, 
$6.50 each net, 

Stands.—No. Al, angle iron, 5-ft. 
8-in. high, $4 net ‘each. 

Chain.—3-ft., $2.50 per doz. pair, 
net; 6-ft., $4. 


IRON AND STEEL.—Individual orders 
for iron and steel involve small lots and 
the number of orders being received by 
jobbers shows a falling off as well. 
Rumors are circulated freely of an im- 
pending cut in jobbing prices, these 
evidently having foundation in the fact 
that mills have been shading prices. 
Jobbers will not confirm or deny the 
story. 


We quote from Boston jobbers’ 
stocks: 

Steel.—Soft steel bars, $3.51% per 
100 lb.; flats, $4.40; plain, round and 
square concrete bars, $3.76%; de- 
formed bars, $3.76%4;  structurals, 
angles, channels, beams, $3.61%4; tire 
steel $4.80 to $5.15; open-hearth 
spring steel, $5 to $8; crucible spring 
steel, $12; bands, $4.31%; hoops, $5.80 
to $6.30; cold rolled steel, $4.35 to 
$4.85; toe calk steel, $6.15; plates, 
$3.61% to $3.86%4. 

lron.—Refined bars, $3.51%% per 100 
lb.; best refined bars, $4.75: Wayne, 
$5. 50: Norway, $6.60 to $7.10. 

Differentials. —Quantity, lots of less 
than 1000 Ib. of a size, 50c. per 100 
lb. extra; lots of 1000 to 1999 lb., 20c. 
extra. 


REFRIGERATORS.—Sales of refriger- 
ators are normal for this time of the 
year. Jobbers expect to clean up better 


Reading matter continued on page 108 
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The live hardware 
dealer says: 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 


Cambridge, Mass. 


The largest hose manu- 


Makers of the famous 
BULL DOG, GOOD 
LUCK and MILO 
brands of garden hose. 
Also makers of GOOD 
LUCK Jar Rings. 





facturers in the world. 














“Yes, I am Going to Strike 


‘‘—not with a nozzle of course, but with 
an unanswerable argument. 


“Hose nozzles are all the time appearing 
on the market, but with the exception of 
a few novelties they are made to look as 
much as possible like a Boston nozzle. 


‘Now why should anybody buy these im1- 
tation Boston nozzles when they can buy 
genuine Boston nozzles at about the same 
price? 


‘This wonderful little mechanism is so 
strong it won’t break, and so simple it 
can’t get out of order. ‘Stream, shower 
or mist with a twist of the wrist.’ ”’ 
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“BANGOR” 


Genuine Leather-Covered 
Steel Tape 





Made by the manufacturers 
of the well - known “ONE- 
MAN” tapes. An improved 
leather-covered steel tape, with 
the cover permanently attached 
to the steel case by our new 
patented process. 


No stitches to come out. 
Highest grade genuine grained 
calf-skin used for covers; 
nickel-plated drum and trim- 
mings. 

The “Bangor” tape, like all 
styles of tapes made by this 
company, is of the highest 
grade materials and workman- 
.ship and guaranteed to be 


accurate. 


OUR POLICY 


is to make but one quality— 
the best on the market—and to 
sell our goods at a price as low 
or lower than other goods of 
equal quality. We do not put 
out any “seconds” or inferior 
lines made to sell at a low price. 
Therefore, while our tapes, 
being reasonably priced, are 
suitable for general use, they 
are fully up to the standard re- 
quired by architects and engi- 
neers. 


Liberal discounts to the trade. 
Buy of vour jobber or order 
direct from the factory. 


CROGAN 


Manufacturing Co. 
BANGOR, MAINE 
Makers of the ONE-MAN Tape 
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this season because they have elimi- 
nated slow selling styles, retaining only 
the most popular. 

We quote from Boston jobbers’ 
stocks: 

Refrigerators.—Eddy line, in lots of 
less than five, 50 per cent discount. 
Prices range from $24.50 to $170.50 
each list. 

ROOFING MATERIAL.—The move- 
ment of roofing material out of jobbers’ 
stocks so far this season is far ahead 
of all records for previous years. 
Shingles are, perhaps, the most active 
item just now, due to their cheapness 
when compared with the cost of wooden 
kinds. But because of the large amount 
of covering destroyed the past winter 
and because of new construction, con- 
sumption of all kinds of paper is tre- 
mendous. 


We quote from Boston jobbers’ 
stocks 

Roofing Paper.—Japroid line, slate 
surface, imprinted, $3.40 per _ roll; 
plain standard, $2.40 and $2.65; Lead- 
er, moet (35 8.) “ ad medium _ 
Ibs.) $2.15; heavy Ibs.), $2.6 
Rockroid, jignt, $1. 05: pee 1. 4B: 
heavy, $1.6 

Shingles. aon line, lock top, 
$5.25 per square; super giant, 121%4- 
in., $9; individual, $6.25; super strip, 
$7.25; strip, 10-in., $6.35. 

Paper.—Bermico sheathing, $85 a 
ton; Japroid sheathing, $67.50; tarred 
felt, larger rolls, $64.50 a ton; smaller 
$65.50 a ton. 


Roof Coating. — Stormtight, liquid, 
green and red, 5-gal., $3.40 per gal.; 
l-gal., $3.50; plastic roof cement, 5- 
gal., 32c. list; 1l-gal., 35c. Discount 
5044 per cent. 

SHEETS.—Because of the increasing 
volume of small order business and the 
added expense of handling such orders, 
jobbers in this territory have advanced 
prices on sheets purchased in one 
bundle lots % cent per lb. and in two 
bundle lots % cent. The schedule on 
larger lots remains as heretofore. 

We quote from Boston jobbers’ 
stocks: 

Sheets. — No. 10 blue annealed, 
$4.61144: No. 28 black, $5.75; No. 28 
galvanize d, $6.90 per 100 Ib. 

SHEET LEAD.—Local sheet lead 
prices have been reduced another % 
cent per lb., making a total cut of 1 
cent within a month. 

We quote from Boson jobbers’ 


stocks: 
Sheet Lead. — Per lIb., 15%c. base 


list. 
SPRAYERS.—Sprayers are moving out 
of wholesale stocks in good volume, and 
it is believed the buying movement has 
by no means reached the peak. Jobbers 
are carrying good stocks of popular 
makes. 

We quote from Boston jobbers’ 
stocks: 

Sprayers.—Compressed air galvan- 
ized. four gallon, $4.85 each; brass, 
$6.50: continuous atomizer, 1 .qt., $7 
per doz. net; tin, 1 pt., $3. 

STEEL WOOL.—tThe market for steel 
wool is weaker, the decline amounting 
to about 10 per cent. The call for this 
material is only moderately active. 

We quote from Boston jobbers’ 
stocks: 

Steel Wool.—In 1-lb. packages, No. 
00, 60c. per Ib.; No. 0, 40c.; No. 1, 35c.; 
No. 2, 30c.; No. 3, 24c. 

STEP LADDERS.—No fault can be 
found with business in step ladders, say 
jobbers. Individual retail orders are 
conservative to be sure, but they are 
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taking a variety of numbers and makes, 
so that the aggregate sales foot up well. 


We quote from Boston jobbers’ 
stocks: 

Step Ladders. — Paris line, 3-ft., 
2.70 each, list; 4-ft., $3.60; 5-ft., 
4.50; 6-ft., $5.40; 7-ft., $6.30; 8-ft., 
$7.20; 10-ft., $9. Discount from store, 
a per cent; from factory, 40 per 
cent. 


TRAPS.—Orders for rat and mouse 
traps, for fall delivery, are of satis- 
factory proportions. Bookings to date 
are well in excess of those for the 
corresponding time last year. Some 
difficulty has been experienced in secur- 
ing adequate supplies of the genuine 
Marty French rat and mouse traps due 
to the foreign exchange situation. 


We quote from Boston jobbers’ 
stocks: 

Rat and Mouse Traps. — Genuine 
Marty French line, No. 1, 22-in. (24 
to crate) 3 crate lots, $20.22 per doz.; 
one crate lots, $21.78; broken crates, 
$23.34. No. 3, 16-in., (atty traps to 
crate) 3 crate lots, $12. 22 per doz.; 
1 crate lots, $13.14; broken crates, 
$14.10. No. 3%, 15-in., (72 to crate) ; 
3 crate lots, $9 per doz.; 1 crate lots,: 
$9.68; broken crates, $10.38. No. 5, | 
8-in., (150 traps to crate) crate lots 
$5.60 a doz.; broken crates, $6, net. 


WASHING MACHINES.—Although 
far from active, the washing machine 
market is more so than it has been 
in some time. Most of the machines 
sold now will go into summer and 
country homes. 


We quote from Boston jobbers’ 
stocks: 

Washing Machines.—Haag line, cyl- 
inder type, wood tub, No. 10E, $62. 65 
each net; galvanized tub, N>. TOK, 
$87.50; metal cylinder, No. 75, $87.50; 
Eveready, galvanized tub, No. B51, 
$104.65; copper tub, No. E 41, $113.75. 


WIRE CLOTH.—Forward bookings of 
wire cloth are on the increase. Most 
of the largest buyers covered their re- 
quirements some time ago, consequently 
the bulk of current business comes from 
the firms handling smaller quantities. 


We quote from Boston jobbers’ 
stocks: 

Wire Cloth.—Black, 12-mesn, 24 to 
48-in., $2.40 per 100 sq. ft. net; 18 to 
22-in., $2.50; 14 mesh, 24 to 36-in., 
$2.90; pearl, $4.25. 


“ 





New “EI” Catalog 


The Kimball Brothers Co., Council 
Bluffs, Iowa, has just issued a new 
catalog covering their line of eleva- 
tors. The catalog is very attractive 
and contains valuable information 
relative to the selection of the proper 
type of elevator. The various models 
are well illustrated and range from 
the passenger elevator de luxe to the 
hand power types. 


New Specialty Catalog 


The National Sheet Metal Company, 
Peru, Ill., has just issued a new cata- 
log called “List A” of fast selling, use- 
ful and ornamental specialties. The 
illustrations are large and clear cut 
and show some of the metal special- 
ties made by this firm which include 
combcases, crumb trays and scrapers, 
drinking cups, serving trays, match- 
safes, pancake turners, match holders 
and: a trays, soap dishes, cuspidors, 
etc. 
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It Wont Leak a Drop 


Fill a HARDING O-NO-DRIP Oiler—hold it 
upside down—let the customer see for himself 
that it won’t leak a drop of oil. 



















Explain how pressing the bottom gives a drop, 
or a stream according to thumb pressure. 


The HARDING thumb controlled valve in the 
spout regulates the supply of oil and saves oil, 
also material that oil ruins. 


Made with a seamless spout drawn from high- 
est quality Brass. Cups of heavy steel copper- 
ized inside and outside. Bottom double crimped 
to withstand severest service. These features sell 


RIP 


OILERS 





HAROING 


O-NO: 


TRADE MARK REG. U. S. PAT. OFF. 





quickly and easily. HARDING Oilers are also 
made in the OILD-RITE pattern without the 
Patented Valve to meet competition at lower 


prices. 


The HARDING Line includes a special Mow- 
ing Machine Oiler built for heavy duty use on 
farming implements. 


























We make Oilers for every purpose, in 1/3 pint 
and 1 pint sizes, with 3, 4, 5 and 9 in. straight or “See, it cant 
curved spouts. Each O-NO-DRIP Oiler is drip a drop” 
packed in a neat, individual carton. 


We furnish FREE Counter Displays attrac- 
tively printed in striking color combinations. 
Our discounts insure substantial profits. Write 
for Dealer Proposition and Prices. 


ARTAUR S. HARDING CO. 


Manufacturers 
WEST SOMERVILLE. MASS. 
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pression that by resisting this new 
nuisance tax the people will hasten the 
final elimination of existing nuisance 
taxes. So great has been the flood of 
protests received from all parts of the 
nation that it is impossible to report 
it in full, but among the arguments ad- 
vanced is one that shifting taxes from 
one industry to another, such as is now 
proposed, merely multiplies the evils 
inherent in such taxes. 


Beverages and Candy Versus Radio 


“Nothing but harm can result from 
the tax shifting proposed by the Senate 
committee, whereby a certain tax of 
$10,000,000 is lifted from beverages 
and a certain tax of $13,000,000 is 
lifted from candy, to be replaced by an 
uncertain tax of $10,000,000 on radio. 

“The proposal to impose this tax 
evidences ignorance of the character, 
influence and destiny of radio. More- 
over, there is this to be considered: 

“The present is the worst possible 
time for such a tax. The presidential 
campaign is upon us, Radio is now 
prepared, with adequate broadcasting 
equipment and reliable broadcast re- 
ceiving sets, to give the American peo- 
ple, during the coming summer months, 
means by which the vital discussion 
preceding the election may be partici- 
pated in by greater numbers and with 
greater accuracy of information and 
intelligence of judgment than ever be- 
fore in the history of the nation. 

“Why needlessly cripple or handicap 
this service?” 

Meanwhile, Senator Smoot maintains 
an inscrutable front pointing to the 
figures which show that the tax reduc- 
tion bill will probably produce a deficit 
in the Treasury not to mention the 
drafts that will be made on Uncle 
Sam’s strong box in the event the pend- 
ing soldiers’ bonus bill becomes a law. 


Barkley Bill to Be Voted On 


The radical revision of the House 
rules forced by the so-called insurgents 
has borne its first fruit. It is worthy 
the attention of every thoughtful cit- 
izen. 


HARDWARE AGE 


Early in the present session Repre- 
sentative Barkley of Kentucky intro- 
duced a bill abolishing the Railroad 
Labor Board provided by the Cummins 
transportation act. The measure went 
to the Committee on Interstate and 
Foreign Commerce which probably 
would have buried it in well merited 
oblivion if the old rules of the House 
had been in force. 

In the revision of the rules, however, 
the insurgents compelled the leaders to 
accept a provision under the terms of 
which a motion to discharge any com- 
mittee of the House from the further 
consideration of any measure before 
it can be forced to a vote on the floor 
upon the presentation of a petition 
signed by 150 members of the House. 
The friends of the Barkley bill got 
busy, secured the necessary signatures 
and in the course of a few days the 
House will vote on Barkley’s motion to 
discharge the House Committee from 
the further consideration of this bill. 

The Barkley bill is very generally 
condemned by business men and has 
just been made the subject of a solemn 
warning issued by President Julius H. 
Barnes of the Chamber of Commerce 
of the United States in a bulletin sent 
out to its 1200 organization members. 
A vigorous protest against the measure 
has also been lodged by the National 
Chamber with the House Committee on 
Interstate and Foreign Commerce and 
the Senate Committee on Interstate 
Commerce, 


Public Would Be Ignored 


The bill is characterized by Mr. 
Barnes as “a denial of the rights of 
the public” and “a most decided step 
backward.” Its purpose, he asserts, is 
to do away with all representation of 
the public as a party in interest in 
the settlement of railroad labor dis- 
putes. 

“This bill,” says Mr. Barnes, “would 
repeal the labor provisions of the 
Transportation Act and return sub- 
stantially to the previously existing 
system of mediation and conciliation, 
with the addition of National Adjust- 
ment Boards. 

“The chamber has put itself on 
record upon the proposition that the 
public has a paramount interest in dis- 
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putes between railroad carriers . and 
their employees. The labor provisions 
of the Transportation Act set up the 
Railroad Labor Board with three repre- 
sentatives of the railroads, three repre- 
sentatives of their employees and three 
representatives of the public, with the 
provision that no award affecting 
wages could be made to which at least 
one member of the public did not 
assent. 

“The purpose of the bill is to do 
away with the Railroad Labor Board 
and therewith all representation of the 
public as a party in interest. Disputes 
are to be dealt with primarily by boards 
with representation of the parties but 
no representation of the public, with 
provisions only for voluntary arbitra- 
tion. This is not only a denial of the 
rights of the public but a most decided 
step backward. 


Would Mean Closed Shop 


“The bill also violates the principles 
of the Transportation Act requiring 
public investigation of every railway 
labor dispute threatening interruption 
of transportation. Furthermore, the 
provisions for National Adjustment 
Boards as framed would tend to pro- 
mote the establishment of the closed 
shop on all the railroads of the country. 

“The Barkley bill was drafted by 
representatives of the sixteen standard 
railroad labor organizations and is also 
supported by the American Federation 
of Labor. These organizations are 
making a determined effort to secure 
the passage of this bill. 

“It has thus far been the subject 
of only very limited hearings before 
a subcommittee of three members of 
the Senate Committee on Interstate 
Commerce and has not yet been re- 
ported upon. No hearings have been 
held before the House Committee. 

“The bill,” the chamber said in its 
protest to the Senate Committee, “pro- 
poses as a substitute for the compulsory 
public investigation required by the 
present law, only voluntary arbitration 
thus leaving it within the power of 
either party to prevent any public as- 
certainment and publication of facts 
by simply refusing to accept arbitra- 
tion. The voluntary arbitration pro- 
posed would be restricted to such 





‘“‘HARDWARE AGE, 
“New York City. 


“Gentlemen: 


than doubled my earnings. 





“Whilst enclosing my subscription, I feel I must 
tell you what HARDWARE AGE has meant to me. 

“Since coming over from England a year ago, 
mainly through consistent reading of HARDWARE 
AcE, and the service which your organization has 
given me, both here and in Boston, I have more 


Hardware Age Helped Double His Earnings 


American ideas of selling hardware and to keep 
abreast of the trade news of the day, and would like 
to tell my fellow clerks that being well posted is of 
more help than can be told in securing and holding 
a better job. It breeds confidence and success. 

“My only complaint is that everything else has to 
stop when a new copy arrives until I have read 
‘Forty Years of Hardware.’ 

“Please accept my most grateful thanks. 


“I have found it the only way to know the best 


“Yours sincerely, 
“J.S.LEAVER, 
“New York City.” 
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Place Your Order Right Away! 


FOR 


DREDNAUGHT 
PRESSES 


The extraordinary demand for these larger size, 
home fruit presses from the first day they were put 
on the market, makes it important for you to get 
your order to us as soon as possible. 


DREDNAUGHTS were especially designed and 
priced to meet a real and constantly increasing 
demand of folk who make their own fruit juices and 
want a press large enough to save time and labor, 
and strong enough to give long service. 


DREDNAUGHT construction, of steel riveted \ 
frame and malleable iron bolted yoke, makes a 
press you ll have “no comeback” on. Every part 
is made for hardest, longest service. 








































The most convenient and serviceable press you 
can offer your trade. 


DREDNAUGHT FRUIT PRESSES 


Height Weight Capacity 
Se ISS we 35 in. 75 Ibs. 14 Bushel 
Aa 40 in. 100 Ibs. 1 Bushel 
(Approx. ) 
See 46 in. 150 Ibs. 134 Bushels 
ae 50 in. 230 Ibs. 23, Bushels 


DREDNAUGHT Presses are shipped, assembled, 
ready to use. They take up but little room and are 
the lightest presses of like strength on the market. 
They are handsomely finished in battleship gray 
with high gloss. They sell on sight. Now ready for 
immediate delivery. Write for detailed de- 


Patent Applied For scription, prices, terms and catalog. 





\ Manufactured only by 


M. J. BROWN MANUFACTURING CO. 
2671 Salmon Street, Philadelphia 





The BROWNEE FRUIT PRESS 
for Table Use 


The handiest, most compact, and convenient small fruit press on 
the market. Strong and durable. Capacity, 6 quarts; weight, || 
pounds; height, 14 inches. 


No iron parts come in contact with the fruit. This feature finds much 
favor with home fruit juice makers, as the fruit acids cannot react 
to impair the flavor of the juice. 


Tub is made of specially selected oak staves. Base is of acid-resist- 
ing aluminum, other metal parts heavily nickeled. 


The BROWNEE base is provided with lugs so that it may be fastened 
to a table. 


Made to meet the demand for’a low price, but thoroughly efficient table press. 
Write for prices, terms and catalog. Patent Applied For 
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Why Sit Waiting for the 
Ship to Come In?? 


The Hopes of Yesterday are 
the Opportunities of Today. 
Enterprise is the Harbor 
light that guides the Ship of 
Success. Modern, high class 
means are the secret of “put- 
ting it across.” Use them! 


HarpwarRE AcE CLASSIFIED 
OPPORTUNITIES offer the me- 
dium through which Hard- 
ware Men meet each week. 
Its pages of personal contact 
deliver the message to those 
who look for you and your 
offer. It is an open door of 
over one million copies a 
year to an attentive audience 
of paid subscribers. 


When you “want” new 
sales representatives 


When you “want” to in- 
crease you sales force 
or expand territory— 


If you “want” experienced 
help or desire to locate 
a responsible business 
partner— 


If you are in the market 
for a new store or 
“want” to sell a store— 


Or are looking for a 
position— 


The columns of your Business 
Paper will best serve your end. 
It is a sure course when you want 
quick results. 


Dont wait for the ship to come 
in. Get aboard with us and bring 
it in. yourself. 


Refer to the back of this issue 
right now. Rates are there and 
examples for wording your ads. 


ADVERTISING DEPARTMENT 
CLASSIFIED DIVISION 


HARDWARE AGE 
239 W. 39th St., New York 





HARDWARE AGE 


specific points as might be agreed upon 
in advance by the parties to the con- 
troversy, thus interfering with the full 
measure of public investigation, even 
when arbitration is accepted.” 

The bill, the chamber added, is a 
proposal to return to the status quo 
ante which existed prior to the federal 
operation of railways incident to the 
war. That status, it asserts, was un- 
satisfactory to carriers and their em- 
ployees and was also unsatisfactory to 
the public interest as evidenced by many 
declarations of the public view similar 
to those of the National Chamber itself. 


Railroads Fighting Mileage Cut 


The eastern railroads are doing a 
considerable amount of missionary 
work in the effort to discourage the 
movement to secure the enactment of 
an unequivocal statute that will provide 
a reducion of 20 per cent in the cost of 
interchangeable mileage books and the 
abolition of the Pullman surcharge on 
berths and chairs. Members of both 
houses are being deluged with copies 
of an address recently delivered before 
the Travellers’ Protective Association 
of America by Robert S. Binkerd, vice- 
chairman of the committee on public 


relations of the eastern railroads. . 


Among other things, Mr. Binkerd said: 

“T know that you think railroad fares 
are very high, but do you realize that 
practically every element of cost in the 
production of transportation is very 
much higher? The general level of pas- 
senger fares in this country is some- 
where between 55 and 60 per cent 
higher than it was nine years ago. The 
general level of the costs of producing 
transportation is over 100 per cent 
higher than it was nine years ago. 
Taxes are 160 per cent higher and 
equal about one-quarter of the whole 
passenger revenues of all of our rail- 
roads. 

“So far as the theory that reduced 
rates would stimulate travel and 
thereby increase railroad income is 
concerned, an experiment along these 
lines made on the English railroads last 
year proves the fallacy of that. We 
are therefore forced to the conclusion 
that the sale of interchangeable mile- 
age books at a 20 per cent reduction 
would not increase the revenues of our 
railroads. It would, on the contrary, 
reduce their net earnings by somewhere 
around $60.000,000 a year.” 

Nevertheless and notwithstanding, as 
Senator Vest used to say, the fight will 
go on and a more determined effort will 
be made during the present Congress 
to provide the travelling public with 
the relief which Congress intended to 
grant more than a year ago but which 
the courts have denied on what the 
average man in the street will consider 
to be purely technical grounds. 


Important Ruling on Price Maintenance 


The most definite statement with 
respect to its policy in opposition to 
the maintenance of resale prices thus 
far made public by the Federal Trade 
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Commission is embodied in an order 
to cease and desist just issued by the 
Commission against the Q. R. S. Music 
Co. of Chicago, following an exhaustive 
investigation. The respondent in this 
case was charged with maintaining and 
enforcing a fixed standard resale price 
plan in cooperation with dealers, cus- 
tomers and others and entering into 
agreements and making sales at fixed 
prices with the allowance of discounts 
or rebates upon such prices subject to 
the condition that the customer should 
not deal in a competitor’s products. 
The respondent in this case, accord- 


_ing to the Commission’s findings, con- 
‘trolled substantially more than 50 per 


cent of the output of music rolls for 
player pianos, Readers of HARDWARE 
AGE will be especially interested in the 
terms of the Commission’s order which 
specifies the practices held to be mess ¥1 
It is as follows: 

“That the respondent, the Q. R. S, 
Music Co., its officers, directors, agents, 
servants and employés, cease and de- 
sist from carrying intéeffect a policy 
of fixing and maintaining uniform 
prices at which the artiéles manufac- 
tured by it shall be resold by its dis- 
tributors and dealers, by: 


Exhaustive List of “Don'ts” 


“(1) Entering into contracts, agree- 
ments and understandings with distrib- 
utors or dealers requiring or providing 
for the maintenance of specified resale 
prices on products manufactured by 
respondent: 

“(2) Attaching any condition, ex- 
press or implied, to purchases made by 
distributors or dealers to the effect that 
such distributors or dealers shail main- 
tain resale prices specified by re- 
spondent: 

“(3) Requesting dealers to report 
competitors who do not observe the re- 
sale price suggested by respondent, or 
acting on reports so obtained by refus- 
ing or threatening to refuse sales to 
dealers so reported; 

“(4) Requesting or employing sales- 
men or agents to assist in such policy 
by reporting dealers who do not observe 
the suggested resale price, or acting 
on reports so obtained by refusing or 
threatening to refuse sales to dealers 
so reported: 

“(5) Requiring from dealers pre- 
viously cut off promises or assurances 
of the maintenance of respondent’s re- 
sale prices as a condition of reinstate- 
ment; 

“(6) Utilizing any other equivalent 
cooperative means of accomplishing the 
maintenance of uniform resale prices 
fixed by the respondent; 

“(7) Entering into contracts, agree- 
ments or understandings or making 
sales or fixing a price charge therefor 
or discount from or rebate upon such 
prices subject to the condition, agree- 
ment or understanding that the pur- 
chaser of respondent’s product shall 
not deal in the goods, wares or mer- 
chandise of any competitor of re- 
spondent.” 
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NO SUBSTITUTES 
ABROAD FOR 

TURNER, DAY and 
WOOLWORTH HANDLES _ 


MERICAN hickory “handles” the world. 

There is no substitute. Australia, En- 
gland, Europe, the Colonies and South America 
have bought Turner, Day & Woolworth handles 
for 50 years. 


That’s why it requires five immense plants to 
service the world’s handle business—1000 men 
daily buying, cutting, grading, finishing, ship- 
ping. Turner, Day & Woolworth is an insti- 
tution—the biggest of its kind. 


It offers a standard of grading that is more 
rigid than ordinary standards; a stock of 2000 
patterns for instant selection, a service thor- 
oughly dependable. 


That’s why the world comes to Turner, Day 
& Woolworth for handles. 


Copyrighted Brands 


DANIEL BOONE PERFECTION 
AMERICAN BEAUTY TRIUMPH 
DAISY HERCULES 
SUNFLOWER SUCCESS 
PEERLESS EAGLE 
BEAUTY ROYAL OAK 


Turner, Day & Woolworth 
Handle Co. 


Incorporated 
Louisville Kentucky 
‘Since 1855”’ 
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“I’m a Repeater” 
“I’m a Repeater ” 
“I’m a Repeater ” 


‘Polly’ does repeat! There's nothing 
else like “‘Polly’’ on the market today. It 


is positively the strongest wrench 


yet it is instantly adjusted to ten openings. 
It will do the work of ten solid end 


wrenches. Every adjust- 
ment gives the same posi- 
tive hold as a solid end 
wrench built for one size 
only. 


“Polly” is a hardware 
store item that literally sells 
itself. It retails in sets of 
three at a profit that makes 
it the one unbeatable propo- 
sition of its kind. Not a 
novelty but a steady year- 
in - and - year-out profit 
maker. Get the full facts 
today. Find out about our 
extra-liberal dealer proposi- 
tion now. 

“Polly” is made in three 
sizes. The 6” size, opening 
to 11/16”, retails at $.85. 
The 9” size, opening to |”— 
$1.25. The 12” size, open- 
ing to | 7/16”—$1.75. The 
complete set— $3.85. It’s 


easy to sell the complete set 
and your profit is right. 


THE GELLMAN WRENCH 
CORPORATION 


Dept. HA Rock Island, Ill. 


The Polly 





WRENCH 


Reg. U. S. Pat. Off. 
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TREMONT NAILS 


Scientifically Designed 


Tremont Hardened Steel Cut Nails win the approval of 
carpenters and all who use them because the carefully 
tempered high carbon steel from which they are made 
will not bend or twist while being driven. Tremont 
Hardened Steel Cut Nails are scientifically designed to 
shear their way into the wood with the grain in a manner 
that assures the strongest possible grip. 


The best you can buy and the best you can sell is the 
Tremont Brand. 


Tremont Nail Company 
Boston, Mass. 






205 Lincoln Street 
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The “Long Distance” Customer 


The fact that a certain station is hard to get 
on his radio makes no difference to him— 
it’s the “programme” he’s after and he’s 
going to get what he wants. 


The fact that your store may be a little 
further for him to go—isn’t the point— 
“Perfect” Brand Screen Cloth is what he’s 
after and the dealer who has what he wants 
gets the business. | 


Your jobber stocks “Perfect.” 


DUANE 
AMOUNT SAA 


LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 
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AMERICAN BRAND 


Screen Wire Cloth 


| “The Recognized 
Leader” 


Satisfactory service to the 
consumer, year in and year 
out, has won for GALVANOID 
the pre-eminent favor of the 
3 trade. 


It is heavily zincked after 
weaving by our modern elec- 
tric process. Then a trans- 
parent coating of varnish is 
baked on. This protects the 


attractive finish, and adds to 
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se the firmness and durability of 
H GALVANOID. 
‘: Order now and take ship- 








ment early so as to assure your 
supply. If your jobber can- 
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you are supplied. Your trade 





will appreciate the even mesh, 
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uniform finish and the long 




















wearing quality of GAI- 














VANOID. 























Do not accept substitutes. 




















Look for the red-lettered tag. 























We also manufacture 














“AMERICAN BRAND” 























Pzinted—Bright Galvanized— 
Bronze — Copper — Special 
grades for particular require- 
ments. 
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American Wire Fabrics Corporation 
Subsidiary of 
Wickwire Spencer Steel Corporation 
General Offices: 41 East Forty-second Street, New York 


Worcester—Buffalo—Philadelphia—San Francisco—Los Angeles 
Western Sales Office: 208 So. LaSalle Street, Chicago 





BEAUTY 


IN GARAGE HARDWARE 























IS AS MUCH TO BE DESIRED 
AS DURABILITY 


There was a time when a garage was 
but a shed converted by doors swung on 
tee hinges. Today garages are built as 
attractively and as substantially as are 
homes. The hardware, in order to con- 
form, must be imposing as well as dura- 
ble. The experienced contractor speci- 
fies FrantZ GARAGE HARDWARE, 
for he knows he will find these two fea- 
tures in the same product. 





Write Dept. A for Descriptive Literature and a 
Catalogue of the FrantZ Hardware Line. 


RANT 


MANUFACTURING CO. 
Sterling, Illinois 









“Distinguish the Hardware by the Label” 
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We have never at- 
tempted to manufacture 
our rivets to sell “‘at a 
price, as we have al- 
ways felt that we were 
rendering the utmost 
service to the actual 
consumer by providing 
the best article of its 


kind that can be made. 


Us 8 28 ee 
TUBULAR RIVET & STUD 


COMPANY 


BOSTON 


R 
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“THE SIGN 








Sliding Door Hangers 
with 
“Ten-Ten” Watershed 
Round Tread Track 


Weather, dirt and bird proof. Self cleaning. 


Hangers are of rust-resisting, non-breakable 
certified malleable construction. Machine 
turned wheels—roller bearing—frictionless. 
Adjustable features keep doors snug—they 
can’t drag or bind. 


Track is of one piece steel. Has great 
strength. No rivets or welds—no parts to as- 
semble. Rounded wheel tread for hangers 
makes for ease of door operation. Weather- 
strip feature prevents rain, snow and dirt from 
entering building. 


Write for full facts on the ““Ten-Ten” and other A-P 
Hangers—the most satisfactory line in its particular 


Allith-Prouty Co. 
Danville, IIl. 


Representative Jobbers Distribute A-P Hardware 
throughout the United States 


field. 
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GLASS VALVE 
SEAT 
| CYLINDERS} 



























































In any kind of wa- 
ter service, the out- 
standing unit of the 
pumping equipment 
is the cylinder. The 
pump itself may 
function perfectly, the 
suction and _ discharge 
lines may. be properly 
laid, the elevation and 
pressure may be correct, 
and there may be an 
abundance of water at the 
source of supply, but all 
of these are negligible in 
as far as service is con- 
cerned unless the cylinder 
is operating satisfactorily. 
MYERS CYLINDERS and 
POWER WORKING BAR- 
RELS, based on the sound- 
est of all motives, depend- 
ability, come in all standard 
styles and sizes. They are 
used regularly with MYERS 
PUMPS but are just as satis- 
factory and successful with 
pumps of other manufacture. 
Full size, full weight, full 
capacity, with fifty years of 
experience incorporated into 
their design and construction 
give them enduring qualities 
that resist wear and the de- 
structive elements so fre- 
quently found in water. 
There is always a demand 
for cylinders—meet it with 
a line that will be sure to 
please. We are ready to 
quote, on Myers Brass, Brass 
Lined or Polished Cylinders. 
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sellers— 

they embody security, 

quality and _ practical 
design. 

















The 
Genuine Fraim 


We have been making 
Fraim padlocks and Night 
latches for forty-four years. 
The FRAIM trademark ap- 
pears only on the product 
of our factory. 

























OTHER 
IMPORTANT 
MYETIS 
PRODUCTS 
WATER SYSTEMS 
PUMPS FOR 
EVERY PURPOSE 
HAY UNLOADING 


Fast Turnover— 


Quick Profits 


Such locks as are shown 
in this advertisement sell 
themselves—they have 
quality, stability, and bear 


an attractive price. 











Displayed on a New 
Fraim Steel Display Panel, 
they save disturbing your 
stock, attract the attention 
of your trade and increase 
your sales, 














No. 445 
. . ¥, 
Write us, or ask your jobber about them i 
THE E. T. FRAIM LOCK CO. v 
LANCASTER, PENNA., U.S. A. E 
Sales Agents in . , 
tng Fm a Francisco Reon wengy ond j — 
attle 
Detroit Los Angeles Vasenoes Neshville 4 The FE MYERS. BE ©.¢ 0.Ashiand Ohio. 
Baltimore New Orleans Atlanta ome A LAND PUMP AND HAY TOOL 
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Spruce Up and Sell Spruce Ladders 
Spring is here—Everybody uses 


Ladders and Step Ladders 


Order now. You can’t sell them unless you have them in stock 





Prompt Shipment 
Write for Prices We Pay Freight 


W.W. BABCOCK C29, Bath, NY 


SS ew ee OE A OS ee RO 


[SIPIR|UCEl_[walo[ple 


On Land or Water ~— All Need ROPE 


Contractors, Automobilists, Truckmen, Rig- 
gers, Painters, Farmers, Factories, Boatmen, 
Fishermen, Yachtsmen—all these need ROPE 
and this is the season when the demand for 
good rope is greatest. 
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In offering your customers Manila Rope, 
Sisal Rope, Binder Twine and kindred Cordage 
you are safe if it bears the RAKCO trade-mark 


which is a guarantee of long satisfactory ser- 





: vice. 
err Rope Remember, before long wear can be gotten 
—_ i out of Rope—it must first be built into it. 
Binder Twine The manufacturers of RAKCO Rope see 


that it is. Keep well stocked. 


The R. A. Kelly Company 


Main Office STOCKS Branch Office 


Xenia, Qhio Schermerhorn Bros. Co. The Morey Mercantile Co. New Orleans, La. 
Omaha, Neb. Denver, Colo. 
Ohio’s Model Town 
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é BRIDGEPORT.CONN. 


IRON—STEEL—BRASS—BRONZE 
AND MONEL 


THE BRIDGEPORT SCREW CO., Bridgeport, Conn. 


Representatives: 
George E. Quigley, Detroit 
Dan M. Bell, Dallas, New Orleans 
Milton Pray Co., San Francisco, Los Angeles, Seattle 





























“There is likewise a reward for faithful 
stlence.’—Horace. 


Germ HINGES faithfully per- 
form their work and service— 
holding firm and safe the doors of 
entrance and exit, acting their part in 
keeping comfort and shelter intact— 
on constant duty to give facility te 
hundreds of daily activities. 


Modest and unnoticed, GRIFFIN 
HINGES never fail in silent, unob- 
trusive service to fulfill their faithful 
duty during the life of any building 
in which they are used. 





Griffin Manufacturing Company 
Warehouse Erie, Pa., U. S. A. Warehouse 
45 Warren St, N. Y. 74 W. Lake St., Chicago, Ml. 
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HARDWARE 


Pennsylvania Quality 
Sales Helps 


In Progressive Merchant’s 
Window 


This exceedingly well arranged display of 
new Pennsylvania Quality window trim set 
was recently shown by W. H. & G. W. Allen, 
113. Market Street, Philadelphia. The im- 
pressive and colorful effect of the pennants 
gave distinctive character to the window. 


Get the New 1924 Outfit 


Window displays are big helps in making 
more sales, not only of the goods shown, but 
in all your lines. 

We have prepared an entirely new and 
unusually attractive sales helps outfit for this 
year to tie up with our advertising in the 
national magazines. 

If you have not received your outfit, write 
us, giving your wholesaler’s name and the 
brand name of the Pennsylvania Quality 
Mower you carry—also write clearly your 
own name and address for imprinting on 
cards and booklets. 


Pennsylvania Lawn Mower Works 


1615 North 23rd Street 
Philadelphia, Pa. 
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Nothing to Meet It 


HERE isn’t a tire dealer any- 

where this year who is able 
to meet Hartford values mile 
for mile— 


The new 30x3'%2 Hartford 
“H”’ Tread Cord is the greatest 
light car tire Hartford has ever 
put out. 


The new Hartford Cord in 
all sizes is a tire value that could 
only be the result of 25 years of 
good tire making. 


These two Hartfords pretty 
well take care of competition. 


HARTFORD RUBBER WORKS CO. 
1790 Broadway New York City 
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Simply Tack On 
Turn the Corners 
Anybody can apply it. 


Every housewife wants to cut down her ice bills. That's 
just what Wirfs’ ‘‘AIRTITE”’ Refrigerator DOOR 
SEAL does. It stops cold air leaks, thereby saving ice. 
It is a rubberized flexible strip, that, when applied to the 
overlap on a refrigerator door, forms an airtite cushion. 
Put the display reel on your counter. You'll be sur- 
prised at the number of extra dollars it will bring in, 
because the ‘“AIRTITE’’ Refrigerator DOOR SEAL 
sells on sight. We are advertising the SEAL to the 


consumer in the leading national magazines. 


The SEAL has proved itself; for several years some of 
the largest manufacturers of household refrigerators have 
used Wirfs’ ‘‘AIRTITE’’ DOOR SEAL as standard 
equipment. 


It retails for 7 4c a foot and you can make as high 
as 112% profit. 


Price to dealers in U. S. A. and Canada. (One 
price to ail.) 
ees Seem 3%e per foot 
pe SP eee Pere 3 le per foot 


Prices F. O. B. St. Louis 


If check accompanies order we'll stand transpor- 








tation eharges in U.S. A. 
The handsome display stand will be sent you free of 
om WIRES! 
DOOR SEAL 
Sole Manufacturer and Patentee 


charge with your initial order. 
REFRIGERATOR 
E. J. WIRFS, 128 S. 17th Street, St. Louis, Mo. 
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“What’s Inside Your Fixtures?” 


Since the first Warren Fixtures were made, 
back in the pioneer days of the Store Fixture 
industry, practical utility and efficiency have 
always been our first considerations. Price has 
been a secondary factor, based upon a reason- 
able or fair profit. 


Outwardly, all Hardware Fixtures appear 
somewhat alike. It is necessary to investigate 
inwardly to determine the salient and vital 
features of long life and honest construction. 
The invisible quality in 


WARREN FIXTURES 


is illustrated in first-class, up-to-date cabinet 
work, special reinforced interior construction, 
all Sliding Glass Door display units insulated 
against moisture, dust, dirt, etc., back of the 
felt lining. Sample Boards of a construction 
and material that will not warp or crack and 
covered with rich colored felt. 


Thus, Warren quality at Warren prices have a 
definite appeal and inventory value to every 
hardware merchant. They. are a guarantee to 
every purchaser that more money cannot buy 
higher quality than is here available. 


‘‘There Is No Substitute For Warren Fixtures’’ 


“Our Service Department can 
help lay out your store to your 
greatest advantage in accordance 
with your particular requirements. 
Write us.” 


J. D. WARREN MFG. COMPANY 


159 No. State Street Chicago, Illinois 
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BYGUMAGRAM 


200% PROFIT ON ONE! 
175% PROFIT ON MORE! 


Are YOU interested? 


Then send 25c in silver or postage stamps, and we will 


send you ONE— 









Post Paid. 





You will sell it for 75c. 


Then you will order by the dozen at $3.25 and sell 
them for $9.00, by Gum! 


NORTH WAYNE TOOL CO. 


HALLOWELL, MAINE 
Sales Office, 1409 Ford Bldg., Detroit, Mich. 


Axes, Scythes, Grass Hooks, Grass Shears, 
Corn Cutters, Hay Knives, Bread Knives, Etc. 


HORATIO S. EARLE 
President and Sales Manager 

















A Little-B 
Money Maker 


= ; > —- ()NE good look at the Superior Screen Door 

ee Catch tells why it sells! Some hook or catch 
is necessary wherever screen or storm doors are 
used. This catch closes the door tight—and 
keeps it closed. In the summer it helps to ex- 
clude flies, mosquitoes, moths and other pests; 





i———, > ~eaaiidicinin a and in the winter it helps to keep out the snow 








and cold. The Superior Screen Door Catch sells 


because it’s a household necessity. 


RE YOU prepared to take care of the spring trade in Superior 
Screen Door Catches? Market conditions look good for a 
“boomer” this year. We help you sell, too. -With your first 

order for one gross of Superior Screen Door Catches, we will give 

you a handsome oak counter display. You will be provided also 
with red-hot, sales getting circulars. Lay in a good stock of Superior 

Screen Door Catches now. 


If your jobber cannot supply you—order direct. 


SUPERIOR DOOR CATCH COMPANY 


Superior, Wisconsin 
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ie, Among those who love fine things, 


412-5PT | Borsa Ng 
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Heisey Glassware 


has long been established as the standard of 
quality. 

Asa Heisey dealer, these discriminating people will 
come to. you for the glassware that bears the dis- 
tinguishing 4 mark. There is an endless variety ot 
original Heisey patterns and shapes from which 
they car select. 


The Heisey line will be a source of most gratifying 
profit to you. 











Write for particulars 


A. H. Heisey & Company 
Department H. A. Newark, Ohio 


SNR 407-HOTEL 
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This Display Card 
Sells Edwards Locks 


HEN the customer sees the Edwards 

enameled steel display card with its 
neatly arranged assortment of locks, he is 
impelled to buy an Edwards Lock. The 
display card makes the sale. - Steel cards 
cost no more than our old cardboard cards, 
are more attractive, and last longer. 


Lock No. 02448, bulky and solid 
and affording firm security, is 
ideal for many uses. 





Card illustrated is No. 
145 E. An assortment of 
# very popular 6 Lever 
Locks. Size of card 
164 x 10% wm, 













The O. M. EDWARDS CO.., Ine. 


Main Office and Factory 
Syracuse New York 


Carried by leading jobbers. If your jobber does 
not carry them, write and we will give you the 
name of one in your locality who can supply you. 


There is an Edwards padlock for every 
purpose; caddy bags. bicycles, automo- 
biles, houses, barns, etc. All locks are 


durable and secure. No. 02448 
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No. 213. 6” Wide. 


Wiebusch 


and 


Hilger Ltd. 


Deus Wm. Rose & Bros. 


Sharon Hill, Pa. 


106 to 110 Lafayette St. 
New York 


“You always come 
back to W. ROSE” 


said a delegate at the 1922 Bricklayers’, Masons’ and 
Plasterers’ Convention. 


No. 113. 542” Wide. 
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stocks 


GENUINE 
ARMSTRONG 


Stocks and Dies 
Holds the 


TRUMP CARD 


The Armstrong Mfg. Co. 


Factory and Main Office 
Bridgeport, Conn. 









The Dealer that 


| Bores Any Arc 


of a Circle 


New York Office 
248 Canal St. 




















Labor Saving 


Many 
New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. For core boxes, fine 
and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, rib- 
bon molding and mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 





FORSTNER 
AUGER BIT 
















OLIVER.|P()N- 


CORPORATION 


MANUFACTURERS 
Established 
1865 












GENERAL OFFICE 
and WORKS 
PITTSBURGH, PA. 


BOLTS, NUTS, WASHERS, WAGON FORGINGS,TELEPHONE SCREW RAILROAD SPIKES, 


RIVETS, PICKS,MATTOCKS, AND TELEGRAPH POLE LINE 
GRUB HOES AND CROWBARS MATERIAL,ETC. BOAT SPIKES, 


PACIFIC COAST OFFICE 


MONADNOCK BLDG.,SAN FRANCISCO,CAL. 





EASTERN OFFICE 


50 CHURCH ST. § NEW YORKCITY. 


TRACK BOLTS, STEEL BARS, | 
CONCRETE REINFORCEMENT BARS. 
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How Mr Kuehns Cash Register 
Proved Kawneer Windows Paid 
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SOLID COPPER 


STORE FRONTS 





Here is what Paul O. Kuehn of South Bend, Ind., says of 
his new Kawneer Store Front: “‘I can tell just what 
items are shown in the windows by glancing at the 
cash register tape at night.’? Ryan & Remick of 
Passaic, N. J., write: “It draws the public to our store 
in a most practical way and experience has proven to us 
that the Kawneer Front was a wise asset attached to our 
store.’ Do not take our word for the selling power of a 
modern Kawneer Front. Just step out and ask the man 
behind one what he thinks of his as a profit builder. There 
are thousands of Kawneer Fronts now in use. Let 
us refer you to several in your locality. If you plan to 
build or remodel, you should send for these two books. 
You will find them interesting. Just pin the coupon to 
your letterhead. 


Kawneer fronts pay for themselves THE 


in increased sales and profits— KAWNEER 
COMPANY, 


1417 Front Street, 
Niles, Michigan: 


This Free Book Tells Why Please send me, without 


ey ate! fo : it NOW obligation, your new Book of 


Designs of Modern Store Fronts. 
Name 


Address 








See other side for Six Points of Kawneer Superiority 





Beauty of Line as important in store fronts - 
hy as in the finest works of art : 


to 7-? 


Seauty of Design 


To properly display merchandise, show windows must act 
as a frame for the picture. A correctly designed Kawneer Store 
Front does just that. Kawneer Store Front construction was 
designed by an architect. Every curve and every line was put 
in to.be sure that the finished Kawneer Store Front would have 
that beauty of design that will make people stop, look and 
purchase your merchandise. Back of this attractive appearance 
you will find in Kawneer Store Fronts rugged strength and other 
important features which will assure you long and satisfactory 
Usethis _ service. Proof of these statements will be found in the tens of 


| for gettin thousands of Kawneer Store Fronts now in daily use. 
Back ssues 





Send 

me back 
numbers 
of inserts 
on Superior 
points of 


Kawneer 


’ STORE FRONT RESILIENCY VENTILATION EASE of INSTALLATION 


Construction 
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THREE ACES 


From the 
“Ringco” Catalog of 


Bath Room Fixtures No. a em = and 


Brush Holder 


| | We have, waiting for you, a complete volume of abana designs 
a in Bath Room Fixtures. It shows an attractive and a profitable’ line 

for the Dealer and for. which there is a constant demand. Nearly 
| 300 products to select from. 


Every item shown is made of Brass—the everlasting metal—Highly 
Polished and Heavily Nickel Plated. Each piece is rigidly inspected 
before leaving our Plant. We are continually adding new designs 
from time to time. 

A display of “Ringco” Bath Room Fixtures in your store will ap- 


peal to women who take pride in the arrangement of their bath room. 


No. 3768 Bath Soap rey’ Construction 
Size 55” x 44%” Write to our nearest office for 
No. a age Soap 
4” 


your copy of our latest catalog. fn Dish 5%” 


a 
. 


AMERICAN RING COMPANY Gene 
Waterbury, Conn., U. S. A. UALS acl 
oes a ne 


Madison St. 





co 








Metal Trays for 
“Sandy Andy” Sand Toys 


Display your sand toys in metal trays and your sales will increase. 
selling Toy and Tray together. Many people will buy sand toys sak 
extra tray where they will not buy the toy alone. Easier sales and extra 
profits result. We have priced these trays very low because they 
help sell sand toys and provide a display feature which 
every store can use to advantage. 


Made in two sizes: No. 35—10” 
x 20” x 11%” deep; No. 55—17” 
x 25” x 114” deep. Sheet metal, 
nicely finished; red inside and 
black outside. A very attractive 
color combination. Get some 
now. Use them and your sales 
will show an increase. 








Sand Pails 
and Sprinkling Cans 


Our 1924 line is wonderful. Much superior to the usual articles of this 
kind in quality, finish, coloring and decorations. Deep, rich enameled col- 
ors of red, blue and green, with silhouette designs and rhymes in black; 
and also comic figures for the children’s amusement. Two numbers shown 
here; two more, equally attractive, await your selection. 


WOLVERINE Supply & Mfg. Co. al 
Factory at Pittsburgh, Pa. No. 17-B 
NEW YORK OFFICE—200 FIFTH AVENUE for Na 3 Gao bet boot 


Room 406, Telephone: Gramercy 3453 of our full line. 
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G-W Ice Tools for Every Purpose 


VERY type of tool used in the ice business is 
built by the Gifford-Wood Co. All G-W Ice Tools 
are ruggedly constructed and absolutely dependable 
in service. Over 100 years experience are built into 
every one. 
Catalog No. 80, describing the complete line, wiil 
gladly be sent to you on request. 


Main Office: 7 HILL ST., HUDSON, NEW YORK. 
New York Chicago Boston Pittsburgh 












G-W 
Southern Axe 









G-W 
Ice Creeper, 
tyle A 


G-W Boston Tongs 

























GlectricAttachments 
SorHand: PowerGlevators 





Sells Easily—Has Many Uses in 
New Homes and Old— 


MONARCH 
CASEMENT CHECK 


A sturdy, inexpensive device, especially desira- : 
ble for use on dormer and basement windows, 
transoms, chest and window-seat lids and similar 
hinged openings. 


Holds firmly at any angle. Copper against steel 
at all friction points insures permanent utility. 


A postal brings fully illustrated descriptive 
Manual showing complete line of Monarch Case- 
ment Hardware, list of finishes, etc., with real 
information that sells customers. 





This powerful little machine is easily installed on 
your hand power elevators. The motor and ma- 
chine are built together and contain the same good 
workmanship as the larger Kimball machines. 


HARDWARE DEALERS: You can make a good 
profit installing these machines in your district. 


Write for descriptive matter. 


K|MBALL BROS, CO 


Mounted Models supplied at hardware cost. 


COUNCIL BLUFFS IOWA 
Monarch Metal Products Company 


Council Bluffs, lowa 
4960 Penrose St. St. Louis, Mo. 























MORE SALES FOR YOU 


Sales on the Lightning, Gem and 
Blizzard Freezers are increasing 
rapidly year by year. Progressive 
housewives are learning that the 
best way to make pure and whole- 
some ice cream easily and quickly 
is in one of our easy running 
freezers—and at a small cost. 
They sell on a reputation established by more than thirty years of high class service 
and they stay sold. This means permanent we 

The Blizsard is simpler in construction and a trifle cheaper, but sells as well as 
either the Lightning or Gem and should be ordered with either style te satisfy the 


We ae placing your order early for shipment later, as you may direct. Be 
eure te include request for sales helpse—THEY ARE FREE FOR THE ASKING. 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia 
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MACHINE WOOD SPECIAL 
SCREWS RIVETS 








vv 








Continenta 


Inlokirlhtrs 
(Reg. U. 8. Patent Ofice) 


WOOD SCREW CO. 
New Bedford, Mass. 














WELL DISPLAYED 
IS HALF SOLD— 


This is especially true of such a well-known, 
high quality line as 





K& E 
MEASURING TAPES 


The above illustrated, handsome golden oak display 
case will help you to keep your stock of tapes com- 
plete and in good order. 


It will be furnished without charge to any dealer 
ordering the assortment of Tapes it contains. 


SEND for DETAILS 


KEUFFEL & ESSER Co. 


NEW YORK, (27 Fulton St. Gen. Off. and Factories, HOBOKEN, N. J. 


CHICAGO ST. LOUIS SAN FRANCISCO 
516 S. Dearborn St. 817 Locust St. 30-34 Second St. 


MONTREAL 5 Notre Dame St. W. 
Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 

























MR. 
HARDWARE 
DEALER! 


If your house is a “Quality House,”’ 
you ll want a line of 


J. M. CARPENTER 
TAPS AND DIES 


They excel all in Quality, Uniform- 
ity, Precision, Durability. Favor- 
ites of the Best Mechanics for over 


Half a Century. Tie up to ‘Car- 
penter Quality!" 


SEND FOR CATALOG 
REGISTERED 
«RADE MAR, 











J. M. Carpenter Tap and Die Company 
Oldest Tap and Die Makers in America 
PAWTUCKET RHODE ISLAND 





















The Wendell Compress and 
Vacuum Washer 


—S== = 
> = ———— 


one 





— 
a 


———— ee 








Washes Tub of Clothes in 
Three to Six Minutes 


Order from your Jobber or write us. 





Brightening the Day by Lightening the Labor | 







STUBER & KUCK CO. Peoria, Ill. 










That is exactly the principle of The Genuine Wendell 
Vacuum Washer. It is an elimination of wash day 
drudgery and offers every Dealer an opportunity to 
lessen the housewife’s task and increase his sales with 
a practical labor-saver. 


Well made of heavy 135 lb. Tinplate with steel rod rein- 
forcement on bottom of body—where it is subject to 
greatest wear. Furnished with extra long, strong 
waxed handle. 

“A Quality Item.” 


Tinware and Specialty 
Manufacturers 
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L : IT Wr POY caetie Z 
STAN EY : | - ry S 
Hl} -* * INOSMCKI 
BOX STRAPPING ne —_ 


No. 3002 Self-Tightening 


Made of Stanley cold rolled steel. The ribs prevent 
the nails from slipping in driving. Round edges 
of strap do not cut the hands. 


THE STANLEY WORKS 
New Britain, Conn. 


New York Chicago San Francisce Les Angeles 
Seattle 


Manufacturers of Wrought Herdware and Carpenter's Teole 


|| 












=] NO LOAFING 
1m Tes 
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Tapes that ~~( CHICAGO) ~~ 
sell easily— SPRING HINGES 


because of satisfaction to the 
to-use,” durable, and perfect in R espect ed by Bu ilders 


ee o 
user, are easy-to-read,” easy- 
workmanship and finish. 

















The fact that the 


DIETZGEN | | | areiS.tnabeie 





H ers know and have a 
Measuring Tapes Agee aay Fy 
have all these selling features. cago Spring Hinges 
Build your sales and increase helps materially in the 
your profits by adding the sale. 

RELIANCE and ADMIRAL The main thing is to 
Tapes to your stock. keep supplied on the 


| types and sizes most 
| called for in your lo- 
| cality and hold trade. 


How is your stock of Type Ne. 2001 


EUGENE DIETZGEN CO. Triplex Spring Hinges? Triplex’ Spring Hinge 


Right goods at right prices Send for Catalog H -39. 


continuously since Year 1885 


Investment small; turnover quick. 





Catalog and discounts on request 





Branches: Sales Offices: Chicago Spring Hinge Conipans. 
Chicago New York Philadelphia Washington 
New Orleans Pittsburgh Factory: 1500 Carroll Ave. 23 W, Se. 
San Francisco Chicago, Illinois Chi Yost 
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What’s the Cost? 


If you could step into the shoes of the thousands of 
dealers who are building their business with Heller 
Cabinets, you too would agree that this modern equip- 
ment quickly pays for itself in the extra sales it makes. 
And the cost is surprisingly small. Certainly here is a 
proposition you at least want to know more about. You 
won't be obligating yourself by asking for the facts. 
Write us today for book No 26-A. 


W. C. HELLER & CO. 


Main Office and Factory Eastern Display Rooms 
700 Wabash Ave. 20 Vesey St. 
MONTPELIER, OHIO NEW YORK CITY 
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e Aluminum 


Ware 


Our “Name Is Stamped 
On Every Piece 


‘To MEET the insistent de- 
mand for aluminum prod- 
ucts of superior quality, 
we ofier LIFETIME Ware. 

The paramount sales point in the merchandizing 
of this popular brand of aluminum utensils is that 
the name is the guarantee. Guaranteed for a lifetime 
—and the name is stamped on every piece. 

We also manufacture a complete line of Alumi- 
num Utensils for special sales. 

Write for the new price list on LIFETIME Ware 
and our special deal on Electric Percolators. 


ALUMINUM PRODUCTS Co. 











NEW YORK CINCINNATI LOS ANGELES 
CHICAGO PHILADELPHIA OAKLAND 




















Card 
Holders 

















st ’ : a 7 = 2 
ee a ee ae 
Reduced Size, No. 731 


WHERE DO THEY ALL GO? 


We don’t know—but we do know that we sell 
millions of them and have an ever increasing 
demand. 


And Corners 


We make all shapes and 
sizes—men making their 
own RADIO cabinets call 





No. 480 
Reduced Size 
for them—and for hinges, catches, locks, han- 


dles, brackets, etc. 
HOW IS YOUR STOCK? 


THE BRAINERD MFG. CO. 
EAST ROCHESTER, N. Y. 

















Wire Fences 


You can buy from us all of your wire 
needs, including both ‘‘Columbia’’ 
Hinge-Joint and “Pittsburgh Perfect” 
Stiff-Stay Fences in whatever styles 
your trade desires. Mixed carloads at 
carload prices give you advantages both 
in prices and freight rates. 





La Grange, III. 
BRANCH OFFICES: 





Our complete line of farm, —— and garden 
fences in both hinge-joint and stiff-stay types, 
together with our attractive lawn and flower 
fences afford a wonderful selling proposition. 


Our products include also— 
Gates Steel Posts 
Wire Nails Staples, etc. 


Write for our agency proposition. 


Pittsburgh Steel Company 
Pittsburgh, Pa. 


New York Chicago Memphis 
Dallas San Francisco 




















“UNITED” PRODUCTS 


Potato, Onion 
and Produce 


PICKING BASKETS 


Guaranteed to outlast sev- 
eral baskets constructed from 
wood or any other wire 
baskets now being built. Made 
from galvanized wire to re- 
sist rust. Electrically welded 
at every joint. 





No weak spots in the construction of any of 
our products. Every article is built to meet 
every requirement to which it will be put. This 
can be secured only by the Electric Welding 
process and scientific design. 


We also make Automobile Hose Clamps, 
Camp Grids and Stoves, Poultry Shipping 
Coops, Exhibition Coops, Feeding Batteries, 
Bottle Carriers, Baskets of all kinds, Paper 
Balers, Shelves, etc. 


Write today for catalogs 


United Steel and Wire Co. 


30 Fonda Ave., Battle Creek, Mich. 
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Anchor Brand 













Clothes Wringers & 
MO so 
Made Warant- 
Made in dif- yy —. e is 


wonderful 
efficiency in 
using the cor- 
rect type otf 
Wringer. 


ferent styles 
to fit every 
kind of Laun- 
dry tub. 


— 


— == 55 
ANCHOR &' SORE. “= 
eAPAaRMien 


S S veers” 





All Dealers should have in stock ANCHOR 
BRAND Wringers to fit Round, Wood, or Iron 
Tubs, Square or Stationary Tubs, as well as 
Folding Bench Wringers. 


We solicit your orders, which will be 
shipped promptly 


Lovell Manufacturing Co. 
Erie, Pa. 


Largest Manufacturers of Clothes 
Wringers in the World 




















LU 


ER@® 
TIMER FOR FORD yoodcincaas 


The real quality timer for 
Fords. Built on a different 
and better principle of Ford 
ignition and proven by tests 
over a period of seven years. 
Sells fast and stays sold. It 
brings the dealer a fair 
margin of profit and builds 
good will for him among 
his most exacting customers. 
List price $3.75. 





PN | 
N va ~— CARBURETOR 
CONTROL 


Gives complete con- 
trol of Ford carbu- 
retor from seat. One 
large, handsome dash 
button in lace of 
regular Ford button) 
both chokes and ad- 
justs. Saves gas, 
makes starting easy. 
prevents frequent kill- 
ing of motor and 
saves battery. Easily 
and quickly installed. 
One universal model. 
Price $1.25. 


TURNER MANUFACTURING CO. 
Dept. E KOKOMO, INDIANA 






$1.25 
—_ 
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ee 
When Buying Sole Leather 


consider the 
protection afforded you by the 


A kh de 
YELLOW LABEL 


It guarantees the Quality. 


ALLEN’S SOLE STRIPS 


Made from real bark-tanned selected hides. 








THE STANDARD OF COMPARISON FOR OVER 
30 YEA 


MANUFACTURED BY 


N. R. ALLEN’S SONS CO. 
KENOSHA, WIS. 











La Cross ® NAIL FILES: 


DISPLAY 
CASE 
Ne. 5 


Note how 
attractively 
it displays 
the isple- 
ments—and 
the prices. 





You’ll Find It Profitable to Display 
This Case Prominently 


This little display case doesn’t The case costs you nothing. 
take mtich room, but it packs Comes with the assortment. Ask 
more sales punch than many an_ for it when ordering from your 
item two or three times its size. jobber. 


It contains an assortment of the 
fastest selling manicure imple- SCHNEFEL BROTHERS 
Newark, N. J. 


ments—files, tweezers and scis- 


sors. It tells the whole story 
at a glance, including the big- 
Reg. U. S, Per, Off. 


gest feature — the name 
Cross. 
Trade and public alike 


acknowledge La Cross to be the 
finest manicure implements 
made. And this confidence in 
Ila Cross quality results in 
rapid and profitable sales. 


The assortment that comes in 
this case is Costs $24. I MANICURE 
Selling profit over 100 per cent. MPLEMENTS and SETS 
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For Your Summer 


Trade 


These are just a few features 
that will make the Summer Pul- 
ley Season a big one—features 
that make every housewife rec- 
ognize and buy the 


“Ezyrun” Pulley 


Rustless—Ball Bearing 
Noiseless 


Protected from destruc- 
tive weather elements— 
it is fully enclosed. The 
line cannot slip off, out 
or tangle. 

Perfectly balanced Ball 
Bearings render the 
“Ezyrun” noiseless and so 
easily operated as to per- 
mit a child to pull a 
loaded line in or out. 
The “Ezyrun’s” outstand- 
ing features will create a 
record demand. 


“For Gymnasium Work Specify the ‘Ezyrun’ ”’ 


Can be supplied to your trade at a reasonable selling 
price and a liberal Dealer’s profit. Ask your jobber or 
Write us. 


The Brooklyn Pulley Co., Inc. 
85 Fifth Ave. Brooklyn, New York 











SHOWING INTERIOR 
CONSTRUCTION 

















Rubber 
Headed Nails 


are used as bumpers on pianos, 
closet seats, and to receive the 
thrusts of drawers, also to prevent 
noise and marring to such as they 
are attached. 

Stem Tips, made in thirteen sizes, 
especially designed for chair legs 
and prevent the scratching of floors. 
Absolutely noiseless. 

We make a large variety of rub- 
ber specialties. Send for catalog 
and prices. 


ELASTIC TIP CO. 


370 Atlantic Avenue Boston, Mass. 











SS Your Friends, 
-— Your Neighbors 
and Customers Go on 


them a better, quicker, more sanitary way of 
doing this dirty job. Tell them about 


CANTGSTRED 
SAN PLASH 


This labor saving device meets with instant approval 

wherever shown and demonstrated. 

It sells readily at a good profit and one user tells another, 

thus constantly increasing the demand automatically. 
Stocked by Jobbers. Send for Catalog. 


WHITE MOP WRINGER CO. 
33-35 MOHAWK ST., FULTONVILLE, N. Y. 


Endorsed by Good Housekeeping and New York Tribune Institutes 
and Home Economica department of Schools, Colleges, Farm and 
other Papers everywhere. 












forever wringing their mops by hand. Show 























Bolt Night Latch to 
customers — explain that 
one turn of the key back- 
ward locks the bolt and in- 
side knob so teh bolt cannot 
be forced back, or the door 
opened from either inside or 
outside without the key. 

Can also be operated same as an 


ordinary night latch. 

Besides a complete line of Padlocks 
we also make 1000 different patterns 
of quality Key Blanks. Send for 
Catalog 6 and Prices. 


NDEPENDENTIOCKCO.D 


Leominst Mass., U. S. A. 


Manufacturers of Cylinder Locks, Padlocks, and Key Blanks. 
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Osborne High Grade Punches Besides Punches Our Line Includes: 


A varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
and Upholsterers’ and Plumbers’ Tools of superior quality. 
The above tools will please your customers as well as our famous Round and Oval Pu xches. 





os 








Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in making our products. 
We stand back of every tool we make, Try us. Write for Catalog and Prices. 
Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 











Moore White Enamel Household Thumbtacks 


RAPID SELLERS AT HOUSE-CLEANING TIME 
for fastening oilcloth or splash cloths to kitchen walls and tables, on pantry shelves, covers on 
card tables, washable covers on baby carriages, netting to windows or over baby cribs and many 
other useful purposes. Packed 36 to a 25¢ box, 2 dozen boxes to counter display carton. 


List $6.00 per carton; Dealers $4.00 per carton, a profit of $2.00 
Moore Push-Pin Co. (Wayne Junction), Philadelphia, Pa. 




















Bells and Bell Toys An Endorsement. 
For Northland Skis 


HARDWARE, SADDLERY have won many national and local 


ski events—Champions have chosen 





Northlands because of their 
\ and TOY TRADE staunchness and speed. 
In preparation for next season’s 
Also for the manufacturers of business we suggest that you place 
Electrical Bells, Telephones, your order now. Deliveries as you S———" 
. request. Our illustrated booklet 
Clocks, Recorders, Registers, will assist you in advising your 


customers. Look for the deer-head 
trade-mark. 


World’s Largest Ski Manufacturers, 


Northland Ski Mfg. Co. 
22 Merriam Park, St. Paul, Minn. 


Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 


East Hampton, Conn. 























| Robertson “Horse Shoe Magnet Hammers” | 


a high grade line with a good profit to dealers and 
| jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 


The ALLEN MFG. CO. (ii ,fHELDON ARTHUR R. ROBERTSON, 144 Oliver St., Boston 


























OVER 12 MILLION CARS AND 
TRUCKS REQUIRE SERVICE 


Good wrenches—the right wrenches—are es- 
sential to good service. 

This is where the Walden-Worcester design 
comes in—wrenches that fit the location as well 
as the nut. 





| Incorporated YW . 
Vises designed to meet the requirements of every service | General Offices and Factory | UVRENCHE | 
for which a VISE is used in wood or metal working. Write | 475 Shrewsbury Street BAL 
for complete catalog Vises and Hardware. Werder, ies. G. 6. A. 
ROCK ISLAND MFG. CO. 








R ISLAND, ILLINOIS 
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FLUSH DOORS— 
CLEAN LINES— 
NO PROJECTIONS 


And the profits proauced by Sese Invisible 
Hinges are as good as the jebs they de 
‘or cabinet makers, furniture wanufactuc- 
ers, builders and carpenters. 


You have a ready market for Soss Invisible 
Hinges already ereated in your section. 

us send you a sample hinge end full infer- 
mation. Show the hinge te your 

and you'll find how muehk they like 


A style and size for most requirements. 
Special finishes on request. ; 


© <. SOSS MFG. CO. 


os Bee ar 


INVISIBLE 
HINGES 

Yacht Floor Mop 

Retail Prices 


Yacht Mop, 48 inch Handle 


No. 31. $1.00 each 


Small Size Yacht Mop, 48 inch Handle, 
White, Sic. each 























This floor mop is similar in style to the large dry 
yacht mops, is Wax Treated, made with great care 
and is very strong and serviceable. Cannot scratch 
the floor, base boards or furniture. Made in two 
sizes for use in the house, garage, hospital, etc. 


Brown Daisy Mop Co. 
56 Sanford Street, Mattapan, Mass. 
Dealers write for catalogue and trade discounts. 





For Low Test Gas Use 
High Grade Torches 
—Double Needle— 


Modern low test fuel requires 

more powerful burners to 

burn it. No. 208 Double 

Needle Torch has the maxi- 

mum generating power pro- 

——\es as, ses nae ducing over 300 degrees more 

, heat. It is extra strong and 

«an &) durable. Over 60 per cent of 

sh nF Go.! all burner troubles are over- 

v an)? come. No, 208 will give bet- 

No.20 ter service and outlasts two 

Me DETROIT. MICH.ULS.A ordinary Torches, saving 
. PATENTED: time, fuel and money. 


Clayton & Lambert 
Mfg. Co. 
10619 Knodell Ave. 
DETROIT, MICH., VU. S. A. 





No. 208 Torch 
Ask for latest price 
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= mn all profes- 
aretrerteeeHt Te sional barbers, as 
eee well as many home users, 
find complete satisfaction in Koken Razor 
Strops. A profitable line of ready sellers 
listed in our catalog. Write for it. 





“or ee 
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Koken Companies, St. Louis, U.S.A. 


CUSHION 
TIRE | 
E TORE LADDERS 


Insure perfect shelf service for any line of mer- | 
chandise. Deep tread steps, properly spaced, with 
convenient full length handholds on both sides of — 
dder permit mounting or descending with ease. | 
Both hands free to remove or repiace stock without . 
danger of falling. Cushioned Tired Trolley and 
Truck Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B, C. Utilize 
' small space. Make top shelves safely 
available for stock purposes. One 
style—neat of design—nicely 
finished—any height ceil- 
ing. Thousands in 
use. Circular on 
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& Electrical Supplies 


Harr Alter’s “POCKET- 
BOOK” is a net price, monthly 
km catalog containing hundreds of 
radio-electric bargains. Sent 
free to dealers only. 

If you have a radio or electrical 
department, ask for the late is- 
sue of the “POCKETBOOK” 
and get on our list to receive a 
copy monthly. f 
Since all prices in the 
“POCKETBOOK” are net to 
the dealer, use your business 
letterhead when writing for 
quick action. ‘“‘The sooner you 
write, the sooner you save.” 


HARRY ALTER & CO. 
Dept. 23 
Ogden & Carroll Peon 


Radio 








Chicago 











The Paine Expansion 
Shell is a D—n Good Shell. 


We Know It. 





Hundreds of §sat- 
ished customers 
prove it. You'll 
neves know it ‘til 
you try it. The 
least expensive of 
all steel or malleable shells. 
for sample. 


° * 2951 CARROLL AVE. 
The Paine Co. CHICAGO 





Send 











@ STERLING 





High Speed Tungsten Steel 


27 Years of Progress 


EVERY BLADE GUARANTEED 
Buy from Your Jobber 





Dramonp Saw & Strampinc Works, Buffalo, N. Y. 


Please Send 


ee en, os oncncsadbsnebedhbscee ces 
MY NEAREST 
JOBBER. RE occ dendnsceaseccesceces pesee 
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od 


Write for Profitable Sales Proposition 


SUPERIOR LABORATORIES 
Dept. 502 Grand Rapids, Mich. 


—~ 














MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 
Write for catalogue show-  . 

ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 








Plain or enameled in 


STRATTO o 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 


STRATTON MFG. CO., Stratton, Maine 








UNIVERSAL ¢ramr 


Adjustable. Two sizes will clamp any hose of any 

a Made from cold rolled steel out of wire. 

No rough edges to cut hose. Put on in less than s 

minute. Everlastingly leak-proof. Order Universal 

Hose Clamps. Trademark on every clamp end carton. 
them from your jobber—or write us. 


UNIVERSAL INDUSTRIAL CORP. 
Hackensack, N. J. 





AGE May 8, 1924 











Millner’s Wire Cloth Rack 
A Long Felt Need Satisfied 
Ne More Trouble in Handling Screen Wire 
MILLNER’S WIRE CLOTH RACK 
Saves Space, Time, Stock and Sells the Wire 


Rolls are easily placed in position for 


use. 

Rack holds 18 rolls for ready use and 
18 stock rolls. 

Holds any length in any place. 

Takes a floor space of 31x36 inches, 
5% feet high, 

On ball bearing casters and can be 
easily moved to any part of the store. 

Makes a first-class rack for handles, 
ete., when wire season is over. 

Neatly finished and well built. Oak 
stained. 
Price $18.00 f.0.b Miami, Okla. 
Shipped K. D. Weight 100 pounds. 

SOLD BY ALL JOBBERS 


Send check with order if you order direct. 
MILLNER WIRE CLOTH RACK CO. 
Miami, Oklahoma 
THE HARDWARE MAN’S FRIEND 


Patented May 14, 1914 











) 


Why is it that Putnam 
makes and sells more 
Rolling Ladders than 
all other makers com- 
bined? 

We carry all standard 
styles and sizes in stock 
for immediate delivery. 


Write for prices. 
Putnam & Co., Inc. 


132 Howard St. 
New York City 




















OSPREY “Nostealum” Hooks 


Bait is attached without squashing and 








13 without removing hook from line—from 
a fly toa shiner. Once on fish can’t steal 
bait off. I guarantee every hook. 
——- Send for Catalog and Reduced Price List. 
lz Lou J. Eppinger, Detroit, Mich. 














UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y._. 











———e— 








| 





Now, More Than Ever Before 


it is essential that you study your 
Market Report carefully and con- 
sistently. Every important price 
change in the trade is recorded in 
these columns weekly. 


The MARKET REPORTS as found 
in HARDWARE AGE are the most 
authentic published. 


Use them as a buying guide. 
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DEALERS WANTED EVERYWHERE 





Iron Fence, Gates 
Lawn Vases 
Settees 
General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 
Ask for Catalog 
THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 







MANUFACTURERS OF AM SASH CORD, CLOTHES : 
BRAIDED CORDAGE ¢ 38397 LINES, SMALL LINES Pzaastlll 
AND COTTON TWINES 47 pa § ETC SM Am CARLA ‘ 


BOSTON 
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Rocking Table Apple Parers 


LITTLE STAR and DAISY - OR. iB Wrenches 


Apple Parer, Corer and Slicers For Valve Tappet Adjustments and all adjustment service 
Manufactured by HUDSON PARER CO., Leominster, Mass. in close quarters. Singly, or in sets of 6 and 8 wrenches. 
Literature? 


LIVINGSTON-COOPER CORP., Agents J. H. WILLIAMS & co. | 
131 East 23rd Street New York City “The Wrenc 7 People’’ ILLIAM 


Brooklyn BUFFALO Chicago 























“CALDWELL SASHBALANCES | | HACK “LENOX”? saws 


AMERICAN SAW & MFG. CO SPRINGFIELD, MASS., U. 8. A. 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


9 Jones Street Rochester, N. Y. 


Pg a na BROWN & SHARPE 
Sore om ‘Twine bomen Thread Sg ane Moy 


ete on for - Cleaning, Wiping and Polishing. MACHINISTS’ TOOLS 


Wicking for Packing and Tufting. 
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Caulking Cotton, Cotton Rope and Clothes Lines. The first choice of skilled mechanics for three generations 
Bleached Cotton for Nitrating. nt peice: Same thane 
Send for samples and prices § PR E DEA R. 
° BROWN & SHARPE MFG. CO 
MASSASOIT MANUFAC baa § egy B S : _ . 
a Fall River, Mass., S. A. [D'S Providence, R. I., U. S. A. 
New York Office - - - 350 PIP Selb [ae 








Makers of Every ‘-B ROO K S 


ar of ——— Bright Iron and Brass Wire 
wt an t. Goods. Special Wire Goods 


made to order. 
CORBIN SCREW CORPORATION | | 4"S" Be COKs & SONS 


229 High Street New Britain, Conn. CHESTER, CONN. 
Western Factory: Dayten, Ohio 


t va <= Ask your jobber for P T's . 























.DOVER-IMPERIAL STEEL have been the standard 

AND COPPER EAVES since 1865. Style shown 
trough hangers. Japanned or HOT our Shaver No. 00 18 a big 
DIPPED GALVANIZED after forming. seller for home use. 
Rod and wat strap oo aos 
double beac xis are electro galvanized. - go eea.. £2 St ——_eeeee 
Also triple twist wire hangers furnished American Shearer Mfg. Company 





in COPPER or Galv. wire. Nashua, N. H. 
OHIO WIRE PRODUCTS COMPANY. Dover. Ohio 


UM UCC MLE UU SD Le 
J VW 
bb ne 


























7 LS = 
(METAL een 





FOR EVERY CONCEIVABLE PURPOSE 








H,. PARKER, Pres. and Trea 
FRAIM-SLA YMAKER teeta taal a eas, 
HDW. CO., INC. Special Wire Goods 
Lancaster 





Pa., U. S. A. Metal Stampings 


28 Cherry St.. WORCESTER, MASS. 


KER, The Mark of Quality THE, FOWLER & UNION 
Kon oe ee HORSE SHOE NAILS 
: : OF HIGHEST GRADE 


ROME MANUF ACTURING CO. Plant at 
ROME, NEW YORK 1000 MILITARY RD., BUFFALO, N. Y. 
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ADJUSTABLE 
PIPE WRENCHES 





Fine Precision Tools 


Two generations of metal workers 
have come to know Starrett Tools as 
the best they can buy. They're good 


tools to sell. 


Write for Catalog No. 22 “A” and the Supplement 
describing the new Starrett Tools. 








THE L. S. STARRETT CO. : Alloy 
The World's Greatest Toolmakers Mage Sage agg lg pn My Big Be Bony 
Manufacturers of Hacksows Unexcelled market. Light in weight, can be used with one hand on 
ATHOL, MASS. pipe, Nes * a ——, ae Seneanaeee, Packed 12 to a 
The Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Repr tatives—Surpless, Dune & Ca. 


























| 





a Serene Must TheyGoSomewhere Else? 


SOLID HEAD EXPANSIVE BIT bestest Mesteteatagoyat 


profits on their purchases of the new 


TURMERETRC 


but they me wait indefinitely. 

Turner’s 11 big comers today hd i 
day, in their work. Must they go somewhere 
élee for this super-torch with its 400° greater 
power, its superheating burner baffle, its 


Creeping of the bit cutter is absolutely pre- leakproof brass tank and safety valve? They 









won’t take a substitute—because there is no 
vented. Precise adjustment is remarkably “just as good torch.” Turner sales are good. 
Write your jobber NOW. 
easy. And Turner’s Ap ll s Furnace Sales keep 
climbing. Stock up! 


They are made with both SQUARE 
SHANK and PRECISION SHANK. (RE Stanwced ‘Turner BrissW ORES } 
DISTRICT REPRESENTATIVES: 


The Russell Jennings Mfg. Co. San Francisco: Rice-Hitt Co., 623 Larkin St 


Los Angeles: Rice-Hitt Co., 416 Hibernian Bldg. 





The World’s Largest 





NN. Seattle: Rice-Hitt Co, 1427 L. C. Smith Bid turers of Blow 
CHESTER, co New York: The Turner Brass Works, 36 Murray St. rine + ngs ete 


















The Secret 
of Good Soldering 


—is a clean iron. That means: 
Clean it with 


> 
‘ 
? 
| ese 
a De 
Me”, 
, os 
a ee 
a v7 a> 
RE he 
P 
. ee SOLID 
S. my 


SAL AMMONIAC 
Made by 


Highland Park, Ill. 


G. F. Wright Steel & Wire Co. 


Manufacturers of 


SUPERIOR 


Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 


























LIC-WID-LES DOOR CHECK 


Needs neo attention and meets te which a deer 
check fae ye my A - ted. 








A Type for Every Service 


THE GOULDS MANUFACTURING COMPANY 
Seneca Falls, N. Y. 


Pn, , 
; Fuge 
fie me 
ae. 
& Sa" 
fy + a * _ " spot p> 9 - ‘ 
3 ee z IGE iE he ig? ae 
; one ne ke leae © ing Se ei ‘ 
A eo : a — 
Let us tell you about our Real proposition : 


The No-Liquid Door Check Co. Columbus, Ohiec 
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Use the “Opportunity Section” to reach Hardware 
Manufacturers, Manufacturers’ Agents, Jobbers, Job- 
bers’ Salesmen, Retailers and Retail Salesmen. 


No illustrations accepted for these pages. 
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Allow seven words for Keyed Box Number Address. 


Set Solid, Minimum 50 words...... 
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Each additional word............ A ecetees =e 
All Capitals, Minimum 50. WOPdS. esses eeeeeeeeeeeee eens 4.08 
Each additional word............ eeeccee Sbeeeccecceceoes §6e 
De Eh eink 606 nhs 6066660006050 0b 666 dececececeeess OE 
Bach additional inch....... oeuwe ‘ magne ede 4.00 


4 insertions, 10% off; 8 insertions, 15% off 
Remittance Must: Accompany Order 


50% off the above rates for Positions Wanted Advertisements 
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Business Opportunities 


A breadeasting ef effers in hardware 
stores, properties, second hand equipment 
and general epportunities. 





Business Opportunities 


A breadeasting of offers in hardware 
stores, properties, second hand equipment 
and general epportunities. 











AN UNUSUAL 
OPPORTUNITY 


Over twenty years ago a retail hard- 
ware business was taken over in cen- 
tral New York State. During these 
twenty years there has been no change 
in ownership. The result has been 
a healthy growth until today this or- 
ganization possesses a reputation for 
service and business dealings which 
could be obtained in no other way. 
Stock, plant and equipment are in 
splendid condition. “Will inventory 
around $30,000. The above business 
is for sale and presents a wonderful | 
opportunity to the right party. For 
particulars. Address Box G-141 care 


Hardware Age, New York 














ARTICLE TO MANUFACTURE— AVE 
A FACTORY AND FINANCIAL BACKING. 


URE. SUBMIT 
YOUR INVENTION, 
WITH ME. EXPLAIN WHY YOUR 
INVENTION IS SUPERIOR TO ANY AR- 
TICLE US F 


E OR SIMILAR PURPOSE. 
W. C, RASTETTER, FT. WAYNE, INDIANA. 


FOR SALE—A clean up-to-date hardware 
store in a manufacturing city of 85,000 pres 
tion near New York City. Stock and tures 
about $12, ee very good lease, good reasons for 
ip ey ddress Box G-104, care HARDWARE 
AcE, New York. 


FOR SALE—Western New York General 
Hardware location, well equipped, fixtures new. 
Municipal water and sewerage systems just com- 
pleted in this town. An exceptional opportunity 
for one or two men to engage in General Retail 
Hardware and Heating and Plumbing Business. 
Stock and Fixtures will invoice $5,000.00. Get 
in just in time for 1924 Spring business. Other 
business takes entire time of owner. Address 
Box G-82, care Harpware AcE, New York. 


FOR SALE—American Patent for Temnenvel 
Nut Cracker of high leverage but simple con- 
struction. Requires but one-half_ to one-third 
usual pressure in cracking nuts. Being success- 
fully sold in Holland and England. Splendid 
testimonials. Samples and particulars on request. 
Open for well-established houses and manufac- 
turers. Write with particulars to J. F. Kroon-at 
Hoorn, near Amsterdam, Holland. 


FOR SALE—Hardware business. Good clean, 
well kept and assorted stock. Will invoice about 
$7,000. Turn the stock from three to four times 
a year. Good farming community. Business 
established over 40 years. Two-story brick to 
alley. Low rent. Have grown old in the busi- 
ness and retired. Chas. F. Stahl, Marion, Ohio. 


FOR SALE—Fstablished Hardware and Paint 
Business, retail. stand; 50 years; Prin- 
cipal business street in heart of city. of 100,000. 
Splendid opportunity for man with moderate 
amount of cash. Poor health and age. Desirous 
of retiring. Address Box G-115, care HARDWARE 
Acre, New York. 


FOR SALE—General Hardware Store in a 
town of 1800. ated in Eastern Pennsylvania. 
A good location, good farming community. Good 
schools. Must sell on account of poor health. 
=— Box G-114, care Harpware Acre, New 

or 




















SIS YOU PREFER TO: 








Builders Hardware School | 


§ Teaching by Correspondence. | 
Blue Print Reading. Specifica- 
tions. Builders’ Hardware. 
Salesmanship. Advertising. 


Builders Hardware School 


ADDRESS BOX G-109 





care HARDWARE AGB, New York. { 











FOR SALE—Retail Hardware with good clean 
stock of shelf and light hardware, in_ central 
Illinois city of 2000. Will invoice between 
$6,000 and $7,000. Good business but sickness 
demands —a Look this over before buying. 
ienrees Box G-138, care HarpwaAre AGE, New 

ork. 





FOR SALE—General Housewares and Build- 
ers Hardware Business in Detroit, Michigan, on 
main thoroughfare in fastest growing section of 
city. All new stock which showed an average 
turnover of 8% times last year. Good lease; 
5,000 will handle. Address Box G-140, care 
HARDWARE AcE, New York. 





FOR SA'LE—Good, clean hardware stock, also 
building and_ fixtures. Best dairy section of 
Northwest Wisconsin. Stock invoice $5,000.00. 
Spares Box G-142, care Harpware Ace, New 

ork. 





MANUFACTURERS, ATTENTION! 


A progressive manufacturing concern is seeking 
products in small hardware and small hardware 
specialties to manufacture. Concerns equipped 
with patterns and having a line which possesses 
possibilities can make an excellent deal with us. 
All correspondence will be held strictly in con- 
fidence. f you are interested correspond at 
once, aS we are prepared for immediate action. 
oo Box G-99, care Harpware Ace, New 

ork. 


fn 





STOCK of General Hardware and Plumbing 
and Heating, in Southern Iowa city of 2500. 
Invoice about $10,000.00 and doing 40,000.00 
per year. Very little competition in ardware 
and none in Plumbing and Heating. Established 
35 years. Wonderful opportunity. Low over- 
head. Want to retire. Address Box G-135, 
care Harpware AGe, New York. 





WE HAVE about 75,000 black powder shells 

which we will sell at a_ great sacrifice. Also 
about 100 kegs of cut nails ranging from 4’s to 
20 penny common, seme floor brads and casing 
nails. Make us an offer. EMERY HARD. 
WARE COMPANY, BRADFORD, PA. 








MANUFACTURERS NOTICE 
ATENT or Manufacturing Rights of Adjust- 
able Saw-Filing Clamp for sale. Can be used | 

on bench or on it’s own jointed stand. Entire 

outfit compactly carried in a small grip. Can {| 
be made entirely from stampings. Fully covered 
by patent. Great improvement over all present 
Saw Clamps. Considering offers. Act at once. 
Decision will be made May 15th. 


SZAKO, Inventor 











JOHN ° 
362 West 42nd Street, New York City. 





Business Opportunities 


A broadcasting of offers in hardwware 
stores, properties, second hand equipment 
and general opportunitics. 





~ 





WE have some excellent vest pocket side 
line items for the salesman calling on the hard- 
ware trade. Every dealer wishing to know if 
he can sell Radio items can use them effectively 
to try out his trade and then determine if he 
wants to go into the Radio line further. B-Metal 
Refining Co., 525 Woodward Ave., Detroit, Mich. 


LOOK 
LOOK LOOK { 
ADVERTISING——services in catalogs, 
booklets, printing, cepy writing, letter 


writing, direct mail equipment, advertising 
counsel and agency service. 








Business Services 











. Irresistible—Convincing i 
SALES LETTERS ( 


$5.00 each, series — $12.50 
Broad experience has taught us points that | 
sell. Outline your proposition gg Also render | 
complete advertising service. 


) LEBRECHT, WACO, TEXAS | 














FINANCIAL——<services in financing, in- 
corporating, lecal office addresses, loans, 
collections. 





PROFESSIONAL———services im patente 
and legal advice. Specials. 





® 
At these Business Servi you Hardware mann- 
facturers, wholesalers,+ retailers, agents! 
They are a special departmental] service to bri 


about direct, responsible contact between you a 
those who can help you sell MORH—more satis 
factorily. 








Help Wanted 
Wholesale 


WANTED—Experienced Hardware Catalog 
Compiler to take charge of Catalog Department 
for fast growing, progressive Wholesale Hard- 
ware concern, Permanent position. Prefer man 
who is willing to start at nominal salary and 
build up department, with assurance of advance 
as results from the department warrant. State 
age, experience and _ qualifications. Also salary 
expected. Address Box G-145, care Harpware 
AGE, New York. 


CUTLERY SALESMAN WANTED —Sales- 
man wanted by a large Eastern jobbing house 
who carry complete high grade lines. Write 
fully, giving all qualifications, salary expected, 
experience, and so forth. Address Box G-134, 
care Harpware Acr, New York. 











(Continued on nert page) 
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Help Wanted 
Retail 


(Continued from page 139) 








WANTED—FExperienced hardware clerk in a 
busy Long Island town. Must be a hustler and 
have some idea of buying. Please supply refer- 
ences, state age and salary wanted in first letter. 
a Box G-146, care Harpware AGE, New 
ork. 





WANTED—Experienced Hardware Salesman 
to call on outside jobbing trade, also help in 
retail store. Splendid opportunity for an aggres- 
sive young man with tact and personality, to 
work into something worth your while. State 
age, experience and qualitications fully. Also 
salary expected in first letter. P. O. Box 110, 
Houghton, Mich. 


HARDWARE AGE 
“DEPENDABLE WANT ADS” 
Let Us Help You Word 
Your “Want.” 





Help Wanted 
Manufacturing 














Wood Rim Sieves 


And Wire Goods of 
All Descriptions 


Write for Catalog 
and Discount 











BRASS HOSE BANDS 
give JUST THE SERVICE 


you want Hose Bands for 


GEORGE H. JELLIFF & SON 
New Canaan, Conn. 
* on All Hose Connections. 
A trial will convince. 


WILLIAM YERDON, Box 102, Fert Plain, N. Y. 











“Barre” stone-working tools—backed 
by 30 years of experience and 
nowledge. 


TROW & HOLDEN CO. 


Barre Vermont 


YERDON CAST | 


Prete a ee ca Aen eT DN EE 




















Hose Attachments 


For cennecting hese te smeeth 
faucets. Slips on and off easily. 
Economy Mfg. Co. 
5350 Germantown Ave. 
Philadelphia. Pa. 








ELEVATORS 


and Dumbwaiters 
for House, Store or Warehouse. 
Write for particulars. State your 
requirements as to size, capacity 
and lift. 


fhe SIDNEY ELEVATOR Mfg.Ce. 
Sidney, Ohie 


, Freight clevators 
and Dumbwaiters 
Write for 
eur catalog 
Energy Elevator Company 
214 New St. Philadeiphia, Pa. 
) Economy 














Positions Wanted 





AN EXCEPTIONAL hardware man, under- 


standing the business from the bottom up, wants 
opportunity to prove his ability, either retail or 
wholesale; experienced in all branches; age 39, 
married, as director of sales, buyer, manager or 
salesman. My service has a detinite value; am 
a producer. Address Box G-144, care HARDWARE 
AGE, New York. 





Wholesale 





HAVE had 28 years’ hardware experience, 


10 years as wholesale road representative. Know 
line A to Z. Interested in proposition as travel- 


ing salesman, manager big retail concern or 
buyer for any line for wholesale house. Married 
man. Lest references. Open for specialty line 


to sell jobbers and big retailers. Address Box 
G-131, care HarpwAre AGE, New York. 





A MARRIED man 35 years of age with s.x- 


teen years’ experience in hardware line wishes 
a position with wholesale hardware house. Can 
estimate builders hardware from plans or list. 
Thoroughly experienced in general hardware as 
to calling on store trade or Builders in Metro- 
politan district. Address Box G-130, care Harp- 
WARE AGE, New York. 





Positions Wanted 
Manufacturing 








SALESMAN—High_ grade, intimately  ac- 
quainted with the wholesale and large retail 
dealers, desires correspondence from _ reliable 
hardware manufacturer or kindred lines, who are 
in a position to handle business in a large way 
for the New York City territory on commission 
basis. Address Box G-129, care HArpware AGE, 
New York. 


WANTED—Position as salesman for Stove 
Manufacturing Company that want a real 
stove salesman for Southern trade; a producer; 
Texas preferred. Address Box G-139, care 
HARDWARE AGE, New York. 


Sales Accounts Wanted 


MANUFACTURERS’ Representative, with 
New York office and established trade calling 
on the wholesale hardware, automobile, house- 
furnishing, exporters and 5 and 10 cent syndi- 
cates, desires to connect with reliable manu- 
facturer of hardware or kindred lines on com- 
mission basis for the New York City territory. 
Address Box G-128, care HarpwAre AGE, New 


or 














MANUFACTURERS—ATTENTION! 


Factory representative giving up traveling, de- 
sires to secure either a few good non-conflicting 
fast selling lines, or one good one for exclusive 
sale in New York City and vicinity; selling to 
Jobbers and Dealers; established clientele; com- 
mission basis. Communication confidential. Ad- 
dress Box G-136, care HARDWARE AGE, New 
York. 

















American Can 


American Can Company 











SASH CORD 


NET WEIGHTS FULL LENGTHS 
Silver Lake Co., Newtonville, Mass. 


SILVER LAKE 








j CC CS hatin eeenmeinimeneiiamenmeneneiearme al 


The “TORREY” : 
A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 








J. L. THOMPSON MFG CO. 
Waltham, Mass. 


Tubular and Bifurcated 


— RIVETS = 








BALE TIES 


Best Made—Prompt Shipment 
Baur Bale Tie Co. 


INDIANAPOLIS, IND. 








EYELET TOOL CO. 


Manufacturers of Punches and Sets (Hand 
Drive and Foot Power) for Leather, Cloth and 
Metal, Punch Tubes, Punches and Die. All 
kinds and sizes made to order. Write jobber. 
Booklets free. Established 1858. 


190 Dorchester Ave., Boston, Mass. 











Dies, Screw Plates 


WINTER BROS. CO. 
Wrentham, Mass. 





a 








Bull Dog-Grip”’ | 


Manufactured by 
U. S. Clothes Pin Co., Montpelier, Ve. 


Sales Dept. 
1015 Union Bank Bidg., Pittsburgh, Pa. 











GENUINE MARTY TRAPS 


$2,000,000 Sold 


Burditt & 
Williams Co. 
Role Importers 

Reston, Wasa, 


— HES AXES 


Bens since 1912, Axes since 1880. 


RIXF ORD Rect Hig Highgate,v« | 

















CRAYONS 


FOR EVERY 


ST AND aes MFG. CO., 


DanVers, Mass. 


Ritm Selo / 


ee é 


UNITED AMERICAN METALS CORP’N 
Diamond St. & Meserole Ave.. Brooklyn, N. YJ 








ONLY 
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Use the “Opportunity Section” 


to reach Hardware 
Manufacturers, Manufacturers’ Agents, Jobbers, Job- 
bers’ Salesmen, Retailers and Retail Salesmen. 


No illustrations accepted for these pages. 
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Sales Accounts Wanted 


ESTABLISHED manufacturers’ sales agent 
covering Missouri, Kansas and Oklahoma wishes 
to hear from manufacturers of household utili- 
ties or high grade hardware lines who desire 
representation. Sales protection must be granted 
in the territory. Thoroughly familiar with hard- 
ware jobbers, large retail hardware, department 
and housefurnishings trade. Address Box G-133, 
care HARDWARE AGE, New York. 








Sales Representatives Wanted 





Men of experience and ability in selling 
the hardware field know and follow this 





A SPECIALTY carrying 20 per cent commis- 
sion on sales to jobbers and 40 per cent retailers 
is available to salesmen. This product is im- 
provement on present fast sellers of its kind and 
superior to them in every way. Display card 
assures sale and resale. Men wanted all over the 
United States to carry this profit-maker to jobbers 
and retailers. Address Box G-90, care HARDWARE 
AGE, New York. 


i 


SALESMAN WANTED—Manutfacturer of 
high quality stainless steel kitchen knives at the 
lowest market price, have a few openings for 
live-wire representatives on commission basis, 
acquainted with the jobbing trade. Practically 
every jobber in territory now covered has bought. 





State experience, territory now covered, lines 
carried and all other details.“ Address Box 
G-137, care HarpwAre AcE, New York. 





SALESMEN wanted—To represent tanner of 
sole leather. Our product is called for by Hard- 
ware and Wholesale Grocery Houses who buy 
Leather in Strips, Taps, etc. Address Box 
G-143, care Harpware AcE, New York. 


—'' 


WE HAVE open one each of these states— 
New York, New Jersey, Pennsylvania for sales- 
men covering the factory trade; to carry our 
line of Industrial Brushes. Either as a direct 
representative or in connection with other mill 
supplies. Commission basis. We have an_ in- 
teresting proposition for the right man. Address 
Box G-127, care HArpwAre Ace, New York. 








WANTED—Manufacturers’ Agent to carry a 


well established line of soldering specialties. Ex- 


clusive territory. Advise lines you are now 
carrying and territory covered. Address Box 
G-116, care Harpware Acre, New York. 





Sales Representatives Wanted 





Men of experience and ability in selling 
the hardware field know and follow this 
section. 





FIVE SALESMEN wanted to 
mission for a Hardware Jobber, complete line 
to work from the following cities: Chicago, De- 
troit, St. Louis, Atlanta and New Orleans. Will 
pay ‘commission on all Mail Orders, as well as 
orders taken by salesman. We have some cus- 
tomers in all territories. Give information as 
to experience, commission expected and _ refer- 
ences. All information will be held strictly con- 
eg Address replies to Sales Manager, 

. O. Box 1458, Hartford, Conn. 


sell on com- 





REPRESENTATIVES WANTED—FExperi- 
enced salesmen selling builders hardware to han- 
dle non-conflicting line consisting of Lavatory 
Door Hardware, Door Guards, Push Plates, Kick 
Plates, Thresholds, etc, in all sections of the 
country. Straight commission proposition. Ad- 
dress Box 263, Columbus, Ohio. 





SALESMEN calling on the retail hardware, 
department and kindred stores to carry as a 
side line or otherwise, a hardware specialty which 
is meeting with great success. Answer stating 
territory covered. Address Box G-102, care 
Harpware AcE, New York. 





SALESMEN desiring excellent side line for 
hardware trade, secure our proposition of popular 
line of 5-25c Faucet-Fit Water Filters. Give par- 
ticulars, age, experience, lines now sold and 
territory covered. Faucet-Fit Filter Mfg. Co., 
Malden, Mass. 








SALESMEN: Attractive 
commission. Sell patented 
to retail hardware trade. State experience, age, 
territory now covered, etc. Address Box 156, 
care of Harpware AGE, 1420 Widener Bldg., 
Philadelphia, Pa. 


side line, liberal 
garden impleme nt 








SALESMEN calling regularly on 
ware trade to sell Carbo Magneto 
Stones and Grinding Wheels. The 
that bring reneat orders. 
A. Goodrich, Inc., 1500 Madison St., 


retail hard- 
Sharpening 
quality kind 
Liberal commissions. 


Chicago, Il. 





SALESMAN wanted for selling mill supplies 
out of Fort Wayne. All in Indiana; not over 
125 miles out. Address Box G-120, care Harp- 
WARE AGE, New York. 











is the 
total 
number 
for this 
year to 
date of 


REPLIES 


remailed through this depart- 
ment to advertisers using box 
number advertisements in these 
columns. Think of the 


OTHERS 


‘that went direct to signature ‘* 
ads! Send in your proposition 
right along on the coupon below 
to “Want Ad Dept.” for prompt 
service at lowest rates. (See 
rates above.) 
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Fill This In 


Classified Advertising, Hardware Age, 239 W. 39th St., N. Y. C. 


Here is a “want” that the hardware field can satisfy for me. 


heading 








ae le lll 
Set this up 


more than 8 insertions). 
inches. 


(10% discount for 4 


(See rates at head of Classified Opportunities page). 


all in capitals; 


I am sending it to you to be run under the 
.in the next available issue. 


Please run this ad for 


consecutive insertions; 15% for 8 or 


in box display of ............ 


PIN YOUR “WANT” TO THIS COUPON AND USE “THE MODERN WAY TO 
MAKE IT PAY”—CLASSIFIED ADVERTISING. 


The important thing is that the action for results which does you good is the action you take to-day—at once. 
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THE ADVERTISERS’ INDEX is published as « convenience end oct as « part of the advertising contract. Every care will be taken to index covrestiy. 

Ne allowance will be made for errors or failure to insert. 
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American National Co. .............00005- 48 NE. Bete Ge Si vc cose siscccccccccesaves 46 
American Ring Co. ............-0eeeeeeee: 127 Goulds Mfg. Co. ....... Perr rT TTT TiTi lS 138 Remington Arms Co., Inc. .............00% 144 
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RS Gs GO. cdccccces dhabiwctecsio 131 ® RS RS on wo knca sees bees 6abeekeu 135 
Bridgeport Hdwe. Mfg. Corp. ............. g | Independent Lock Co. .............++++++: 133 | Special Chemicals Co. ...............0.00- 138 
es CR TE cic ccédee vectas eaten 119 Indiana Steel & Wire Co. ................ 32 Standard Crayon Mfg. Co. .............. . 140 
Brockiyn Pulley Co. ....<3.00cccccccsccccs 133 | International Development Co. ............ 4 OT Te ee ee ae 30, 130 
Demet  Giks, Gs Oi vc cowicnscenresiiees 137 | International Silver Co. ..........-+++++:. ff ES NE RE . + +138 
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Cary Mfg. Co. ........ Sees escovcncccede 136 SN OE LOTT 138 Tromont Nail Co. ....ccccsccccccccccccces 114 
Chatillon & Sons, John.................... 29 Te SE Se ee epneeeree 128 Trow & Holden Co. ............+.seeeeeees 146 
SOD Gee GM, .« coccsascdcvcccvceseses 140 Koken Companies, Inc. ................--- 135 Tubular Rivet & Stud Co, ..............00. 116 
Chicago Spring Hinge Ce. ........ woccesen 130 Kokomo Stamped Metal Co. ............... 48 res ree 138 
Clayton & Lambert Mfg. Co. ............. 135 Turner, Day & Woolworth Handle Co. ....113 
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Exclusive Improvements 


TTENTION to details has 

put the Sterling barrow in 

a class by itself. Self-lubricating 

bearings — Handle clamps _in- 

stead of bolts—Riveted leg con- 

struction — Steel leg shoes — 
Keyed steel axles. 

These are Sterling improve- 
ments which lessen repair costs 
and add to the efficiency and dur- 
ability of Sterling wheelbarrows. 
These are the refinements that 
spell economy for your custom- 
ers and increased sale to you. 
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Remington Hunter’s and 
Trapper’s Knife. Sticking 
and Skinning Blades. 
One ofthe most popular 
knives ever designcd iv. 
hunters andtrappers. 










Stag handle. 


WoySipimayy 


Knives Worthy of a Sportsman 


ERE are shown four knives 

made by Remington espe- 
cially for the out-of-doors man. 
Made with all of Remington’s 
intimate knowledge of what he 
needs and wants—the knowledge 
gained by 108 years’ association 
with the sportsmen and profes- 
sional hunters and trappers of 
America. 


These four knives are truly representa- 
tive of the complete Remington line of 


Remington Camp Knife. 
Two sharp cutting blades, 
screw driver,bottleopener, 
can opener, punch blade, 
corkscrew. Stag handle. 








R 3843 






high grade pocket cutlery — specific 
knives for specific purposes, designed 
to render a real service to sportsmen,$ 
fishermen, motorists, campers and 
others. { 


The vacation season is near at wae 
our national advertising is building | 
sales for you—prepare now to supply 

the pocket knife needs of the vacation- 

ist, summer camper and automobile 

tourist. Look at the Remington line of 

samples—select the patterns suitable 

for your trade from your jobber. 
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Remington Arms Company, Inc., New York City 


Established 1816 


Remington, 


THE AUTHORITY 'n FIRE ARMS, AMMUNITION And CUTLERY 


R 935 


Knife. 
sharp blade is ideal 
cutting bait, cleani 
scaling, etc. | 
handle. 


Voy Sulu 





R 1306 


Remington Hunting and 
Fishing Knife. A big sturdy 
single blade knife for stick- 
ing, skinning, scaling, 
cleaning, and general use. 
Lock back. Genuine Stag 
handle. 


Makers of the Remington Cash Register 


Remington Fisherman’s 
The long, slender, 


Py-rem’-ite 
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